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How SHOWING Helps In SELLING § 


Much has been said and written about basement mod- 
ernization, and the conversion of subterranean levels into 
“rumpus” and game rooms. As a result of promotion of 
the idea, thousands of basements have been reconditioned. 
Only a scarcely appreciable dent in the potential market 
has been made, however, and it remained for the Lowrie 
& Webb Lumber Co., of Dearborn, Mich., to recognize 
the possibilities in work of this kind to the extent of in- 
cluding in their new display rooms a completely modern- 
ized basement to show prospects what can be done with 
their own premises. As in the case of modernization work 
of all kinds it is difficult to make customers understand 


the application of modern materials, and to appreciate the 
transitions that can be wrought with them, without visual 
demonstration. It was to provide the facilities for such 
demonstration that the Lowrie & Webb firm dressed up 
a section of the basement under their new display room. 
It is one of the few actually modernized demonstration 
basements, if not the only one in any lumber yard in the 
country. Two photographs reproduced on page 62, show 
the basement before and after modernization. The photo- 
graphs were taken from opposite ends of the basement. 
The one showing the finished basement was taken from 
the foot of the stairway shown | Turn to page 62| 
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Use it on Sash, Frames, 
Doors, Trim, Etc. 


Wood Protection is the order of the day. 

Home-owners, builders and architects are Prevents Decay and Blue 
FOR it. WOOD LIFE TREATMENT pre- e 

vents decay and BLUE STAIN, greatly pro. Stain. Assures a Better 


longs the life of wood. Easily applied b P 
dipping. Full information on WOOD LIFE Paint Finish. 
treatment sent on request. Write today. 


PROTECTION PRODUCTS MFG. CO. 
KALAMAZOO . . .. .. . « ~ MICHIGAN 


















Pere So 


YOU’LL SELL MORE MAPLE FOR HOMES 
. Because of widespread building of better homes 
in 1938. 
. Because no other flooring offers such /asting good 
performance. 
. Because the new finishes (natural and color) and 
patterns give Maple refreshing new beauty. 


. Because MFMA 1938 advertising se ype new 
thousands with Maple’s unequalled economy. 


... By stocking MFMA Northern Hard Maple, 
you'll sell more, benefit from association selling 
activity and enjoy the constant protection of associ- 
ation grading and trade-marking. Write for Grading 
Rules and information on new finishes. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago 


Floor with Maple 


THE LONGEST-WEARING COMFORTABLE FLOOR 
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They will surely fall if you give the f 
sales crew really high-class business o 
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cards and cover your field intensively. 


Too expensive? No! You can A 
operate at far less by using Wiggins ay, 
Vellotype. For this is neither a take- 
off nor an imitation. It is a process 0 
in itself on which you can depend to yj 
give an impression of the highest, at /, 


a cost which can often be charged 
as petty expense. 
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Write, and let us show you how 
others are doing it. Send us your busi- 
ness card, and balance its quality and 
cost with Vellotype. 
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THE JOHN B. WIGGINS COMPANY 
1143 Fullerton Avenue, Chicago 
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Social Security and Home 
Ownership Should Go 
Hand in Hand 


EAL “SOCIAL SECURITY” im- 
x plies having a home of one’s own, 

or as it sometimes is phrased, “a 
roof over your head.” Especially is this 
desirable in old age, after one’s earning 
days are ended. But it then is. too late 
to begin to take steps toward home own- 
ership. That is a task which must be 
well begun, if not completed, while earn- 
ing power is at the maximum. Hence 
the “hook-up” between two important 
steps taken by the national government 
for the avowed purpose of furthering the 
welfare of its citizens is less remote than 
might be assumed from superficial con- 
sideration. The steps referred to are the 
Social Security and the National Hous- 
ing acts. The really fortunate worker 
will be the one who, at retiring age, has 
not only his Social Security benefits to 
fall back upon, but also the even stronger 
bulwark against adversity of a home of 
his own. 

Attention was called to the close rela- 
tion of old-age insurance benefits under 
the Social Security Act to the benefits of 
the insured amortized mortgage under 
Title II of the amended National Hous- 
ing Act, in a statement issued by Seattle 
officials of the West Coast Lumbermen’s 
Association. The statement was based, 
the officials said, on discussions of the 
question of providing low-cost small 
homes for families in average employee 
income groups, at the annual convention 
of the Western Retail Lumbermen’s As- 
sociation, held in Spokane last week. 


“Lumbermen from six western 
States, after hearing the principles of 
the Federal Housing Administration 
program expounded at the conven- 
tion by Bruce Wilson, F.H.A. Edu- 
cational Director, focused their plans 
for home-building promotion on the 
housing needs of the medium and 
low income groups,” the statement 
said. “It was recognized that the 
new 90 percent, 25-year F.H.A. in- 
sured mortgage makes home owner- 
ship available to thousands of young 
married couples in the Pacific North- 
west who have been restricted to 
rental housing. The great majority 
of these ‘youth’ families are earning 
future benefits, through wage or sal- 
ary employment, under the Social 
Security Act. 

“Twenty to thirty years from 
now,” the statement continued, “it 
will be of the greatest importance to 
employees who become eligible to re- 
ceive retirement payments under the 
Social Security Act to have clear 
ownership of their homes. The new 
Housing Act enables the average em- 
ployee to enjoy possession of a new, 
modern home now for a small down 


Amemcanfiimberman 


payment, to pay for it just like rent 
while retirement benefits accumu- 
late, and to obtain clear ownership 
at retirement age.” 


The Association officials pointed out 
that F.H.A. specifications insure a long 
life span for the lowest-cost home of to- 
day. The program of Pacific Northwest 
lumbermen, they say, relegates fads, frills 
and fancies in homes, as sales leaders, to 
the past, and will promote instead the 
fundamental shelter values of the small 
home and its use for economical family 
living, in selling home-building to fam- 
ilies with moderate income. 





VOICE OF THE READER 


C. F. Ullman, of Ullman Lumber Co. 
(Inc.), Big Timber, Mont., sends check 
to renew his subscription and writes: 


“No, we have not forgotten you, rather 
we have felt that we are the forgotten 
man, but now since the small business 
men have been to see the Big Chief, pos- 
sibly something will be worked out. 
Maybe? The finale is, we were too busy 
taking care of our own difficulties; but, 
here’s our check.” 





George Helle, Wyoming, Ill., writes: 


I am enclosing $3 for renewal of my 
subscription, which I have delayed doing 
because we are moving logs from the 
Mississippi bottoms below Galena, Ill. 
The U. S. is destroying millions of feet 
of logs. All we can move are free. It is 
a crime to destroy what it takes years to 
grow, and to no purpose, except political 
racketeering. There is no use of spend- 
ing billions on waterways. I lived for 
two years near the Hennepin Canal, and 
there is more freight moved in twenty- 
four hours on Route No. 30 than in 
twentyfour months on that canal. The 
U. S. is spending millions for planting 
trees, and burning mature trees. It is 
enough to make a lumberman swear. 





From distant Australia come _ reper- 
cussions to an article which appeared in 
the AMERICAN LUMBERMAN last October, 
under the title “Will Homes of the 
Future Be Sold From Interchangeable 
Miniature Models?” The article ex- 
plained and illustrated what is being 
done by F. J. Bolhuis of the Bolhuis 
Lumber Co., Holland, Mich., along that 
line. The article attracted the attention 
of Robert J. Parish, representative of 
the Redwood Export Co. for Australia, 
who states: 


“Taking advantage of this interesting 
news I approached the secretaries of the 
Timber Merchants’ Association and the 
Timber Development Association. The 
secretary of the latter association was 
particularly interested and expressed the 
wish for more details.” 


Mr. Parish points out that this plan 
would be of great assistance to timber 
merchants throughout Melbourne, Sidney, 
Adelaide, Brisbane and other Australian 
cities. He also inquires whether it would 
be possible to secure plans so that similar 
models could be constructed in San Fran- 
cisco and shipped out to Australia, or 
whether from such plans skilled joiners 
in Australia could construct them there. 
All of which goes to show the far-reach- 
ing influence of constructive ideas ad- 
vanced through the pages: of the AMERI- 
CAN LUMBERMAN, 


February 26, 1938 


Great Is the Field for 


Home Modernization 
and Repairs 


SURPRISING and significant state- 
ment was contained in a letter writ- 
ten the editor this week by a Mid- 
west lineyard operator. Discussing the 
building situation, particularly the pros- 
pect for new homes in his State this year, 
this lumberman attached relatively little 
importance to the matter of new construc- 
tion, which some of us have become ac- 
customed to regarding as the main source 
of demand for building supplies. In fact, 
he said, and here’s the surprise: 


“The best year we ever had at one of 
our yard points, where we have operated 
many years very satisfactorily, there was 
only one new house built in the town 
that year, and we didn’t sell that! In 
another of our towns, where we have op- 
erated very successfully for a long pe- 
riod, I recall that there were fourteen 
homes rebuilt or modernized one year, 
but not a single new house was erected. 
In short, our best years in the retail lum- 
ber business have been when there was 
an inclination to make improvements on 
buildings that already existed in the com- 
munity. This year we are not looking 
forward to the building of a great many 
houses, but there is a great need for re- 
pairs, renewals, remodeling etc., and that 
kind of work has always made up the 
major portion of our lumber business. 
There really is not a shortage of homes 
in any city, large or small, in our State 
at least, but there is a field for remodel- 
ing, improvements etc.” 


The dealer quoted speaks from a long 
and varied experience, and his words sug- 
gest to dealers everywhere the wisdom 
of going hard after the modernizing and 
repair work that is fairly crying to be 
done in every locality. With the liberal- 
ized provisions of Title I of the National 
Housing Act, covering loans for modern- 
izing, now in full effect, there is every 
incentive for inducing owners to fix up 
their properties, whether in town or coun- 
try. The modernizing field is white for 
the harvest, and with spring at hand, 
weather conditions even in the far north- 
ern part of the country are, or very soon 
will be, favorable for outside work. 


Of course, the building of new homes 
is highly desirable from every standpoint 
—industrial, economic and _ social—and 
the National Housing Act makes their 
financing easier than ever before, but 
while waiting for the new house demand 
to materialize, dealers will serve their 
own best interests by promoting modern- 
izing, rebuilding and repairing of exist- 
ing structures in their communities. This 
promotion may be done through adver- 
tising, displays of materials suited for 
those purposes, and solicitation of busi- 
ness, insofar as that approach can be used 
tactfully, and at the same time effectively. 
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THE FOLLOWING QUESTION certainly belongs in the “What Do You ‘ 


Think?” department, because none of our editors seem to know the answer. It 
comes from a California reader, who, in renewing his subscription for another 
year, asks: “When is the President going to restore confidence in the future so 
the public will be willing to take on obligations again?” He ends his inquiry with 
a cynical “ha, ha,” which leads one to suspect that he probably does not really 
expect us to supply the information. So we toss the inquiry into the “What Do 
You Think?” hopper, with the hope that readers who have any “inside informa- 
tion” will pass it along. Seriously, the President has on various occasions said, 
in effect, that the worst enemy of business is fear, and that confidence must be 
restored. It is to be hoped, therefore, that we soon may see some definite steps 
toward that goal. 
* * * * 
Ricut NOW MAY not be the best season to talk about silos of any sort, but 
a letter to the editor from a Nebraska dealer impels us to pass along a word 
about a cheap, if not the cheapest, form of silo; one that has come into quite 
wide use in recent years. We refer to the trench silo, which our correspondent 
says is pretty well established in his State. He continues: “Some farmers 
line them with cement, but the majority use waterproof paper. The cost is 
low, and we are told that fodder stored in them will keep from four to five 
years without deterioration. One of the professors at our State agricultural 
college says that he opened one that had been closed for several years, and the 
ensilage was in perfect condition. Besides low initial cost, the upkeep of these 
trench silos is much smaller than any other form.” This lumberman also says 
that there are a few brick and tile silos in use in his territory, but that the wood 
silos which at one time were plentiful are now “pretty well out of the picture.” 
Does anyone know why this is so; is there a possibility that the lumber industry 
has not sufficiently emphasized the practicability of wood silos, for which purpose 
some species of wood, notable for their enduring qualities, are especially adapted? 
* * * * 

ALL LUMBERMEN are seeking the answer to a question which in specific 
form comes to us from a North Carolina manufacturer who, after ordering the 
AMERICAN LUMBERMAN sent him another year, asks: “How long do you think 
the lumber business, or markets, will hold up? Would it be advisable to buy large 
boundaries of timber ; that is, enough to last us for two or three years? What we 
are afraid of is another slump like that which came in 1932.” 

Without claiming to divine the future, which depends upon too many factors 
not now predictable to warrant any cocksure advice, we nevertheless are con- 
vinced that, given anything like normal conditions, there is going to be a good 
demand for lumber for at least three or four years. That there is a considerable 
shortage of homes all over the county is a matter of common knowledge, and the 
amended National Housing Act certainly should give a strong impetus to home 
building. It follows that if home building goes forward in anything like normal 
volume business in every line will be stimulated. As we see it, it looks as though 
purchase of enough timber to last for the next two or three years would be at least 
a reasonably safe investment, in an era when the word “safe” has to be hedged 
and qualified in so many ways. 

* * * 

Wauicn KIND OF HOME-BUILDING do you want for your city, or com- 
munity-—mass-produced, or individually planned? The FHA will aid either kind, 
or both, by Federal insurance of mortgages thereon. To hold the field, lumber and 
material dealers must establish their position as undisputed leaders in the business 
of supplying new homes, and modernizing old ones. They can do this only by 
initiative and real service, supplementing with all needful information the would-be 
home owners’ lack of technical knowledge and experience which makes the specu- 
lative builder’s mass-produced homes, often of stereotyped design, seem an easily 
attained goal to his ambition.. The alternative for dealers is clearly set forth by 
E. E. Woods, secretary Southwestern Lumbermen’s Association, as follows: 

“Tt behooves retail lumber dealers to be so alert and aggressive that the nation’s 
need for homes (estimated by the Government as a shortage of 5,000,000 units) 
may be filled by the traditional method where dependable materials and good con- 
struction are employed, and the facilities of the local building material distributor 
utilized, rather than to hazard the construction of the needed residences to large- 
scale operators, who might build hundreds at a time, and move from one region 
to another. More individuality in homes will result when built by the old method, 
and only the number actually needed would be erected. Under mass construction, 
too many might in some instances be built, with consequent disaster to the pro- 
moters and the locality.” 
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Reluctant Bankers, or a 
Defect in the Law? 


PPEARING IN THIS ISSUE is a 

letter from a Texas dealer calling 

attention to a situation in his sec- 
tion that militates against the develop- 
ment of a lot of potential business under 
Title I of the National Housing Act, 
which provides for the insurance of loans 
up to $2,500 for rural residence construc- 
tion. This dealer finds that local lend- 
ing agencies turn “thumbs down” on these 
loans because there is no provision in 
the law for making them eligible for dis- 
count by the RFC or National Mortgage 
Associations. He reports that local loan 
companies rediscount their Title II mort- 
gages with the RFC, but he has been un- 
able to locate an agency that will take 
Title I paper—in fact, experiences diffi- 
culty in finding a lending institution that 
will make the loans. 

Experience has shown that during the 
entire life of Title I of the original Na- 
tional Housing Act, losses on $600,000,- 
000 worth of paper covering that type of 
loan amounted to only 1.22 percent— 
probably as fine a record as that made by 
any kind of loans—yet this dealer advises 
that only one bank in his city would make 
Title I loans, and then only under re- 
quirements much more rigid than pro- 
vided in the law. On the other hand, 
banks in other sections have found these 
loans so profitable and so desirable that 
they have made especial efforts to pro- 
mote them. Where the banks have been 
willing to co-operate, Title I has opened 
the way to a great deal of repair and 
remodeling business, affording much 
needed employment; created activity in 
numerous lines, and, has improved the 
general appearance of the communities. 

In the letter previously mentioned, the 
dealer suggests that a movement be ini- 
tiated to have the RFC or the new Na- 
tional Mortgage Association declare Title 
I mortgages, particularly on rural homes, 
to be eligible for rediscount. He says: 
“In that event you would see the loan 
institutions falling all over themselves to 
make these loans, as the interest rate is 
much more attractive than that allowed 
in the Title II loans.” 

Here is something for lumber and 
building material dealers to think about. 

Judging from the fact that $600,000,000 
worth of Title I loans: were insured by 
FHA during the time that part of the 
original law was in*effect, it would seem 
that these Texas bankers, in refusing to 
make this type of loan, have not kept up 


‘with the procession, and have overlooked 


opportunities for some very satisfactory 
business. If there are many lending in- 
stitutions throughout the country, how- 
ever, which are withholding their support 
of Title I because of a lack of a market 
for the paper, it would seem to be highly 
desirable that steps be taken to remedy 
this weak spot in the law, and provide a 
market similar to that for Title IIT paper. 
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QUESTIONS and ANSWERS 
On Amended National Housing Act 


Following the presentation of the first broadside of literature 
and publicity on the National Housing Act as amended Feb. 3, 
it is suggested by the AMERICAN,LUMBERMAN that lumber and 
building material dealers secure from the Federal Housing Ad- 
ministration in Washington, or from the nearest district office, 
a pamphlet presenting “Eligible Improvements to Property 
Financed Under Title I’ and one listing the regulations on 
“Property Improvement Loans Under Title I.” While space 
forbids the publication of much of the information, some of the 
points which are believed of major interest to readers are con- 
sidered below. 

Under the re-enacted and amended Section 2 of Title I of 
the NHA, the administrator is authorized to insure approved 
financial institutions against loss which may be sustained as 


a result of loans or advances of credit to finance “alterations, 
repairs, and improvements upon urban, suburban, or rural real 
property by the owners thereof or by lessees of such real prop- 
erty under a lease expiring not less than six months after the 
maturity of the loan or credit advance. . . No insurance shall 
be granted to any financial institution with respect to any obli- 
gation representing any loan, credit advance, or purchase if 
the sum exceeds $10,000 for financing repairs, alterations, or 
improvements upon or in connection with existing structures, 
or exceeds $2,500 for financing the building of new structures, 
nor unless the obligation bears such interest, has such maturity, 
and contains such other terms, conditions, and restrictions as 
the administrator shall prescribe in order to make credit avail- 
able for the purposes of this title.” 


This refers only to Title I. Some of the ques- 
tions arising in the minds of lumber dealers in 
regard to the regulations are answered below: 


New Features 


Question:—What are the new features of the 
re-enacted Section 2 of Title I and the new 
regulations ? 


Answer :—Briefly, insurance against loss is 
provided on (a) loans not over $10,000 outstand- 
ing on one property to repair, alter or improve 
structures existing on it, and (b) loans not in 
excess of $2,500 per single piece of property to 
erect new structures. In general, proceeds of 
improvement loans may be used on such exist- 
ing buildings as a dwelling, barn, garage, serv- 
ice building, office or commercial structure, 
manufacturing or industrial building, hospital, 
hotel, club, etc. The money received on new 
structure loans may be put into constructing 
new houses, barns, garages, wayside stands, 
gasoline stations and so on. 


Life of Loan 
Question:—What is the life of the loan? 
Answer :—Improvement loans or loans for the 

erection of non-dwelling structures may be ex- 
tended over five years and thirty-two days. New 
residential loans under Title I may have a ma- 
turity not in excess of ten years and thirty-two 
days. 

Question:—How does one interpret “existing 
buildings” in the regulations? 

Answer :—The structure to be repaired or 
improved must exist as a completed unit that 
has or had a distinctive functional use. An 
improvement [oan may not be used partially to 
finance the erection of a new structure or for 
financing the completing of a partly built one. 
A few types are: homes, apartment houses, 
multiple-family structures, hotels, schools, 
churches, industrial plants, and others filling 
the definition in this paragraph’s first sentence. 
A loan for converting one type of building into 
another is eligible if a substantial part of the 
original remains. An example would be a loan 
to transform a single-family residence into an 
apartment. 

Eligible Loans 
Question:—Give illustrations of eligible loans. 
Answer :—An_ institution will be insured 

against loss resulting from loans not over $10,- 
000, exclusive of finance charges, for financing 
“repairs, alterations or improvements upon or 
in connection with existing structures.” Loans 


to finance the cost of painting an existing build- 
ing, applying a new roof, installing a new bath- 
room, and similar types of work are eligible. 
Loans for laying sidewalks, driveways, or land- 
scaping are, also, eligible for they are linked 
Likewise, a loan 


with the existing structure. 


covering the cost of installing a septic tank con- 
nected with the building would be approved. 
Heating systems, plumbing and wiring are con- 
sidered improvements to real property, and thus 
are eligible. 


Ineligible Loans 


Question:—W hat are some ineligible types of 
loans? 

Answer :—A loan to demolish a structure and 
erect a new one would not be eligible for financ- 
ing under Title I of the amended NHA. 
Loans financing the purchase and installation 
of machinery and equipment such as refriger- 
ators, washing machines, ironers, stoves and 
other home appliances, or presses, drills, lathes 
and similar industrial items are not eligible 
for financing with insured loans. 


Securing More Than One Loan 


Question:—May a person secure more than 
one loan? 

Answer :—Any number of insured loans to 
improve any number of separate buildings may 
be made to a single qualified borrower. This 
is subject to the maximum amount which may 
be outstanding on each specific piece of prop- 
erty, and the borrower must establish credit 
responsibility satisfactory to the lending insti- 





"DELUGED WITH CALLS 
SOLD THREE JOBS" 


On Feb. 13 the Gordon Lumber 
& Supply Co., San Antonio, Tex., 
ran a display ad in the Sunday 
edition of the local paper, advis- 
ing that “You can now own your 
own home with the new liberal 
FHA terms.” Information was 
given as to the terms of the new 
housing act. Harold R. Gordon, 
in a letter to the AMERICAN LuM- 
BERMAN, said: “This was some- 
what of a scoop for our company, 
as there was a popular clamor for 
information and the local FHA 
office was unwilling to release a 
statement until its printed litera- 
ture arrived from Washington on 
Feb. 15. As a result of this ad, 
we received a deluge of telephone 
calls and have already closed three 
jobs.” 











tution and prior approval of the administrator 
must be secured if the total credit advance ex- 
ceeds $2,500. 


Question:—Give some examples of loans of 
$2,500 or less for new structures other than 
those used wholly or partially as residential. 


Answer :—Barns, garages, service buildings, 
tourist cabins and various other industrial or 
commercial structures. The loan may not in- 
clude the cost of equipment used in the pro- 
ductive process of the occupant. It may include 
the expense of heating or lighting systems and 
similar items that are regarded as improvements. 


Farmers With Prior Mortgages Can Obtain 
Loans 


Question:—May a farmer whose place is 
already mortgaged secure a loan? 

Answer :—Although the regulations regard- 
ing farm loans under Title II are not yet avail- 
able, he may secure a loan up to $2,500 under 
Title I, if he is able to show his ability to 
meet his present obligation and in addition 
make payment on the new loan. In brief, if 
his credit is good, he can get a loan. 

Purchase of Land 

Question:—May land upon which the new 
building is to stand be bought with the loan? 

Answer :—No. An eligible loan may include 
the cost of architectural and engineering  serv- 
ices, but not the outlay for the property. 

Question:—Is one allowed to erect more than 
one structure on a single piece of property? 

Answer :—Yes, but the total amount expended 
may not exceed $2,500. A borrower may build 
a $1,500 barn and two separate service build- 
ings costing $500 each, and a loan for $2,500 
would be in order. 


Determining Eligibility 


Question:—How is it determined whether a- 


loan to finance the erection of a new structure 
to be used entirely or partially as a residence 
is eligible in accordance with prescribed stand- 
ards and requirements? 

Answer :—The lending institution must obtain 
from the borrower a signed Certificate of Con- 
formance, approved as to form or supplied by 
the administrator. This certificate must clearly 
state the necessary information from which the 
institution can determine whether there is con- 
formance with the required conditions. The in- 
stitution may rely upon the statements made 
in the certificate and need not make further 
investigation. 


Arranging Payment Dates 


Question:—May the date for the first install- 
ment and subsequent payments be arranged for 
the convenience of the borrower? 


Answer :—Yes. The date fixed for the start 
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of the periodic payments should be made agree- 
able to the borrower. An insured institution 
may arrange the first payment anywhere from 
six days to two calendar months from the date 
the note is made, but thereafter each payment 
should be made on a regular schedule figured 
from the date of the first payment. 


Interest Rates 


Question:—What interest 
charged? 

Answer :—In repair and improvements to ex- 
isting structures up to $10,000 may be borrowed 
under Title I. Lending institutions can not 
make a total charge in excess of $5 discount 
per $100 original face value over a one year 
note, payable in monthly installments. This is 
a true interest rate of 9.72 percent. On the 
$2,500 loans for new structures for residential 
use, lenders will not be permitted to make a 
total charge of more than $3.50 per $100 orig- 
inal face amount of one-year note, payable in 
monthly installments. This represents an in- 
terest rate of 6.69 percent. Under this provi- 
sion no down payment is necessary, but security 
in the form of mortgage or deed covering the 
property improved will be required. 


rates will be 


Loans to Farmers 


Question:—What is said in the amended 
NHA regarding the securing of loans by farm- 
ers to finance building? 


Answer :—In paragraph (d) of section 203 
of Title II, the administrator is authorized to 
insure, pursuant to the provisions of this sec- 
tion, any mortgage which covers a farm upon 
which a farm house or other farm buildings are 


Needed--Market For Title 


We were very much interested in your 
article in the Feb. 12 issue concerning 
Title I mortgage loans up to $2,500 for 
rural building of new residences. We 
agree with you that the loan is fine—has 
great potentialities for improving the sales 
of the lumber yards—but who is going 
to accept these loans? All the local loan 
corhpanies rediscount their Title II paper 
with the RFC. However, there is no 
such market for these Title I mortgages 
where the law only requires the barest 
of minimum specifications, no supervision 
and guarantees the lending agency against 
losses up to 10 percent of their gross 
loans. If you know of any agency in 
this locality or anywhere in the country, 
for that matter, that will make these loans, 
I would very much appreciate your ad- 
vising me. If you have as little success 
in your quest for such an agency as I 
have had, perhaps you can initiate a move- 
ment to have the RFC or the new Na- 
tional Mortgage Association declare this 
paper eligible for rediscount. In that 
event, you would see the loan institutions 
falling all over themselves to make these 
loans as the interest rate (figured in terms 
of simple interest) is much more attrac- 
tive than that allowed in the Title II 
loans. 

As it now stands it does not seem that 
the practical operation of Title I will be 
any different than what it was when in 
operation last year. There was only one 
of all the local banks who would handle 
these loans and then only for two years. 
The bank required two co-signers if the 
man was not absolutely gilt-edged with 


Amemcanfirmberman 


to be constructed or repaired, and otherwise 
would be eligible for insurance under the pro- 
visions of paragraph (b) of the section, pro- 
vided that the construction and repairs under- 
taken shall involve the expenditure for mate- 
rials and labor of an amount not less than 15 
percent of the total principal obligation of the 
mortgage. 


Eligibility Date of Loans 


Question:—Will a loan, credit advance, or 
purchase of an obligation representing either of 
them to use in financing the building of a new 
structure, construction of which began before 
Feb. 4, 1938, be eligible for insurance? 

Answer :—According to Article III in the 
regulations of the Federal Housing Adminis- 
trator for mutual mortgage insurance under 
section 203 of the National Housing Act, prop- 
erty will be eligible upon which there is located 
a dwelling designed principally for a single fam- 
ily residence, the construction of which is be- 
gun after Feb. 3, 1938, and which is approved 
for mortgage insurance prior to the beginning 
of construction, or the construction of which 
was begun after Jan. 1, 1937, and prior to Feb. 
3, 1938, and which at the time the mortgage 
is accepted for insurance has not been sold or 
occupied since completion. 


Title | Requirements 


Question:—What are some of the conditions 
to be complied with in securing a loan under 
Title I not exceeding $2,500 for a structure to 
be used wholly or partially as a residence? 


Answer :—(a) Minimum lot size: Area shall 
be 4,000 square feet with frontage of at least 
forty feet, where public water supply and pub- 


[This letter from a Texas dealer 
points to a possible weakness in 
Title I of the National Housing 
Act, or to lack of understanding 
on the part of the local financing 
institutions. Letters from other 
dealers giving their experience in 
enlisting interest of their banks 
and other lending institutions in 
Title I loans are solicited. Write 
to the AMERICAN LUV BERMAN, tell 
us your experience and give us 
your suggestions.—EDITOR. | 





an income altogether out of proportion 
to the loan he wanted. Our only other 
outlet was to. a bank in Memphis or to 
a credit corporation which was working 
in conjunction with some of the larger 
manufacturers, which company would 
take loans up to three years providing a 
certain percentage of the job would in- 
clude products sold by the manufacturers. 
(I am discussing local conditions— 
whether or not Title I operated differ- 
ently in other sections of the country, I 
do not know). About the maximum loan 
on an open note was $600 to $700, and 
to procure a loan even that high a man 
had to be making about $200 a month. In 
short, although the law only required an 
income of five times the amount of the 
monthly payment, the banks required an 
income of at least ten times the monthly 
payment. We had any number of loan 
applications turned down for no appar- 
ent reason where the man had a good 
credit rating and an income of at least 
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lic sewer are available; area shall be 7,500 
square feet, where public water supply is avail- 
able and private sewage disposal is used; area 
shall be 20,000 square feet where both public 
water supply and public sewage are not avail- 
able. (b) Minimum floor area of the dwelling 
shall be 360 square feet. (c) When there is no 
public water supply, a private source shall be 
on the property and may be a drilled, driven 
or dug well or a natural spring. 


Three Funds Under Title Il 
Question:—It is understood that under Title 
II there are three types of funds to cover dif- 
ferent classifications of projects. What are they? 


Answer :—The type “A” loan is designed 
principally for residential use of one-family 
homes and not over four-family structures. In- 
sured loans can be secured up to 80 percent 
of appraised value, but not in excess of $16,000, 
with interest not to exceed 5 percent on the 
outstanding balance plus % of 1 percent insured 
premium rate, and not to exceed twenty year 
maturity privilege. Type “B” loan is designed 
for the single dwelling, not to exceed $6,000 
appraised value. Insured loans can be secured 
not to exceed 90 percent of the appraised value, 
with interest of not over 5 percent on the out- 
standing sum, % of 1 percent insured premium 
rate, and not exceeding a twenty-five year ma- 
turity privilege. The third type loan is for a 
single dwelling costing between $6,000-$10,000. 
Insured loans can be secured for not over 90 
percent on the first $6,000 and 80 percent on 
all in excess, with interest of not over 5 percent 
on the outstanding principal, with ™% of 1 per- 
cent insured premium rate, and not exceeding 
a twenty year maturity privilege. 


| Mortgages 


five times the amount of the payment. 

The fact that the percentage of loss 
during the entire operation of Title I be- 
fore it expired last year was only 1.22 
percent alone proves that the banks and 
loan companies were too conservative and 
that a great many deserving loans were 
refused. Do not misunderstand me—I 
do not advocate loans to every Tom, Dick 
and Harry, but I do believe that the 
finance institutions could be a bit less con- 
servative, revise their policy, make loans 
to deserving individuals whom they 
would previously have turned down and 
still come well within the 10 percent loss 
allowed them under the law. A local de- 
partment store recently “fired” its credit 
manager because its percentage .of loss 
was about 1 percent during the course of 
a year. It maintained that statistics show 
that it should have been around 3 percent 
and that, therefore, he must have been 
turning down too many deserving custom- 
ers and thus losing business for them. 
We cannot, of course, “fire” the banks 
and loan companies, but you get the idea. 

If an outlet could be found for the Title 
I mortgage loans and the banks would be 
a little less conservative in making  re- 
modeling loans, this amendment would be 
a real boon to the lumber industry. 

I would appreciate your reaction to 
this letter and advising me the reaction 
of lumbermen in other sections of the 
country, especially where the practical op- 
eration of the law was and is any differ- 
ent from what it is locally as I have de- 
scribed it—HARrotp R. Gorpon, Gordon 
Lumber & Supply Co., San Antonio, Tex. 
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E. L. Sandusky, president of Lexington company 
which built the “demonstration” house 


LexincTon, Ky., Feb. 21.—Convincing evi- 
dence that modern, low-cost homes can be built 
within the price range estimated by the National 
Small Homes Demonstration, $1,975 to $3,750, 
has been presented by E. L. Sandusky, president 
of the Savage Lumber & Manufacturing Co. 
here, with the public showing Feb. 17 of No. 8 
of the ready-prepared, demonstration designs. 

Although a “preview” of one of eight differ- 
ent designs of low-cost homes now being built 
in a “laboratory” community near Washington, 
D. C., by the National Lumber Manufacturers 
Association and the National Retail Lumber 
Dealers Association, it illustrates, adapted to 
local conditions, construction with material of 
standard quality, with no unusual economies 
not available to any home builder. 

The showing, held in conjunction with the 
annual meeting of Kentucky dealers here Feb. 
17 and 18, is a tribute to Mr. Sandusky’s pro- 
gressiveness and the house was built as his con- 
tribution to the low-cost housing program and 
as an example of dealer-delivery of the packaged 
unit at point of sale. 


Completed in 25 Days 


An interview with Mr. Sandusky, by a mem- 
ber of the AMERICAN LUMBERMAN editorial 
staff, revealed that he had been planning the 
building of a low-cost home since November 
1937, when he was in Washington and discussed 
the preliminary plans of the National Small 
Homes Demonstration. He received the plans 
for house No. 8 Sunday, Jan. 9, purchased a 
building site the following day and started con- 
struction Jan. 11, completing the house Feb. 8, 
at a cost of $2252.85. The lot was purchased 
for $355 and $260 was allowed the company 
as a reasonable “contractor’s” profit, bringing 
the total cost to $2867.85. Based on an FHA 
single mortgage loan, the property can be pur- 
chased for a down payment of $286.85, and the 
90 percent loan can be retired in nineteen and 
one-half years at the rate of $22.50 per month, 
including interest, principal, insurance and taxes. 

A few changes were made from the original 
“laboratory” design—the location of one front 
window and the front door being built so as to 
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Builds First Unit Under 


Small Homes Program 


center the door; the siding was put on in 
weatherboard style instead of vertically; fire- 
place and chimney were added; 4-inch rock wool 
was used throughout instead of storm siding. 
Mr. Sandusky is of the opinion that these 
changes increased the cost of the house by ap- 
proximately $200. A garage is also being built 
which will cost $100. It is to be constructed of 
No. 2 common yellow pine, covered with asphalt 
roll roofing and have a macadam floor. 


Material at Full Price 


All of the material was furnished from the 
yard of the Savage Lumber & Manufacturing 
Co., and charged to the building cost at retail 
prices. The following work was done under 
contract: foundation; chimney and _ fireplace; 
plumbing and gas fittings; electric fixtures; 
painting—inside with varnish stain, exterior 
with three coats of lead and oil; plastering; 
papering; sanding floors; grading. The car- 
penter work was not sublet and was paid for at 
the rate of 60 to 80 cents per hour. 


Construction Costs 


A breakdown of the construction cost shows 
the following: 


Foundation, concrete blocks, labor 
ee IED). cnn OS Soles watt we koune $ 146.36 
Chimney, labor and materials....... 49.45 
RE EDS 4 ce a ee 27.82 
Plumbing and gas fittings........... 260.00 
Gas Service, main to building....... 24.87 
PN TS ha da wnccioks H0-d6¥ 00% 45.00 
SE oo ee bebo 6 sees beens 27.50 
Concrete footing and walks.......... 31.38 
Painting, labor and material........ 125.00 
Weatherstrip front door........../.. 6.00 
Se I a. ale ha alas ew ard eee ee 4.25 
Lumber, millwork and rock wool.... 901.49 
RN, GEE nik bcos cece cecmoncs 338.16 
DEE gvscet@ebese dcadecccee das 124.61 
SS RS Pa ee eee a 19.75 
MIPOGMEOGE POGUE DOE oon cccccensigcecs 20.00 
INE I oles Gr ako aca'e a Ws bard wae 21.21 
Grading, sodding, filling and driveway 80.00 
Total Cost of building less lot..... $2,252.85 
ee, Re ee ee ee een 355.00 
10 percent “contractor’s” profit...... 260.00 
a Pe eee res ce $2,867.85 


This English, cottage-type home contains a 
large living room, two bedrooms, bath, kitchen 
and dinette. The living room and dinette walls 





A rear view of the Lex- 
ington, Ky., low-cost 
home, showing the en- 
trance to the kitchen and 
the placement of the 
chimney and fireplace 





are knotty pine and the breakfast room set is 
made of No. 3 knotty ponderosa pine. Hard- 
wood floors are furnished throughout. The 
foundation size is 22 ft. 6 inches by 36 ft. 8 
inches. The living room measures 12 ft. by 21 
ft. 3 inches; one bedroom is 9 ft. 2 inches by 
15 ft. 2 inches; the other bedroom measures 9 
ft. 8 inches by 10 ft. 

The subdivision where the house is located 
was opened in 1929. Mr. Sandusky stated that 
he had acquired ten other lots and by early 
summer plans to complete houses 1 to 4 in- 
clusive of the demonstration group. Prior to 
this time the company had built two other 
houses nearby for customers whose selection 
was in the price range of $2,800 to $3,500. 

Building of the low cost homes continues to 
be good advertising for this Kentucky dealer. 
The demonstration home was widely publicized 
in daily newspapers and the company has sev- 
eral prospects for new homes of price ranges 
up to $4,500. 


Aggressive Unit Selling 


A strong advocate of unit selling, Mr. San- 
dusky employs an estimator as well as a de- 
signer in his office and intends to push building 
especially catering to the low income groups. 
He has signed a contract to sponsor a news 
program on the radio four days each week and 
is a believer in constant newspaper advertising. 
As far back as 1931, four years after he en- 
tered the lumber business and two years after 
he bought the company of which he is now 
president, Mr. Sandusky ran one $80 newspaper 
advertisement which resulted in the sale of six 
houses at $4,300 each. The advertisement fea- 
tured brief specifications, floor plan and the 
front elevation of a house already built at the 
cost mentioned. 

The Savage Lumber & Manufacturing Co., 
entered the building field extensively under the 
old housing Act and found local financial agents 
offering full co-operation. Mr. Sandusky was 
one of the organizers of the first Federal loan 
association in Lexington; 1937 was the most 
successful year in the company’s history and 
the volume of business taxed the facilities of 
every department. As the first builder of a 
model low-cost home in 1938, plans are appar- 
ently underway to set the company ahead of its 
last year’s record. 
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House, Lot and “Contractor's” 
Profit Total $2867; Can Be 
Purchased With Complete Cov- 
erage For $22.50 per Month 
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Small Homes Demonstration House No. 8, as built by the 
Savage Lumber & Mfg. Co., Lexington, Ky. 
time for inspection during the recent annual meeting of 
laboratory" 


Kentucky dealers, it is the first " 
to be constructed in 1938 


low-cost house 


Completed in 
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Bill of Materials — Lumber, Millwork, Rock Wool, Builder’s Hardware, etc. 





r Total Unit 
Quantity Description FTG Price Total 
31 pes. 2x8—10 No. 2......... 413 $3.50 $14.46 
31 pes. 2x8—12 No. 96 3.50 17.36 
9 pes. 2x8—14 No. 3.50 5.88 
5 pes. 2x8—16 No. 3.50 3.74 
7 pes. 2x8—20 No. 3.75 7.01 
8 pes. 2x6— 8 No. 3.25 2.08 
1 pes. 2x6—10 No. 2 3.25 .33 
51 pes. 2x6—12 No. 3.25 19.89 
54 pes, 2x6—14 No. 3.25 24.57 
236 pes. 2x4— 8 No. 3.25 40.91 
28 pes. 2x4— 9 No. 2.. . 3.25 5.46 
900 lin. ft. 2x4 No. 2 3 3.25 19.50 
890 ft. 1x4 No. 2 pies. . 890 3.25 28.93 
1240 BG, See We BB ve oc eee ex 11140 3.25 37.05 
3 window frames 8x12, 12 Its. 

Tee ee et eee 5.55 16.65 

6 window frames 10x12, 12 Its. 
Se toaard wk betel wines ake wae 6 5.76 34.56 

1 window frame 26x14, 2 Its 
Ra Ret ee SS ee en 1 4.85 4.85 

1 gaged frame 8x8, 12 Its. 
tigdech/y SERIE aw hl nrectoe it ae 1 4.95 4.95 
1 OB. door frame 3/0x7/0, 1% 1 7.00 7.00 
1 O.S. door frame 2/6x6/8, 1% 1 7.00 7.00 
13 sq. No. 1 Red cedarshingles 13 6.50 84.50 
56 lin. ft. 1x6 No. 1 com. Y.P. 28 7.50 2.10 
50 cypress laths ‘for furring.. 50 6.50 .33 
66 Hin... tt. Blind stop. .... cree 66 2.50 1.65 
2 Balls carpenter chalk .... 2 07% 15 

2 Locust porch 6”x7’ 6” rear 
PE 6 teveecuycareswses ve 2 .65 1.30 
560 sq. ft 4” J-M rock wool... 560 177.00 43.12 
2% lin. ft. 20 Valley tin..... 2% «.15 .38 
ss: SS eae 12 -03 36 
% Roll 56 ft. smooth roofing. % 2.30 1.15 

210 lin. ft. 1x2 No. 2 Y.P. 
WEE ice wsthet sacaneue 210 1.00 2.10 


ee, a eee ee 600 -01 6.00 


4 pes. ridge roll 10’ ........ 40 05 2.00 
6 windows 10x12, 12 Its. 1%. 6 3.39 20.34 
3 windows 8x12, 12 Its. 1%.. 3 3.05 9.15 
1 window 26x14, 2 lt. 1% & 

ye SR eee ae 3.03 3.03 


Total Unit 
Quantity Description FTG Price Total 
1 window 8x8, 12 lts. 1%... 1 2.50 2.50 
11 sets weights & cord....... 11 1.00 11.00 
1 six panel Colonial door 
SFORIIG. FE. oceveevsteecce 10.09 10.09 
1 Lincoln door 2/6x7/0, 1%.. 1 8.58 8.58 


27 ft. ix4—12 B&Btr flooring. 27 7.10 1.92 


31 ft. 5%x4—12 No. 2 ceiling.. 31 3.85 1.19 
55 ft. 1x4—12 No. 2 flooring... 55 4.60 2.53 
12 pes. 14%x3—3’6” outside step 

CGD) nse anwces een enbek en 42 6.00 2.52 

2 pes. 4x4—8 No. 1 Y.P.. 21 4.50 95 
3 carriage 4 risers cut 7 3/5, 

6 COOGEE Ee. ci cn<eyeessss. 10.00 3.00 
1020 ft. 1x3 short oak flooring. “1020 60.00 61.20 
662 ft. %xR.W.x8’ knotty white 

pine TRB TAR. .o.0.0:0.0's: 662 8.00 52.96 
6 I.S. door frames 2/6x6/8, 1% 6 2.42 14.52 
1 I.S. door frames 1/0x6/8, 1% 1 2.15 2.15 
9 sets Band mould casing 

ey ie ee ear 9 1.30 11.70 
2 sets Band mould casing 10x12, 

BE 2 hoes chi al een eae. 2 1.30 2.60 
1 set Band mould casing 8x12, 

> ee ee 1 1.75 1.75 
1 set Band mould casing 26x14 

PONS eb aan s ache ered sas eidte 1 1.75 1.75 
1 set Band mould casing 8x8, 

BG Ate. ox eesneesmenss she 1 1.75 1.75 
4 sets Band knotty W.P. 

Pe 25 Sir o'rp, i a IA As ao, 6: 0% 4 1.00 4.00 
1 set Band knotty W.P. 

RRO rrr rr 1 1.00 1.00 
4 sets Band knotty W.P. 10x12, 

8 ae rere y 4 1.75 7.00 
2 sets Band knotty W.P. 8x12, 

2 =a ase ee 2 1.75 2.50 
1 kitchen cabinet base & top 

SERS Meer Se SROs ae 1 50.00 50.00 
2 pes. at ahead F.A.S. 

RN Or Ws baie 6 0.4:06'%.0.4:000 0 3 15.00 -45 
6 sheets fe EEE etn ay athens 6 -02 12 
3 pes. 2” crown mould 12’... 36 3.00 1.08 
4 pee. Sab%Bie Ne. 3...00% 48 3.25 1.56 








Total Unit 
Quantity Description FTG Price Total 
8 pes. 1x3%x12 knotty W.P.. 32 10.00 3.20 
4 pes. 1x5%x12 knotty W.P... 24 10.00 2.40 
45 ft. lin. knotty W.P. chair 
EE. er ra eae 45 .03 1.35 
116 lin. ft. 6” O.G. knotty W.P. 
i ES GS CFO EAS 116 6.00 6.96 
118 lin. ft. 6” O.G. Y.P. base.. 118 5.00 5.90 
2 oak carpet sills 3’........ 2 -25 -50 
24 lin. ft. 3” Y.P. chair rail.. 24 .03 72 
72 lin. ft. picture mould...... 72 .02 1.44 
6 six pan. W.P.P. col. doors, 
vs 7 ie, Pepe aR eS eee 6 5.78 34.68 
16 lin. ft. 1x12 No. 1 shelving. 16 9.60 1.55 
6 lin. ft. 1x8 No, 1 shelving.. 4 7.50 .30 
10 lin. ft. closet rod ........ 10 -05 -50 
36 lin. ft. 1x3 shelf cleat..... 36 .03 1.08 
8 pes. Band mould 10’ ...... 80 1.50 1.20 
1 knotty W.P.P. mantel .... 1 20.00 20.00 
1 pe. 4x8 Flexboard ........ 32 .25 8.00 
1 Hess metal medicine cabn’t 1 8.50 8.50 
234 lin. ft. oak base shoe..... 234 -02 4.88 
16 lin. ft. 1x3% shelf cleat... 16 -80 
368 lbs. nails assorted sizes... 368 5% 20.24 
1% pele 656 TRUCE 6 nce ccces 1% .40 .60 
TH Pair STI. cccccsesiese 7% .25 1.88 
1 pair 4” strap hinges ..... 1 -15 -15 
ee OS eee eee 1 15 -15 
1 mortise lock dull brass. 1 1.00 1.00 
1 cylinder front door lock. 1 9.00 9.00 
11 glass knobs small for cabn’ t 11 -05 -55 
14 pair 1%”x1%” hinges .... 14 -15 2.10 
7 friction catches .......... 7 -15 1.05 
sw US. ae 6 1.50 9.00 
11 sets locks & lifts......... 11 -20 2.20 
S Goer DUMPOTS oo. cccscccce 8 5.00 40 
Se ees NE Chico Aie's 6 Sed ce aloes 1500 6.00 4.50 
SON We OOD 22660505 eeewe'sase 500 -50 2.50 
$901.29 
we te. Ce. We Re esc aeesscas 20 1.00 -20 
$901.49 





Will Ship on Density 


Specifications 


An important development of the FHA plan 
of insuring mortgages on homes has been the 
more careful observance of the principles of 
good construction and the tightening of specifi- 
cations so as to assure the use of good mate- 
rials. This is particularly true of lumber, and 
the home owner who builds now under FHA 
specifications, and the financial institution that 
makes the loan, can feel pretty well assured 
that the house will stand up in good shape 
over a long period of years. 

Recognizing this trend toward the more gen- 
eral use of good lumber, and alert always to 
supply its trade with a quality product, Dierks 
Lumber & Coal Co., of Kansas City, Mo., has 
announced that hereafter all No. 1 and No. 2 
dimension shipped from its plants will be 
shipped on Density Specifications, unless the 
buyer specifically orders non-dense lumber. 
Density not only adds to the strength of lum- 
ber, but gives it increased bending strength, a 
greater degree of hardness and longer life 
under service. The test for density is the 
amount of summerwood in a tree as evidenced 
by the annual growth rings. To meet the 
density requirement under standard specifica- 
tions, a log must show six or more annual 
rings to the inch, and one-third of a cross 


section must be summerwood. If there are 
less than six rings to the inch, one-half of the 
cross section shall be summerwood. 


Another important requirement of good con- 
struction is that the lumber must be properly 
seasoned—this to avoid shrinkage that follows 
the use of green or improperly seasoned lumber 
in a building. There has been a rapid develop- 
ment in the technique of kiln drying within 
recent years, and supplying lumber dried to a 
specific moisture content is no longer a matter 
of guesswork. In its determination to provide 
its dealers with lumber properly conditioned, 
Dierks company—as also have many other pro- 
ducers—has equipped its mills with the latest 
and best of kiln drying facilities and can as- 
sure buyers of lumber dried to any moisture 
content desired. 

Lumber shipped on Density Specifications 
and properly seasoned is the best protection 
against “jerry building,” and in adopting the 
policy of shipping its No. 1 and No. 2 dimen- 
sion on these specifications—unless otherwise 
ordered—this company is making available to 
its dealers a potent weapon with which to com- 
bat “cheap” construction and assure satisfac- 
tion to their home building customers. 

Encouraging the sale and use of good lum- 
ber will do more than any other one thing 


to maintain present markets and develop new 
ones for w 


Must Renew Trade-Mark 
Registrations 


Lumber concerns who have previously regis- 
tered trade marks in the Patent Office at Wash- 
ington should not overlook the fact that all 
United States patent office registrations of 
trade-marks secured in 1918 must be renewed 
this year. This is necessary because applica- 
tions for renewals are allowed as of course, 
while re-registration (after expiration) appli- 
cations are subject to all the objections that 
may be made to an original application. Re- 
cently the patent office has tightened up on 

‘geographical” trade-marks and is refusing 
them whether they have any other significance 
or not, and as nearly every name is the name 
of a postoffice somewhere in this country or 
abroad, one may readily realize how the field 
for registration is being narrowed down. The 
final reason for renewal is that the Patent Of- 
fice does not cite expired registrations against 
new applicants, even if both goods and marks 
are identical. 

Further information may be secured through 
the AMERICAN LUMBERMAN or from the Na- 
tional Trade Mark Co., Munsey Building, 
Washington, D. C., if mention is made of this 
journal. 
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Every Family Is Prospect For a Better Home 


Explaining how he makes effective 
use of the merchandising knowledge 
gained through attending the National 
Housing Guild school sponsored by the 
Johns-Manville Corporation, Edward J. 
Clifford, of the Consumers Lumber & 
Supply Co., 627 Main Street, Peoria, 
Ill., tells the AMERICAN LUMBERMAN 
about his selling technique, as follows: 


Working under the Guild Plan in 
Peoria, my driving thoughts are, “Every 
family is a prospect for a better home,” 
and “It is up to me to sell myself, my 
company and the Peoria Housing Guild 
so well that each prospect whom I con- 
tact will automatically think of me when 
he thinks of buying anything from the 
building industry.” 

On a typical sale, I secure every bit 
of preliminary information before I ring 
the doorbell for the first time. I try to 
uncover bits of information that will make 
my selling job easier. How many are 
there in the family? How many children, 
and how old are they? Where does the 
head of the family work, and about how 
much does he earn? With what organi- 
zations are they affiliated? What is the 
credit rating etc. ? 

Of course, I am not able to secure all 


this data about each prospect, but what- 
ever I gather gives me information to 
better tell my story from the prospect’s 
point of view, and also allows for points 
of common interest. 


When I ring the bell I do so confi- 
dently, and arouse immediate interest by 
showing the prospect the Johns-Manville 
colorful “101 Book.” After introducing 
myself and explaining my errand in low- 
pressure fashion, my request to come in 
is granted unless there is a real reason 
why the prospect can not see me at the 
particular time. If this is the case, I 
make an appointment for a definite call 
later. 

A service attitude is my unfailing rule 
in the home. After comfortably seating 
the prospect, I tell the complete story of 
the Housing Guild, and attempt in every 
way to adapt the story to the type and 
needs of the family. Then I secure agree- 
ment that the Peoria Housing Guild is a 
splendid organization, and that we can 
render a worthwhile service to the pros- 
pect and his family. 

My next step is to tie-in the needs and 
desires of the prospect with colorful illus- 
trations in the “101 Book,” and I have 
found dramatic “before and after” pic- 
tures valuable in visualizing to the pros- 








Timely Tia for Dealers 





This attractive sign, ten feet 
wide and fifteen feet high, is 
one of four erected by the Wil- 
bur Lumber Co. at the side of 
each of four main highways 
leading to Waukesha, Wis. The 
signs are supported on sturdy 
wood posts, and, as can be seen 
from the photograph, are some- 
what modernistic in design. 
They are kept freshly painted 
with bright colors to make 
them plainly visible by motor- 
ists approaching the city. Tacks 
with phosphorescent heads 
illuminate the name of the 
company when motor car head- 
lights shine on them at night, 
and paint on the sign is so 
shaded as to give the illusion of 
three dimensions. 








pect what he can do to improve and 
modernize his home. Wherever possible, 
I ask the prospects to jump in my car and 
see a completed job similar to the one 
they are contemplating. 

And getting the 
signed order: I em- 
ploy the methods so 
completely detailed 
in the Guild Con- 
sumer Selling Man- 
ual, adapting them 





E. J. CLIFFORD, 
Peoria, Ill.; 


Believes Friendliness Is 
Salesman's Best Asset 





to the particular 
prospect and to the 
technique I have de- 
veloped. My guide is, 
“T’'ll let the prospect 
buy, I won't try to 
sell him anything!” 

I point out what I will deliver, stressing 
quality, permanence, beauty, saving, etc., 
but I try to emphasize what these things 
will mean to the consumer. Each clos- 
ing presentation is individually built 
about a series of consumer benefits, 
logically stated and explained. For I 
have learned that before I can get people 
to part with their hard-earned dollars I 
must prove to them that the product the 
Guild will deliver will mean more to them 
than the dollars it will cost. When I 
prove this, getting the order is relatively 
easy. 

But I do not stop there. I consider 
each customer and prospect as a friend, 
and I offer my services in his problems 
of housing. By building a group of 
boosters and friends, I am gradually or- 
ganizing a small sales territory and Guild 
of my own. It has been hard work, but 
I have gained much in making my busi- 
ness more enjoyable and complete. 





Efficient Wall Screen Rack 


Notebook jottings on a screen rack 
observed: Screen stays put; the fixture 
harmonizes well with a neat, trim office 
and sales room. The rack is a wall fix- 
ture 4 feet wide, 8 feet high, and 7% 
inches deep. Distinctive feature is the 
45-degree angle, sloping inward, at which 
the shelves, 734 inches apart, are in- 
stalled. Shelves are of 34-inch stock. 
Out of this rack, which is painted white, 
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rolls of screen don’t travel except with 
manual assistance. The yard is that of 
the Longmont (Colo.) Lumber Co. 





Continuous Advertising Brings 
Results for Dealer 


“We have had so much trouble get- 
ting people to correctly pronounce our 
name, which is of French origin,” said 
Kk. M. Gaiennie, one of the two proprie- 
tors of the Gain-Yay Lumber Co., 
Shreveport, La., “that when we opened 
up our yard in Shreveport we decided to 
call ourselves the Gain-Yay lumber Co., 
that being the way in which our name is 
pronounced. 

“What is the best method of increasing 
lumber sales? We have found that direct 
mail achieves the best results. Each 
month we send to all our customers— 
and especially to those people (be they 
customers or not) who we learn are 
contemplating building or remodeling, a 
folder which contains the calendar of the 
coming month, and on the other side the 
plan and photo of a house that is up to 
date, yet moderate in price. Each month 
the entire list gets a calendar for the com- 
ing month, and the plan of a house of dif- 
ferent design. By the time they have 
received three or four of these, they be- 
gin to get interested, and frequently call 
upon us, asking our help in evolving a 
plan that will suit their special require- 
ments. This help we are able to give. 
Having received so much assistance from 
us, they naturally purchase their building 
supplies from us when they are ready to 
build. We do not handle hard materials, 
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Probably as you have read the 
“Timely Tip for Dealers” in each. 
issue you have thought that some 
of your own methods and ideas are 
as good as those printed. Why not 
send them in? A prize of $2 will 
be given for the best Tip received 
during March. Photograph or 
sketch illustrating the idea is de- 
sirable, but not a requirement. If 
you can’t send a picture, just de- 
scribe the method or device as 
clearly as possible. Address Timely 
Tip Editor, AMERICAN LUMBERMAN, 
431 S. Dearborn Street, Chicago. 




















such as brick and cement, but stock all 
finishing materials, such as_ builder’s 
hardware, millwork, sash, doors, pan- 
eling and many varieties of built-in cabi- 
nets. 

“In addition to this monthly calendar 
and house plan folder, we send out at 
intervals special letters, either calling at- 
tention to some line we are pushing 
(paints, in particular), or suggesting 
some improvement about the home, such 
as a sun porch or sun room for the 
summer, and built-in fixtures for the win- 
ter. With this letter is enclosed a blotter 
bearing our name, address and telephone 
number. The ’phone number is made es- 
pecially prominent. There is method in 
this. Our firm is situated on the outer 
edge of the business district and it is not 
as convenient to drop in on us as it is 
to go to the drug store or grocery. But 
we figure that a prospect is as near to 
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us as his telephone, so we urge all parties 
to. ‘give us a ring’ when they want any 
information regarding building materials. 

‘Another form of advertising that pays 
good dividends is the insertion of our 
name in bold black letters in the classified 
list of the telephone directory. Any per- 
son unfamiliar with local lumber firms 
when he wants some materials naturally 
goes first to the telephone book, and ten 
to one he will pick a name that is listed 
in bold type. It looks more important, 
and generally is one of the leading firms. 
It pays many times over the slight extra 
price charged for this black insertion.” 





Eastern Dealer, Visiting West 
Coast, Sees Lumber in Strong 
Position 


ABERDEEN, WasuH., Feb. 19.—Smiles 
of lumber dealers all over the country, 
including Thomas L. Haines, who oper- 
ates a string of small retail yards out of 
Elwood City, Pa., are broadening be- 
cause the new National Housing Act has 
become law. 

Mr. Haines, who was here scouting 
for lumber and studying lumber prices, 
boosted his optimism three or four 
notches when he heard that the bill had 
been signed, because even prior to that 
time, he felt that lumber was in for a 
good, if not an excellent, year. 

In and around Elwood City alone, he 
said, (and that is just a small community 
about 40 miles from Pittsburgh), 175 to 
200 new dwellings are needed. Pitts- 
burgh, he continued, will need a great 








Examples of outstanding signs are of interest to most lumber dealers, espe- 
cially those who are planning building new sheds, or modernizing their old 
Therefore when we run across a particularly striking sign, we like to 
So here is seen the brand-new and thoroughly uptodate lumber 
yard of a Fort Worth (Tex.) retail concern which recently tore down all of 
its old buildings and erected new ones throughout. 
escapable is the huge sign extending across the top. It seems to say, "What's 


ones. 
show it. 


the use of being in business if you don't let people know about it?" This 
company believes in getting the cash for its goods, as evidenced by the 
slogan, "Pay Cash—Pay Less—Why Pay More?" The style of lettering of 
this sign, no less than its size, is unusual, and well designed to get attention 
of passers-by. The sign can be read at a great distance, and no stranger 
coming anywhere into the range of vision needs to inquire as to location of 
the Arlington Heights Paint & Lumber Co. 


Conspicuous, and in- 
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many more and he believes that with the 
armament program almost a certainty, 
steel will be given a good boost, which 
will result in even more building. He 
predicts that the lumber business will 
show a strong upturn within 60 days, and 
that lumber will sell in big volume for the 
remainder of the year. 

He believes other yard owners feel the 
same way about lumber. All stocks are 
below normal, he said, adding he was out 
here scouting for lumber. He said he 
believed West coast lumber would go 
strong on the East coast market. 





Her Knowledge of Home Build- 


ing Is Big Asset to Yard 


MARTIN, TENN., Feb. 21.—The Vo- 
well Lumber Co. of this place will soon 
complete the remodeling of its yard and 
plant. This may not in itself qualify the 
company for a niche in the hall of mer- 
chandising fame; but the operation of the 
yard is unique, at least in Tennessee, for 
its manager is Mrs. C. P. Miller, the only 
member of the fair sex actively in charge 
of a retail lumber business in the State. 

The accompanying “sidewalk snap- 
shot” of Mrs. Miller, taken between ses- 
sions of the annual meeting of the Ten- 
nessee Lumber, Millwork & Supply 
Dealers’ Association at Nashville, Feb. 
11, by a member of the AMERICAN LuUM- 
BERMAN staff, dates her first retail lumber 
convention. She took an active part in 
the open forum discussions of the meet- 
ing and an interview disclosed ample evi- 
dence that she is a “sure enough” busi- 
ness woman. 

After five years as bookkeeper for the 





Mrs. C. P. Miller is actively engaged in 
the retail lumber business at Martin, Tenn. 


American fiumherman 
Vowell Lumber Co., Mrs. Miller was 
forced, because of her husband’s ill health, 
to take over the active management of 
the company. The present remodeling of 
the yard is but one of her many practical 
ideas which have been put to use to 
secure new customers and create profit- 
able business. 

Last year the company furnished the 
material for 20 houses, ranging in cost 
from $1,500 to $9,975. A draftsman is 
employed to draw up plans, and Mrs. 
Miller writes the specifications herself. 
The yard is recognized, in this town of 
4,200 population, as a “one-stop” head- 
quarters for complete home building 








HERE'S CASH 
FOR YOU! 


A Prize Contest Open to Every Lumber 
and Building Material Retailer—Fifteen 
Cash Prizes Are Offered 


For best letters, from retail lumber and 
building material dealers, telling of suc- 
cessful experience in extending credit to 
customers, avoiding bad risks, collecting 
overdue accounts, or any kindred topic, 
the AmericAN LUMBERMAN will award 
fifteen cash prizes, as listed below: 


I I i cies ine elacdinceaceietes $25.00 
Soest Frias... ...cccccsccvcs 15.00 
Pe ere 10.00 
a ee 7.50 
Ue UU so vinde cess cessed enn 5.00 


And ten additional prizes of $2.00 
each for the ten next best letters. 


Contest is open to principals and em- 
ployees (such as credit managers, book- 
keepers, collectors) of retail lumber 
firms—provided the employee was solely 
or chiefly responsible for the origin, 
adoption or operation of the credit or 
collection plan which his letter describes. 


We want facts as to plans and methods 
that have brought you good results in 
handling your credits and collections. 


While letters should not run less than 
300 or more than 1,500 words (approxi- 
mately), merit alone (not brevity nor 
length) will decide. 


The editors of the American LUMBER- 
MAN shall be the sole judges. Contest 
closes April 1, 1938. 


Address all letters to: Contest Editor, 
AMERICAN LUMBERMAN, 431 South Dear- 
born Street, Chicago. 




















service and arrangement of financial de- 
tails. The office, paint and paper and 
hardware store of the company is on a 
main street location and the yard is but 
a block away. Displays at the downtown 
location are changed at least once each 
week. They feature timely and seasonal 
building and repair suggestions. 
According to Mrs. Miller, 1938 is 
rapidly becoming a “top” year for her 
yard, and she said: “I’m not missing an 
opportunity to get all the merchandising 
information I can, particularly through 
lumber trade journals, in order to capi- 
talize fully on each prospective sale.” 
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Interested Townsfolk Besiege 


Builder to See New Home 


Park Ruince, Iti., Feb. 21.—Regarded as one 
of the most attractive homes in this high qual- 
ity residential suburb of Chicago is the home of 
Robert W. Mohring, manager of the local unit 
of the Edward Hines Lumber Co. The owner 





A view of the well built and attractive 
home built for his family by the manager 
of a lumber yard in Park Ridge, Ill. 


designed the residence and supervised its con- 
struction. He says that the biggest job in the 
building project was to keep persons interested 
in inspecting the structure out of it until it was 
finished. As may be seen in the accompanying 
picture, the house is full two stories, has a 
light exterior of wide siding, and shuttered 
windows. 


Revised Illinois Rule Shifts 
Tax on Materials from 
Contractor to Dealer 


SPRINGFIELD, ILL., Feb. 21.—The following 
bulletin addressed to “All Contractors and Sup- 
ply Dealers” was issued Feb. 17 by the Depart- 
ment of Finance of the State of Illinois; J. W. 
Huston, supervisor legal division: 


TO ALL CONTRACTORS AND SUPPLY 
DEALERS: 


Pursuant to the decision of the Illinois Su- 
preme Court in Herlihy Mid-Continent Co. v. 
Nudelman, 367 Ill. 600, Rule 6 of the “Rules 
and Regulations Relating to the Retailers’ Oc- 
cupation Tax Act” has been revised. This rule 
supersedes all previous rules, bulletins, or opin- 
ions rendered heretofore by the Department of 
Finance relating to contractors or supply dealers. 

Supply dealers selling materials to contrac- 
tors are liable for Retailers’ Occupation Tax 
with respect to their receipts from sales of 
such materials made on and after Feb. 2, 
1938, on which date the Supreme Court made 
its decision final. Contractors will continue 
to incur tax liability with respect to receipts 
from fixtures furnished and installed by 
them. 

The Department of Finance will presume 
that contractors have paid the tax on behalf 
of their supply dealers with respect to sales 
of materials made by such supply dealers 
to contractors prior to Feb. 2, 1938. Supply 
dealers will not be required to make returns 
and pay tax with respect to sales of ma- 
terials made by them to contractors prior to 
Feb. 2, 1938, provided that such contractors 
have paid tax to the Department, and pro- 
vided that no refunds or credits are required 
to be made to such contractors by the De- 
partment on account of tax paid with respect 
to such materials. 

DEPARTMENT OF FINANCE. 


Accompanying the bulletin were copies of the 
revised rule, and definitions and examples of 
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the terms “materials” and “fixtures” as used 
therein. 

“Materials” are defined as tangible personal 
property which, when combined with other 
tangible personal property, losses its identity to 
become an integral and inseparable part of a 
completed structure. 


Amemecanfiumbherman 


“Fixtures” are defined as things which are 
accessory to a building or other real estate and 
which do not lose their identity as accessories 
when placed or installed. 


Commenting upon the revision and its effect 


upon the dealers of the State, Secretary J. D. 
McCarthy, of the Illinois Lumber and Material 


Between Meetings, A. L. Staff Man Visits 


NASHVILLE, TENN., Feb. 21.—A de- 
cided increase in business during the past 
month by the Old Hickory Lumber Co., 
515 Eighth Ave., South, was the report 
given to a member of the AMERICAN 
LUMBERMAN staff who visited at the 
company’s offices and headquarters for 
both its Nashville and Old Hickory 
(Tenn.) yards. The latter is located at 
the town well known as the home of the 
du Pont cellophane plant. 


The first yard, established at Old 
Hickory in 1922 by the late Charles M. 
Hovey, was augmented nine years ago 
with the establishment of the Nashville 
yard. Mrs. Hovey succeeded her hus- 
band as president of the company and has 
placed the managership under the direc- 
tion of H. L. Chaffin. A son, M. K. 
Hovey, is vice president and also man- 
ager of the yard at Old Hickory; Her- 
man Myatt is sales manager of the Nash- 
ville yard and Charles E. Miller is office 
manager. 


The company is successfully employing 
local newspaper advertising to further its 
sales, and has found that well placed 
billboard advertising is also -highly satis- 
factory for helping to move lumber, mill- 
work, sash, doors etc. All of the com- 
pany’s employees have been connected 
with the yard for at least eight years, and 
Mr. Myatt stated that this continuous 
service and co-ordination of personnel is 
undoubtedly responsible for a_ steady 
growth of profitable business. 


Mr. Miller expressed particular inter- 
est in the unusually small credit losses 
experienced by an Ohio retail yard, as 
related in an article appearing on the 


cover page of the Jan. 29 issue of the 
AMERICAN LUMBERMAN. Mr. Miller 
isn’t the publication’s only reader around 
the Old Hickory office, as Mr. Myatt has 
been a constant subscriber since 1921, 
when he was with the R. E. Mann Lum- 
ber Co., Hickman, Tenn. 

A hurried check of the company’s 





Office of J. O. Kirk- 
patrick & Sons, Nash- 
ville, Tenn., whose 
business was founded 


fifty years ago 





books for 1936 and 1937 by Mr. Miller 
revealed that the Ohio firm isn’t the only 
yard with a good record for bad credit— 
for the survey showed: 

1936—Collections during that year on charged- 
off accounts of 1935 amounted to more than 
twice as much as the total charged off for bad 
accounts in 1936. 

1937—Collections during the year on charged- 
off accounts of 1936 amounted to one-third of 
the total charged off for bad debts in 1937 and 
credit losses for 1937 totaled .00018 percent of 
the gross business. 





Front of headquarters office and plant of Old Hickory Lumber Co., Nashville, Tenn. 
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Dealers Association, said: 

-Almost every item carried by members of 
this Association will come under the head of 
materials and the dealer will become liable 
for the tax, so for all practical purposes we 
would advise our members to include Occupa- 
tional Expense in all of their sales, unless it 
is clearly some item defined as fixtures. 


Six Nashville Yards 


NASHVILLE, TENN., Feb. 21.—The 


rush of the convention season leaves 
little time after State meetings are over 
for an editorial representative of a lum- 
ber trade journal to visit with retailers 
in the cities where the sessions are held. 
Saturday morning, Feb. 12, following the 
annual meeting of the Tennessee dealers 





here was no exception for the AMERICAN 
LUMBERMAN staff man. Time permitted 
but six calls, at yards named below; 
also the Old Hickory Lumber Co., 
mentioned in a separate story. 


B. L. Peebles, of the “across the river” yard 
of J. O. Kirkpatrick & Sons, took time out to 
discuss the problem of competing against small- 
mill lumber hauled into the Nashville market, 
and also showed us the company’s modern mill- 
work plant, which was planned and erected un- 
der his direction. Mr. Peebles, who has been 
associated with the company for 45 years, al- 
most started from scratch, since the company 
has been operating but five years longer than his 
connection with it. 

The J. E. Chilton Millwork & Lumber Co. 
was started seven years ago by J. E. Chilton, 
who prior to that time was engaged in the con- 
tracting business. The company does most of 
its business in the Nashville trade area. 

The Crow Lumber Co., which does a whole- 
sale and retail lumber business, specializing in 
ash, poplar and chestnut, came into the Nash- 
ville trade area in 1922 with establishment of a 
yard by three brothers: C. M., A. B., and F. 
H. Crow, who operate sawmills near Dixon, 
Tenn. C. M. Crow is the manager. 

Norvell & Wallace, one of Nashville’s long- 
‘time lumber and building material yards, is 
ably managed by the father-and-son combina- 
tion of W. J. Wallace, Sr., and W. J. Wallace, 
Jr. The latter expressed the opinion that the 
amended Housing Act would prove to be a sub- 
stantial “lift” to retailers. 

Beasley & Sons Co., which has been at its 
present downtown location since 1902, was 
founded 60 years ago. It wholesales and retails 
sash, doors, paint and glass. W. A. Beasley, 
Sr., is president; G. H. Beasley, vice president ; 
J. L. Dillard, secretary; W. A. Beasley, Jr., 
treasurer, 
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Minneapolis, MINN., Feb. 21.—Elaborating 
on the keynote sounded by_its vice president 
and general manager, S. H. Little, the Central 
Lumber Co., of Minneapolis, celebrated its 
fortieth anniversary here Feb. 16 and 17 with 
a convention replete with merchandising ideas. 
The two-day sessions, attended by some 70 
representatives of sixty yards, was climaxed by 
a memorable banquet. ; 

The Central Lumber Co. operates eighty 
yards in Minnesota and the Dakotas, more than 
fifty in Minnesota alone. 


A New Service for a New Day 


“Since this company was organized 40 years 
ago, great changes have taken place; the lum- 
ber yard of the old days is gone, and in its 
stead is a business institution handling many 
and varied lines of building supplies,” Mr. 
Little pointed out, opening the first day’s meet- 
ing. He and C. O. Bystrom, general super- 
intendent, presided at all the sessions. Con- 
tinuing Mr. Little said: 

Improvements in building methods, greater 
interest in architectural merit, development 
of new materials, changes in habit—all these 
have tended to complicate the operation of a 
building supply business. 

For instance, the necessity for carrying the 
many varied lines of material has created a 
tendency toward undue increases in inven- 
tories. The increase in the number of lines 
handled stresses the necessity that each man- 
ager know each line thoroughly—the neces- 
sity of our educating ourselves to a degree 
that we can help the consumer realize the 
benefit of the improved financing plans avail- 
able today. 


Annual Re-education Necessary to 
Managership 


Therefore it is necessary for us to meet 
annually, at least, to readjust ourselves, learn 
what is new and how we can make use of it. 
We must review the old as well as contem- 
plate the new, in order that each one of you 
may go back to his home carrying with him 
the information necessary to be what he 
should be—the building covnselor of his 
community; so that our establishment may be 
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in fact, as well as in theory, the building 
headquarters of the community. 


Mr. Little reviewed the business history of 
the past year, as related to the company, and 
outlined some plans for 1938. Then he intro- 
duced Mr. Bystrom, who said: 


Must Keep Welcome for Fresh Ideas 

The chief danger facing the building in- 
dustry today is complacency. Competing in- 
dustries are not complacently accepting the 
status quo, but are actively soliciting the 
consumer’s business. The building industry 
has been disposed patiently to accept what- 
ever came in the way of business. But, in 
order to obtain its share of the consumer’s 
dollar, it has become necessary for the build- 
ing industry to pay more attention to the 
consumer and his problems than ever before. 

Youth doesn’t placidly accept things as 
they are, but youth is a figurative term. 
There are old men of thirty, and young men 
of eighty. When one loses his capacity for 
enthusiasm, his interest in new ideas, that’s 
the time to “stop, look, listen,” for the signs 
of old age are becoming discernible. 

Remarking that “Some of the youngest men 
in this organization are old in years,” he cited 
J. H. Virgin, of Elk River, who has seen sixty 
years in the lumber business, many of them as 
Central Lumber Co. yard manager; P. J. 
Tronrud, manager of the Crookston yard, who 
has been forty years in the service of the com- 
pany, and Charles Swanstrom, manager of the 
Greenbush, Minn., yard, whose attendance at 
the convention brought him to Minneapolis 
for the first time in thirty-eight years of serv- 
ice. 
Mr. Bystrom outlined some changes in meth- 
ods designed to place the company in “a better 
position to realize its goal.” 


Newer Financing Facilities Discussed 


Three representatives of Allied Building 
Credits (Inc.), Chicago, R. S. Douglas, Doran 
Eitsert and A. W. Clapp, Jr., followed Mr. 
Bystrom on the program with a discussion of 
selling and financing. They told of recent 


changes in financing methods occasioned by 
the amended housing law, under both Title 1 
and Title 2. 

C. S. White and Maurice Maine, both with 
FHA, detailed changes in the Federal housing 
loan system designed to Teduce costs to the 
They expressed the hope that the 


consumer. 





Line yard officials and yard executives attend stimulating merchandising conference 
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Retailers Need New Ideas, Yard 
Managers Are Told 


--And Seventy of Them Are Brought Together By Line Yard Con- 
cern to Celebrate Its Proud Record on 40th Anniversary and to 
Get Understanding of Opportunity to Aid in Its Future Growth 


liberalization of terms will make it possible 
for many more prospective home builders to 
begin construction work. 


Advises, "Sell Paint by Job—Not Gallon" 


Harry W. Kolb, vice president of the Chi- 
cago Paint Works, discussed “Stock Control 
Pertaining to Paints and Varnishes.” He said: 

We have devised a means whereby it is 
possible to attain an absclute stock control 
that will eliminate overloading and dead 
items, as well as increase turnover, thereby 
increasing profits. We think our method is 
foolproof, and it is what every live dealer 
should practice. Far from being complicated, 
the system entails little detail and can be 
handled by any of your employees. 

Mr. Kolb also touched on the sort of adver- 
tising he believed a dealer should utilize. One 
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idea that he said had proved a “business get- 
ter” was the giving away of tickets with each 
purchase of paint. Drawings are held at stated 
intervals, and the winner is presented with a 
breakfast set of unfinished table and chairs. 

“Don’t stop with the first sale,” he advised. 
“Try to sell related items. We favor selling 
house paint by the job, rather than by the 
gallon. Try it. 

“Gain the confidence of your employees; in- 
terest them in the merits ot all your mer- 
chandise. Set definite goals, and determine to 
sell more next week than this.” 

Employees’ meetings and educating employees 
in the details of merchandising were advocated 
by the speaker. “It’s not always the boss who 
sells the goods,” he reminded. 


Stoker Combats Inroads on Coal Sales 


The “tremendous inroads oil and gas are 
making” were stressed by O. E. Steele, with 
the advertising-sales promotion department of 
the N. W. Fuel Co., St. Paul, who said: 


These inroads are obvious when we realize 
that 5 percent of all the detached dwellings 
in the Twin Cities went to oil or gas in 
1937. But we have a weapon with which to 
fight this competition—the stoker. In 1932, 


(Continued on Page 69) 
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Retailers Push 
Campaign for 
Grade Marked 


Lumber 


DALLAS, ‘TEx., Feb. 21.—With home 
building undergoing stimulation as a re- 
sult of the liberalized provisions of the 
National Housing Act, the co-operative 
effort of the retail lumbermen of this 
city to increase the sales of grade-marked 
lumber is of general interest, inasmuch 
as the FHA requirements as to quality 
of lumber permitted to be used in the con- 
struction of homes on which insured loans 
are made of course are of nationwide 
effect. The story is an interesting one. 





ber that meets these same specifications. 


Costly ..... 


manufactured, unseasoned lumber. 








HE SOUTHERN PINE ASSOCIATION has been so 
tigid in the specifications of the lumber that bears 


its grade mark and so dependable and unflinching in its standards of operation that even the United States 


Government recognizes it by requiring that any home financed through the F.H.A. must be built with lum- 


Accepting Substitutes 
like this may prove 


Anybody ‘can buy a rubber stamp and mark lumber by grade whether 
it is GOOD lumber or green, inferior lumber! Why take chances on such 
a vital matter? Play safel Depend on the known and accepted S.P.A. 
Grade Mark and avoid the costly faults that result from using poorly 


.Southern Pine Assn. Grade-Marked Lumber Available at All Reputable Lumber Dealers 


One of the leaders in this campaign of 
the Dallas dealers is W. M. Lingo, presi- 
dent of the lumber company bearing his 








Inspection 
Service 
FREE 


The servicesof S. R. 
Stevens-of the South- 
ern Pime Assn. are 
available to the pub- 
lic without cost for 
the inspection of any 
lumber. Take advant- 
age’ of Mr. Stevens’ 
services and be sure! 
Phone 2-4787 

























A typical Dallas (Tex.) home building job, 

showing construction sign of the builder, 

and the tie-in sign of the Lingo Lumber 
Co., which supplied the material 





name, who has kindly given the AMERI- 
CAN LUMBERMAN some first-hand infor- 
mation, supplemented by photograph of a 
typical job, and samples of the co-opera- 
tive advertising carried in the Dallas 
newspapers, sponsored by the local dealers. 

“We started this campaign in Dallas 
in the early part of last year,” said Mr. 
Lingo, “and with the assistance of the 
Southern Pine Association have been do- 
ing some advertising work which has 
proved very effective.” 

This advertising, however, is only one 
feature of the work done, although an es- 
sential one. A series of advertisements 
(one of which is reproduced herewith) 
has been run, the expense being borne by 
the Dallas retail lumbermen. These ad- 
vertisements are of liberal size, each oc- 
cupying newspaper space four columns 
wide and eleven inches deep. While the 
theme of all is the same—hammering 
upon the essential idea of using good lum- 
er for home building, each advertisement 
ending with the slogan “Insist on SPA 
Grade-Marked Lumber For Your New 
Home’’—the actual text, and manner of 
presentation, are different. 

One of the most convincing ads of the 
series is headed, “Everything Hangs on 
the Frame!’—this heading being fol- 
lowed by a “box,” captioned: “Specify 
SPA Grade-marked Lumber For These 
Vital Parts— 

Rafters. Ask for rafters that will stay where 


they are put and’ not shrink and cause costly 


roof leaks. 

Joists. Demand scientifically dried, straight- 
grained joists of uniform size that will not 
shrink and cause squeaky, uneven floors. 

Studs. Require studs that will not twist and 

(Continued on page 79) 





Reduced reproduction of one of the series 
of newspaper ads sponsored by the Dallas 
(Tex.) dealers to promote good lumber 
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Wisconsin Retailers’ Convention 
ls Entertaining and Constructive 


MILWAUKEE, Wis., Feb. 21.—Flawless or- 
ganization and a perfect spirit of open-hearted 
hospitality and friendliness, is our personal 
characterization of the forty-eighth annual con- 
vention of the Wisconsin Retail Lumbermen’s 
Association held in Milwaukee on Feb. 15, 16 
and 17. The meeting had direction and purpose 
from start to finish with never a moment that 
threatened to be depressing or too weighty. It 
was an ideal setting in which to renew old 
friendships and foster and develop new ones. 
It was an excellent opportunity to widen the 
viewpoint through exchanging ideas and listen- 
ing to a few carefully selected, well posted 
speakers. It was a place to leave with renewed 
confidence, inspired by the feeling that regard- 
less of how difficult life may become at times, 
the world with your Wisconsin lumbermen 
friends in it will always be a grand place. 


Well Managed Details Achieve Success 


It should be remarked here that conventions 
are like chameleons. They are all built on the 
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same general pattern, and whatever color or in- 
dividuality they possess in their ephemeral ex- 
istence is what they receive from a reflecting 
source. That reflecting source in Wisconsin is 
the impeccable Don Montgomery, whose ca- 
pacity for working over long sustained periods 
uninfluenced by any consideration other than 
the successful completion of the task in hand, 
and whose equal capacity for playing, unin- 
fluenced by any business worry or care, produce 
in his conventions a rare blend of those qualities 
expressed in dignity, home-spun friendliness, in- 
spiration, fun and purpose. He is to the conven- 
tion business what David Belasco was to the 
theatre—thoroughly satisfying, imparting an ex- 
otic, inspiring flavor through being ever aware 
of the vast importance of tiny details. 


Exhibitors Entertained at Dinner 


While the official start of the convention was 
Feb. 15, the evening of Feb. 14 was the occa- 
sion of a complimentary dinner given to the ex- 
hibitors by the association. About two hun- 
dred exhibitors and their representatives at- 
tended. With J. L. Burt presiding, an excellent 
dinner was served, an entertainment was pro- 
vided by a clever duet of girls and an accordion 
player. Mr. Burt explained that he was pre- 


siding in place of President F. C. Cole, whose 
physician had ordered him a warmer climate 
for complete rest. Association officers and not- 


ables were introduced, as were members of the 
trade press. The distinction of being the only 
exhibitor of materials to be introduced went to 
Miss Muriel M. McLean, the sole representa- 
tive of Western Red Cedar Lumber, Seattle, 
Wash., and the first woman exhibitor ever to 
appear at a Wisconsin lumber convention. Con- 
structive suggestions from exhibitors were re- 
quested by Don Montgomery. The only one 
presented was adopted. In future, when con- 
tract blanks are sent to exhibitors, a separate 
form will be sent for ordering hotel reserva- 
tions. 


Most Dealers Expect Increased Business 


The first regular session was called to order 
at 2:10 p. m. Tuesday, after a short musical 
program. Reports of the president, treasurer 
and secretary were read. Don Montgomery re- 
ported that lumbermen in Wisconsin and upper 
Michigan had experienced a 25 percent increase 
in volume of business in 1937, and that most of 
them expected further increases in 1938, Zenn 
Kaufman, of New York, who has appeared on 
several other programs in the past two months, 
was the first speaker. He opened by whipping 
out a revolver and firing several blank shots 
over the heads of the delegates. Mr. Kaufman’s 
topic was “Showmanship in Business,” which 
has been reviewed in previous convention re- 
ports carried in the AMERICAN LUMBERMAN. 


Mighty Roof—Woman's Viewpoint— 
Paul Bunyan 


Two other presentations on the program for 
the afternoon included the now familiar 
“Mighty—Like a Roof” by the Red Cedar 
Shingle Bureau, and “A Woman’s Point of 
View” by Mrs. Bess Gearhart Morrison, of 
Lincoln, Neb. Mrs. Morrison held and swayed 
her audience, using logic, humor and philosophy 
to project before the lumbermen the importance 
of the woman’s viewpoint in molding their mer- 
chandising programs and policies. A familiar 
sight on the exhibit floor and in the convention 
hall was “Paul Bunyan, Jr.,” a veritable giant 
towering eight feet four inches in height. With 
“Paul’s” assistance, attendance awards were 
made at 4:00 p. m., and the session closed, leav- 
ing two hours to visit exhibits before making 
preparations to attend the Hoo-Hoo dinner and 
show, which opened as per schedule at 6:39 p. m. 


Hoo-Hoo Plans Concat; Insurance Election 


Ben Springer, who is as dynamic as he is di- 
minutive, was chairman of the entertainment 
committee for the convention, and master of 
ceremonies at the Hoo-Hoo dinner. He intro- 
duced Ormie Lance, who related how the $21,000 
debt of the old organization has been liquidated, 
and announced that in September a national 
meeting will be held to revive the Concatenated 
Order of Hoo-Hoo. 

On Wednesday morning the forty-third an- 
nual meeting of the Retail Lumbermen’s Mu- 
tual Insurance Co. was held. At this meeting, 
H. D. Snider, of the Hansen-Snider Lumber 
Co., Wisconsin Dells, was elected president of 
the company for 1938. Directors elected to 
serve for three years are F. D. Abell, Palmetier 
& Abell Lumber Co., Waukesha, and G. H. 
Barker, Barker Lumber & Fuel Co., Green Bay. 

All of the meetings of this convention, like 
those at Minneapolis, were started and closed 
exactly on schedule. Promptly at 2:00 p. m. on 
Wednesday the afternoon session was begun 
with music furnished by a male trio. Follow- 
ing this, B. L. Johnson, editor of American 
Builder & Building Age, was introduced by 
Ben Springer. Mr. Johnson in his address en- 
titled “More Home for the Money,” stated that 
from 1920 to 1936 the average cost of rural 





dwellings was $2100 to $2300, and the average 
cost of city dwellings was $5000 to $5200. The 
difference, he said, represented the difference in 
wages for building trade mechanics in country 
and city. The speaker said that reductions in 
building costs have been made, and cited the 
reduction in interest rates from seven percent 
to five percent, which he said meant a difference 
of 4% years in the time required for the bor- 
rower to pay out. 


Small Homes Are Your Salvation 


The next speaker was Col. A. F. H. Scott, 
whose subject was “Eight New Designs for the 
1938 Small Homes Program.” He said: 

Small homes are your salvation. They are 
the means for developing the mass market. 
Such advances have been made by all of the 
factors interested in providing small houses 
as to make it prudent and wise to build now. 
Housing is reaching toward the low price 
bracket, and your job as lumber dealers is 
to sell the complete low-cost house as a 
package. Retail lumber dealers in this coun- 
try provide local distribution more complete 
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than any other factor in the field. You have 
the tools in your hands, and all that remains 
is to use them. 

Competition comes from without the in- 
dustry—from other businesses that sell on a 
package basis. Today you have at your com- 
mand lower financing costs, due to a com- 
plete overhauling and modernization of mort- 
gage finance. You have lower construction 
costs which are the result of better fabrica- 
tion of materials. Labor costs are lower be- 
cause of the availability of improved tools 
and power equipment. Small-home planning 
is vastly improved, and this decreases both 
design and construction costs. Finally, oper- 
ating costs are lower. 


Demonstration Homes as “Package” Displays 


The public is not interested in parts, nor 
in the story of any particular phase of home 
construction. It is interested in the whole 
home, and the way to capitalize on that in- 
terest is to build demonstration homes that 
prove the economy of modern small homes. 
These new types of home can be dramatized 
because they have real sales appeal. 

Last year your association co-operated in 
the sponsorship of a program to build 1,000 
demonstration homes. Over 3,000 such homes 
were built by lumber dealers, and this ac- 
tivity had a large part in the 1937 total of 
285,000 new dwelling units built in this coun- 
try. The house, known as model B, was 
valued in Washington for $3,765. The aver- 
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age selling price of all that were built was 
$3,165. Corresponding figures for model D 
were $3,780 and $3,555, while the same figures 
for model B were $4,120 and $3,838. 


“Make It Smart to Uwn a Small Home” 

The 1938 demonstration home program, 
sponsored by some 30 organizations in the 
building field, presents eight homes in a wide 
range of designs. Each house is either 
square or rectangular, and each is designed 
to provide for expansion. All are under con- 
struction in Washington, and full informa- 
tion for use in local communities will soon 
be available. 

Reiterating the importance of building dem- 
onstration homes, and from them selling small 
homes to the mass market on a package basis, 
the speaker concluded by saying, “Make it 
smart to own and live in a small home.” 

E. P. Lockhart, of the Owens-Illinois Glass 
Co., reviewed briefly the history of the manu- 
facture of glass, and then entered into a discus- 
sion of the manufacture and use of glass blocks, 
introductory to showing a moving picture illus- 
trating his points. The manufacture of these 
blocks, said the speaker, was begun in Ger- 
many in 1905. About five years ago, Owens- 
Illinois began making them in the United States, 
and three years ago began producing them 
commercially. 

“The block,” said Mr. Lockhart, “is perhaps 
the only hermetically sealed product in the build- 
ing materials industry. It is distributed solely 
through retail dealers. Up to date there are 
about 45,000 glass block jobs in the United 
States.” 

The speaker then related a number of uses 
to which glass blocks have been put, and the 
movie which followed showed manufacturing 
methods, methods of laying blocks, and a num- 
ber of buildings with glass block walls and in- 
terior partitions. 


Advocates Selling Style—Not Materials 


Max Critchfield, representing Lumber Prod- 
ucts-Better Paint Campaign, briefly reviewed 
his work in Wisconsin last fall, and stated that 
since 87 percent of all the impressions registered 
on the human brain come through the eyes, eye 
appeal in design and color is of paramount im- 
portance in selling. 

“Stop selling sticks of lumber,” urged the 
speaker, “and start selling completed homes. 
Go out after sales, and sell style in design, style 
in landscaping and style in color. Here in Wis- 
consin I know of one dealer who began to sell 
on the package plan, and in the first six months 
of activity he sold 31 new homes.” 

Hawley Wilbur then reported for the nomi- 
nating committee, and the following officers 
were elected : 

President—C. S. Walker, Walker Lumber 
Co., Columbus. 

Treasurer—J. E. Heath, Heath Lumber & 
Fuel Co., Brillion. 

Director to represent district B for four 
years—E. P. Faust, Faust-Duchac Lumber & 
Supply Co., Antigo. 

Director to represent district C for four 
years—G. F. Vetter, Vetter Manufacturing 
Co., Stevens Point. 


Banquet Brings Fine Entertainment 


Attendance at the annual association dinner- 
dance and entertainment was about 650, which 
taxed the capacity of the large dining room. 
Both cuisine and floor show were up to the 
high standard established on the two preceding 
evenings. 

The Ladies Auxiliary of the association, at 
one of its meetings, elected the following offi- 
cers for 1938: President, Mrs. J. L. Burt, Wau- 
sau; vice president, Mrs. Wm. L. Schmid, 
Oshkosh; secretary-treasurer, Mrs. D. L. Mont- 
gomery, Milwaukee. The chairman of the en- 
tertainment for women at the 1938 convention 


was Mrs. Wm. A. Schneider. 


Shirt-Sleeve Clinic Operates on Two 
Subjects 


The Shirt Sleeve Clinic, unique and interest- 
ing wind-up session of Wisconsin. meetings, went 
into action at noon on Thursday. Following 
lunch, Don Montgomery announced that total 




































































































































G. H. NODOLF, 
Belmont, Wis.; 
Director 


OTTO TAGGE, 
New Holstein, Wis.; 
Director 


registration at the convention was 3,121 com- 
pared to 3,106 for last year. He then initiated 
the entire assembly of eight or nine hundred 
dealers and manufacturers into the Royal Or- 
der of Dumb-Bells. This ceremony consists in 
getting everyone up on his feet, and ordering 
the removal of coats and vests. A majority 
complied at once, but there was a sizable and 
scattered group of demurrers. There is no 
escaping this coat removing ceremony, however. 
You do it uncoerced, or you do it anyway. With 
nothing in sight but shirts (and we hope the 
printer gets an “i” and not an “o” in that 
word) Hawley Wilbur took charge as chief 
surgeon. After assigning operating instruments 
to the various surgeons, allocating nurses, and 
fumigating microphones, he announced that the 
list of seven subjects which had been slated for 
operation had been reduced to two. 


Moisture Condensation in Walls 


“Moisture Condensation in Walls” was the 
first patient to be operated on. Incisions were 





Photo by Prairie Farmer 

Cliff Thompson, 33-year old giant (8 feet, 
4 inches), of Scandinavia, Wis., imperson- 
ated Paul Bunyan, Jr., at the Wisconsin 
Retail Lumbermen's Association con- 


vention at Milwaukee 
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made, infected parts laid open and removed, 
and sutures and dressings were applied by in- 
ternes Casey Nelson, of Masonite Corp., W. W. 
Cullen, Johns-Manville; Bill Young, General 
Insulating & Manufacturing Co.; A. K. An- 
rews, Celotex Corp.; A. J. Wood, Insulite Co. ; 
Harry Gorman, Wood Conversion Co., and S. 
O. Solie, past president of the association. The 
operation was so skillfully performed that all 
who heard it (if you can hear an operation) 
went back home with full confidence in the 
value of insulation. 


Itinerant Trucking Is Diagnosed 


The subject of itinerant coal trucking was 
diagnosed and prescribed for by J. H. Herold, 
Waukesha lumber dealer, and president of the 
Wisconsin-Upper Michigan Fuel Dealers Asso- 
ciation. He stated that many itinerant truckers 
unlicensed to haul coal were trucking lumber 
from inland points to Lake ports, then returning 
with loads of coal for direct sale to retail con- 
sumers. This, said the speaker is a direct and 
deadly threat to the retail coal business of es- 
tablished dealers. To meet the danger, the coal 
dealers’ association has devised a program 
which calls for the co-operation of the docks 
and the dealers. The docks are co-operating 
with tht association and “the association can 
lick the whole situation in 30 days if the 
retail dealers in Wisconsin and upper Michi- 
gan will also co-operate.” 


New Housing Act Is Explained 


H. P. McDermott, assistant director of FHA 
in Milwaukee, praised the retailers’ national as- 
sociation for its leading part in getting the 
new housing bill passed, and said that very few 
persons will get insured loans of 90 percent, 
provided under the new bill. Various features 
of the bill were explained. On $560,000,000 in 
modernization loans under the old bill, total 
losses up to date are 1.22 percent, and most of 
these were on movable articles like refrigerators, 
which under the new bill are not insurable. Un- 
der the old bill there were 360,000 mortgage 
loans insured, aggregating over a billion dol- 
lars. Losses to date are $10,000, or one one- 
thousandth of one percent. 


Resolutions of the Convention 


Following is a resume of the more important 
resolutions presented by S. O. Solie for the 
resolutions committee, and adopted at this ses- 
sion. 

In recognition of the diligent work and out- 
standing accomplishments of the National asso- 
Ciation, sincere thanks and hearty approval were 
extended, and a pledge of support was tendered 
the National for any program it may undertake 
in the future. 

Full resources of the association were pledged 
to the furtherance of the revival of housing 
construction now being advanced by the Gov- 
ernment. 

The secretary was instructed to extend the 
thanks and appreciation of the association to 
the director of the FHA at Washington. 

Asphalt roofing manufacturers were re- 
quested to sell to retail lumber and building 
material dealers at the lowest price scale ac- 
corded to any class of distributors selling the 
consumer, contractor and applicator—to the end 
that the retail lumber and building material 
dealer may be in a position to efficiently per- 
form his function as a distributor and merchant 
of asphalt roofing products. 


It was resolved that an advisory council of all 


._ building and contractors’ associations or organi- 


zations allied with the building industry in Wis- 
consin be formed. 


Since the Red Cedar Shingle Bureau is the 
only recognized association of the red cedar 
shingle industry, it was resolved that the execu- 
tive board of the Wisconsin dealers’ association 
recognize and accept the Certigrade label as the 
official grade mark of the western red cedar 
shingle industry, and that the board recommend 
that wherever grade marking is demanded by 
FHA or other Government departments, the 
Certigrade label be accepted. 
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Ohio Retailers Study Housing 
Prospects, Farm Market and 


CoLtumBus, Ou10, Feb. 21.—A_ convention 
termed “just about perfect’—the unanimous 
opinion of some eighteen hundred Ohio’ lumber- 
men who registered at the Deshler-Wallick for 
the fifty-seventh annual convention of the Ohio 
Association of Retail Lumber Dealers—was 
brought to a successful and climactic close Feb. 
11 with an inspired address, broadcast over 
WBNS, by Dr. Glenn Frank, national pro- 
gram director of the Republican party and for- 
mer president of the University of Wisconsin. 

Opportunity and competition involved in the 
new Federal Housing Administration program, 
recently signed by Presiderit Roosevelt, and 
private industry’s answer to the President’s 
demand for more housing, were the theme and 
highlights of the annual convention. 

The convention opened at 10:30 Wednesday 
morning with the annual meeting of the board 
of trustees, the reading of the annual reports, 
and the election of officers. 

The convention proper, held in the Hall of 
Mirrors, was called to order by retiring Presi- 
dent Ralph L. Oberdorfer, Lancaster, who 
presented the new officers. They were: 

President—Aaron IL. Kelsey, Toledo, presi- 
dent Kelsey & Freeman Lumber Co. 

First Vice President—John J. Marsh, Dover, 
Marsh Lumber Co. 

Second Vice President—H. 0. 
Painesville, Equity Lumber Co. 


Carroll, 





From left to right: Aaron L. Kelsey, president; 
Findley M. Torrence, secretary-manager, and John 
J. Marsh, vice president. 





Secretary-manager—Findley M. Torrence, 
Xenia, McDowell & Torrence Lumber Co. 

Treasurer—Allen Brain, Springfield, Brain 
Lumber Co. 


Small Homes Program Outlined 


The opening address was made by Don A. 
Campbell, president National Retail Lumber 
Dealers’ Association, who outlined the small 
homes program for 1938. Plans to build some 
six thousand demonstration homes, of eight ap- 
proved designs, were announced by Mr. Camp- 
bell. These would all be built for $5,000 or 
under. Last year, according to the speaker, 
lumbermen built more than three thousand such 
homes, selling for an average of $3,900. Mr. 
Campbell in his address also urged retail lum- 
ber dealers to adopt “package selling.” 

The general merchandising manager of the 
Insulite Co., M. G. Jensen, Chicago, told lum- 
bermen that the National Housing Committee, 
in its report to President Roosevelt, had stated 
that lagging residential construction “was the 
ball and chain on the ankle of industrial re- 
covery.” 


Should Combat False Propaganda 


“Unfortunately,” Mr. Jensen stated, “the rise 
that has occurred in building costs has been 
seriously exaggerated, and in many classes of 
building the exaggeration occurred on account 
of the propagandists taking crude, unadjusted 
cost information and charts.” Investigation 
later revealed that these propagandists were 
using 1933 to 1935 values and prices as yard- 
sticks for gaging 1937 building costs. The de- 
pression-low prices of 1933 and 1935 were actu- 
ally loss prices, and had they continued many 
lumbermen would have gone into bankruptcy. 

Mr. Jensen strongly recommended “advertis- 
ing in newspapers as one way to combat propa- 
ganda and false impressions that building costs 
are too high.” A way to kill this false propa- 
ganda, he suggested, is through more co-opera- 


tion of various branches of the building indus- 
try in a general campaign adopted to induce 
public acceptance of present-day values. 

Recent developments, he continued, indicate 
a real public conception of the vital need for a 
constant and vigorous building activity. If 
awakened, the natural desire for modern 
homes will not be denied. 

“T believe,” Mr. Jensen concluded, “that our 
industry, from present indications, is headed 
for a solid and healthy growth in 1938. It costs 
11 percent less to build a home today than it 
did in 1926, and the home is a much better 
product.” 


Humorous Talk Is Enlivening 


A bright spot in the Wednesday afternoon 
session was the humorous address by Billy B. 
Van, president of the Pine Tree Products Co., 
Newport, N. H. The “adaptability” of the 


meetings, with Norbert J, Pointner presiding, 
were: R. C. Miller, of the department of agri- 
cultural engineering, Ohio State University, 
who spoke on farm buildings as related to the 
farmer program. George R. Shier, also of 
Ohio State’s agricultural department, discussed 
farm building education. Capt. Roy R. Lord, 
U. S. A., co-ordinator of Farm Security Ad- 
ministration, spoke on demonstrated methods 
of cutting house construction costs. Max 
Critchfield, Lumber Products- Better Paint 
Campaign, made the closing address in the 
main ball room. 

J. Carthell Robbins, Stuttgart, Ark., urged 
lumbermen to capitalize on the sentiments of 
that famous melody which has touched more 
hearts then any other song ever written, “Home 
Sweet Home.” 

“Within the next ten years,” according to 
R. E. Saberson, of St. Paul, Minn., “there is 





New England Yankee was the keynote of Van’s 
address. He outlined case after case of New 
England’s various industries which were struck 
hard by the depression, in many cases com- 
pletely wiped out, only to arise, Phoenix-like, 
out of the ruins under a different name. 


Tells Dealers About Title | 


Bruce Wilson, director of education of the 
Federal Housing Administration, addressed 
members on Title I of the new National Hous- 
ing Act. The Government has provided the 
means; it is at the disposal of loan firms and 
builders to take advantage of immediately for 
increasing their business, was the theme of Mr. 
Wilson’s talk. 

Clyde C. Shively, president of the State In- 
dustrial Bank, Columbus, notified members that 
bank credit was available only to 15 percent 
of families. Commercial loan houses and banks 
were now realizing the absolute necessity for 
more bank credit. 


Farm Sales Are Discussed 


Two sectional meetings were held Thursday 
morning. The new housing program was dis- 
cussed in the main ball room, while farm. sales 
problems were thrashed out in the Hall of 
Mirrors, with lumbermen kept busy all morn- 
ing running from one to the other. 

peakers at the “Farm Sales Problems” 


going to be more money made by certain people, 
and more money lost. There is an evolution 
taking place in this business. Lumber yards 
are changing from what they have been in the 
past to what they must be in the future.”” 


Evolution Is Taking Place 


The modern automobile, trucks, super high- 
ways, daily newspaper, telephones, radio—all 
have succeeded in placing the present-day lum- 
berman, regardless of where he lives, in com- 
petition with the world, according to Mr. Saber- 
son. In the old days it wasn’t necessary to use 
high-pressure tactics. People had to have the 
lumberman’s products, and always bought them 
from local merchants. Today, they have the 
entire American market to choose from. 

“We must stop thinking in terms of two-by- 
fours,” Mr. Saberson declared. “The public 
thinks only of the finished product. Make 
people feel that you’re doing them a favor and 
that you’re selling necessities, not luxuries.” 


Demonstrates Business Showmanship 


Zenn Kaufman, co-author of “Showmanship in 
Business,” opened his address with an interest- 
ing demonstration, explaining how a good stunt 
was used with great success. Various officials 
in a certain city, from the mayor on down, had 
been receiving gifts of a cake from an unknown 
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Costs, Pro 


sender. ‘The story of the mystery cake finally 
reached the front pages of the local newspapers. 
The police department here took a hand and 
tracked down the sender, arriving at the scene 
with an army of reporters. The mysterious 
sender turned out to be a baker who explained 
that he wanted everybody to know how good 
his new special layer cake was before he put it 
on general sale. Mr. Kaufman cited many other 
cases of showmanship, expertly applied by en- 
terprising businessmen. 


Audience Taken for John Bull Ride 


What many lumbermen considered the hu- 
morous highlight of the convention was the 
address of Sir Howard Cunnynghame-Greene, 
of London, England. Sir Howard was intro- 
duced as being a former member of Parliament, 
a personal friend of the deceased Ramsey Mac- 
Donald, and sent to this country by the British 
Government to study American housing con- 
ditions. Sir Howard struck one as being a 
typical Englishman, even down to the white 
spats. The early part of his address was 
highly amusing to the members. But the titled 
Englishman finally grew abusive, insultiug our 
intelligence, our American institutions, de- 
nouncing us for having waited until 1918 to 
enter the war, after England had Germany on 
the ropes, so to speak. This, he stated, was 
prompted by American greediness to be “in on 
the kill.” Since England and the Allies bore the 
brunt of the fighting, why should they be ex- 
pected to repay the war debt? In fact, America 
should pay England for having brought the war 
to a successful close, etc. This went on until 
finaly one member could stand no more. Ris- 
ing to his feet, trembling with rage, he de- 
manded that the Englishman leave the floor. A 
score of voices seconded the motion. The Eng- 
lishman, however, insisted on continuing. The 
situation grew more tense, until finally Sir 
Howard dropped his English accent, removed 
his moustache and glasses and revealed him- 
self as none other than Arthur F. Briese, hu- 
morist, who had taken the Ohio Lumbermen 
for a royal ride, much to the general hilarity 
that ensued. 


Playlet Emphasizes Package Selling 


Friday morning, with R. E. Saberson pre- 
siding, saw the presentation of a dramatic 
sketch by the Johns-Manville players entitled 
“Helter Skelter for Shelter.” The play was a 
dramatic presentation of both good and bad 
selling methods, followed by a roundtable dis- 
cussion on complete unit selling, the various 
methods it involves, dealers’ experiences with 
it, the reaction of other factors in the indus- 
try, and its effect upon competitive conditions. 





blems, 
Package Selling 


Moisture content meters 
were strongly recommended 
by G. E. DeNike, secretary 
of the New Jersey Lumber- 
men’s Association. Mr. De- 
Nike cited a case where a friend had built a 
$10,000 home with supposedly dry lumber, only 
to have the walls crack into a hideous mess 
within a few weeks after moving in. The use of 
a moisture meter would have prevented this and 
saved the industry a black mark. Mr. DeNike 
also advocated the retaining of a public rela- 
tions man by all State associations, to counter- 
act harmful propaganda. 

R. C. Kuhlman closed the morning session 
with a short talk on composite sales and operat- 
ing costs for 1937. 


Predicts Building Up-swing by Fall 


“What Is Ahead for Building,” was the highly 
interesting address by Roy Wenzlick, St. Louis, 
Mo., author of “The Coming Boom in Real 
Estate.” According to Mr. Wenzlick, people 
build homes because the finished products are 
worth more than cost to build. “It has been 
the trend throughout the history of our coun- 
try, for building material prices to rise faster 
then general commodity prices.” “America,” 
Mr. Wenzlick stated, “can not survive another 
major depression. By this is meant that such 
political changes would occur that the America 
that we know today would not arise from the 





The secretaries photographed below attended a 
special luncheon Thursday noon. Seventeen State 
secretaries were reported to have come to Colum- 
bus for the Ohio convention, and all were invited 
to the luncheon. Only those in the photo attended. 
Standing, from left to right: Charles E. Benson, 
field secretary of the Ohio Assn. of Ret. Lbr. 
Dealers; C. H. Herwig, secretary of the West Va. 
Lbr. & Bldrs. Sup. Dealers Assn.; Leo Klarer, sec- 
retary, Ky. Lbr. & Sup. Assn.; E. E. Woods, secre- 
tary S. W. Lumbermen's Assn., Kansas City, Mo.; 
Capt. R. B. Lord, Dept. of Agriculture; Paul S. 
Collier, secretary N. E. Ret. Lumbermen's Assn., 
Rochester, N. Y.; H. M. Gaines, secretary Mich. 
Ret. Lbr. Dealers Assn.; Findley M. Torrence, sec- 
retary Ohio Assn. of Ret. Lbr. Dealers; Ed. DeNike, 
secretary N. J. Lumbermen's Assn.; Frank H. 


Mather, president Mich. Ret. Lbr. Dealers Assn. 
Seated: R. W. Slagle, secretary Ind. Lbr. & Bldrs. 
Sup. Assn.; Don Campbell, Lebanon, Ky., presi- 
dent Natl. Ret. Lbr. Dealers Assn.; O. C. Lance, 
Minneapolis, 


N. W. Lumbermen's Assn., Minn. 








Standing, from left to right: Mrs. Ralph L. Ober- 
dorfer, Lancaster, vice president (State); Mrs. W. 
L. Whitacre, Columbus, president (State); Mrs. 
Guy A. Maize, Columbus, secretary (local); Mrs. 
C. A. Dawson, Columbus, president (local). 
Seated: Mrs. Walter Himebaugh, Geneva, secre- 
tary (State); Mrs. J. D. Flee, Columbus, vice 
president (local); Mrs. Robert M. Giesy, Jr., 
Columbus, treasurer (State). 





ruins. We have not hit the bottom of this 
present business ‘recession’ yet. It has gained 
far too much momentum to stop this soon. It 
will hit bottom sometime this spring.” Mr. 
Wenzlick solemnly notified lumbermen that 
they would starve just a little longer. This 
summer will find a slight pick up and a gain 
with the approach of fall and winter, with 1938 
closing slightly below 1937. However, 1939 
will be a good year. Building will exceed the 
level of the last boom. 


Asks Free Enterprise Be Given a Chance 


Dr. Glenn Frank, national program director 
of the Republican party, rose strongly to the 
defense of free enterprise. “It is not free 
enterprise, but a perverted something masquerad- 
ing under the name of free enterprise that is 
dying in America today.” “The political gen- 
ius of America is neither bankrupt nor under 
monopoly.” He warned that the nation must 
give free enterprise a chance to show what it 
can do for the country, the “forgotten” as well 
as the remembered man in the United States. 
Dr. Frank gave a long list of things which, he 
stated, do not represent free enterprise. They 
were: monopoly; price fixing; sweat shops; 
crooked speculation; keeping dividends up and 
wages down; fewer goods at higher prices; 
tariffs that rob the consumer and enrich the 
manufacturer; long hours; bad working con- 
ditions; freedom from all social control; free- 
dom to indulge in practices which the com- 
mon judgment of the people indicts as anti- 
social. He further told the members that 
1938 would see an increase of about 12 percent 
over 1937 in home construction. Last year saw 
some 180,000 to 190,000 new dwellings con- 
structed. This year will, he prophesied, see 
220,000 new homes go up. 

Result of the Women’s Auxiliary election 
was: 

President—Mrs. W. L. Whitacre, Columbus. 

Vice President—Mrs..Ralph L. Oberdorfer, 


Lancaster; President (local)—Mrs. C. A. 
Dawson, Columbus. 

Vice President (local)—Mrs. J. D. Flee, 
Columbus. 

Secretary — Mrs. Walter Himebaugh, 
Geneva. Secretary (local)—Mrs. Guy W. 


Maize, Columbus. 

Treasurer—Mrs. Robert M. Giesy, Jr., Co- 
lumbus. 

Since all resolutions must be submitted to the 
committee before being presented, none were 
even offered this year, making the fifty-seventh 
annual convention unique in this respect. The 
final registration figure was eighteen hundred. 
Some eighty-five exhibitors had their displays 
spread over the hotel from the entire lobby, 
mezzanine floor and clear back to the Hall of 
Mirrors. 








HuNTINGTON, 
W. Va., Feb. 21.—The 
twenty-fifth annual con- 
vention of the West Vir- 
ginia Lumber & Build- 
ers Supply Dealers’ As- 





JOHN F. BARR, 
Fairmont; 
President 





sociation was held here Feb. 14 and 15 at Hotel 
Governor Cabell. A representative attendance 
of the State’s progressive dealers marked each 
business session. Organization of the individ- 
ual dealer’s business to properly effectuate the 
sale of the packaged house; advantages of the 
revised housing Act, methods of reducing fire 
insurance costs and necessity of publicizing 
the truth about building costs were stressed. 
Announcement of the 1938 small homes dem- 
onstration program was received with inten- 
sive interest. 


Opening Session 


Following registration Monday morning, Feb. 
14, the conventionites had ample time to in- 
spect the many displays which occupied the 
entire mezzanine floor adjoining the conven- 
tion hall. 

President P. O. Duncan, Duncan Box & 
Lumber Co., Huntington, presided at a dealers’ 
luncheon at noon, and the opening session was 
called to order an hour later to hear the intro- 
duction of special guests 


First Secretary Present 


President Duncan, in his annual address, 
called attention to the fact that the organization 
had completed a quarter of a century of service, 
and stated that the members may look back 
with a vast deal of pride to that day in 1913 
when a small group of retailers met in Hunt- 
ington to plan for a State-wide association. 
W. E. Minter was the first president, and 
G. J. Dickerson, Dickerson Lumber Co., Hunt- 
ington, present at today’s meeting, was the 
first secretary. 


Multitude of Changes 


During the intervening period, said Presi- 
dent Duncan, tremendous progress has been 
made in our association work and many 
changes have taken place in our industry 
as far as the type of architecture and the 
construction and art of selling homes is con- 
cerned. It is equally true that the manu- 
facturers whose products we sell have made 
great strides in the development of new and 
better materials. The home of 1913, from 
the standpoint of architecture, convenience, 
comfort and appearance, is as out of date 
today as the automobile of that vintage 
would be. We should feel justly proud that 
we are connected with an industry which can 
boast of such a record of progress. 

Your president was elected in Charleston 
last year while the worst flood ever expe- 
riénced in the Ohio Valley was causing in- 
tense suffering, inconvenience and property 
loss to our dealers in the Ohio Valley cities, 
particularly so at Huntington. I can claim 
the distinction of being the only president 
ever elected while floating around in the 
backwater in a “John” boat. Due to the 
flood, little progress was made in association 
matters for some two or three months. How- 
ever, since that time, aided by Secretary 
Herwig, we have attempted to do everything 
possible in the interest of the membership. 
Close cooperation has been maintained with 
all local groups and... through the efforts 
of our secretary we have been able to se- 
cure proper re-classification of certain risks 
under the Workmen’s Compensation Law . 
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~ Methods of Profitable Opera 


All Phases of Sound Business Activity Receive Dis 


which we detinitely expect to bring a reduc- 
tion in rates by July 1 of this year. 


Fight for Lower Insurance Rates 


President Duncan also announced that the 
association aided materially in the successful 
fight for lower insurance rates, which should 
result in considerable savings. The associa- 
tion membership roster was increased by 
twenty-four firms during the year. 

In closing he thanked the members and as- 
sociate members for their active support; 
praised the work of Secretary Herwig, who 
has just completed his first year in that office; 
told of the constructive accomplishments of 
C. I. Cheyney, Bailey Lumber Co., Bluefield, 
director in the National Retail Lumber Dealers 
Association. ; 

The meeting was thrown open at this time 
for a general discussion of legislative matters ; 
Workmen’s Compensation and fire insurance 
rates; wages and hours, union activities and 
co-operatives; tax problems; the State Me- 
chanics’ Lien Law. 

No changes were advocated in the State 
Lien Law; it was the consensus that no funds 
under the direction of the Works Progress Ad- 
ministration should be used for building pur- 
poses; that the surplus tax works a hardship 





c. H. HERWIG, 
Huntington; 
Secretary 


F. S. TURNER, 
Clarksburg; 
Director 


on the small corporations whose “surplus” is 
in reality working capital. D 

The business of the meeting was interrupted 
at this point by President Duncan to introduce 
“Cam” Henderson, athletic director of Mar- 
shall College, Huntington, who spoke of the 
need of a field house for the college, which he 
said he wanted to be of wood construction. 

President Duncan, who was one of the “little 
business men” who met in Washington recently 
at the invitation of the Administration, read 
the twenty-three recommendations as submitted 
by the group to improve and stabilize business 
conditions and promote private enterprise. 


How to. Lower Insurance Costs 


“Ninety percent of the fires in retail lum- 
ber and building material yards and plants are 
caused by carelessness, clean risks never de- 
cay and seldom burn—and your fire insurance 
rate is what you make it,” stated R. L. May, 
Lumbermen’s Mutual Insurance Co., who gave 
an exhaustive illustrated discussion on the pro- 
cedure dealers may follow to materially lower 
their fire insurance rates. 

He showed just how an insurance rate is 
made on a lumber yard; proved that insurance 


companies in general have been falsely accused 
of maintaining excessive rates; stressed the 
necessity of each dealer taking the necessary 
few minutes’ time to analyze his insurance 
coverage in order that he may be familiar 
with policies which, in many cases, cover an 
investment representing the work of a life- 
time. “It’s not how much insurance costs,” 
he said, “but what it covers which determines 
whether or not you are receiving the protec- 
tion you should have.” 


New Amendments to NHA Explained 


The recent amendments to the National 
Housing Act and their practical application 
were explained by F. Guy Ash, West Virginia, 
State director of the FHA. Mr. Ash was fol- 
lowed by C. C. Batson, of the FHA, Charles- 
ton, W. Va., who dealt with the minimum con- 
struction requirements and property standards 
as set forth under the new Act. 

He distributed samples of the FHA archi- 
tectural inspector’s report blank. 


Appoints Convention Committees 


At the close of the afternoon session, Presi- 
dent Duncan announced the appointment of the 
following committees: 

Nominations — Frank Turner, Hartland 
Planing Mill Co., Clarksburg, Chairman; J. L. 
Huffman, Beckley Lumber & Supply Co., 
Beckley; John F. Barr, Barr-Thomas Lumber 
Co., Fairmont. 


Resolutions—C, P. Thorn, General Wood- 
working Co., Morgantown, Chairman; W. S. 
Owens, Bailey Lumber Co., Bluefield; G. J. 
Dickerson, Dickerson Lumber Co., Hunting- 
ton. 

Auditing—C. L. Roe, Minter Homes Corp., 
Huntington, Chairman; E. c. Lanefitt, 
Parkersburg Ice & Fuel Co.; F. J. Morris, 
Janutolo & Co., Fayetteville. 


Must Fight Wage-Hour Legislation 


T. J. Wright, Jr., Suffolk, Va., district man- 
ager of the Southern Pine Association, in dis- 
cussing national legislation affecting the lum- 
ber and building material industry, devoted 
the majority of his address to a condemnation 
of proposed wage and hour legislation. 

“The bills so far,” he said. “have been 
authorized by the ‘Brain Trust’ with the in- 
tention to strait-jacket American industry 
and place it under a bureaucratic control. 
The proposed legislation is based on the 
false idea and unsound economy of higher 
wages and shorter hours; control to be in- 
vested, as named in the last bill, in a one- 
man board, with the leeway to render dis- 
criminating final decisions. If we wish to 
continue living and operating our businesses 
under a democratic form of government, we 
must continue to oppose any plan to resur- 
rect this legislation.” 


Flays False Price Propaganda 


M. G. Jensen, general merchandising man- 
ager, the Insulite Co., Minneapolis, flayed the 
ill advised sources of information, which is- 
sued extorted and exaggerated propaganda on 
present day building costs. 

The repetition of this adverse propaganda 
based on improper cost figures of 1933 and 
1934 instead of 1925 and 1926, contributed 
directly to throwing us backward into a 
first class building depression, he said. These 
propagandists said that national building 
prices were too high. There are no national 
building prices, since the matter of cost, 
transportation, etc., varies so that it is en- 
tirely a local problem. Lower costs come 
about through improvements in manufacture 
and distribution. This has particularly been 
true of lumber and other building materials 
in the past ten years. On the basis of cost 
per thousand feet, 1937 prices as compared 
to 1926, sheathing is $4 less; siding, $10@12 
less; flooring, $12@28 less; paints, 50 cents 
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tion Told to West Virginians 


Amemecanfiumberman 


cussion; Retail Yard as Home Building Headquarters 


per gallon less, and all other building ma- 
terials are under 1926 levels. The $5,000 home 
of 1926 cost $4,435 in 1937—eleven percent 
less than in the yardstick year, and in addi- 
tion it has many extra values, is easier 
financed and is a better investment. Our 
home building prospects are still here, and 
we can convince them that the best invest- 
ment is in a modern home. The facilities of 
your local press can be used to correct the 
public conception of our industry and regain 
good will. The dealer must be able and 
qualified, as far as home building is con- 
cerned, to show the customer how to start, 
where to go and whom to see. An excellent 
example of “local” home building promotion 
along the proper avenue, particularly as to 
debunking excessive cost propaganda, is the 
work being done by the “Home Ownership 
Council of the Quad Cities,’”’ Davenport, Rock 
Island, Moline and East Moline. This coun- 
cil, through the distribution of a booklet on 
building costs and the use of agency planned 
newspaper advertisements, is furnishing the 
public of that area with true-and enlighten- 
ing building cost information, supplied in 
part by the AMBRICAN LUMBERMAN. Simi- 
lar activity is recommended wherever pos- 
sible. 


Financial Agencies Will Co-operate 


G. A. Snider, First Bancredit Corp., Cin- 
cinnati, urged that the lumber and building 
material dealer take every advantage of the 
availability of ready money for building pur- 
poses, which now awaits the public from most 
local financial agencies and a majority of the 
national manufacturers of building materials. 
“Don’t let your customer see the banker,” he 
advised, “but handle this deal yourself. The 
fewer people your customer has to see the less 
danger there is of any deterring factor enter- 
ing into the picture . . . buying today is on 
the installment plan and we must sell that way. 
Our ‘customer,’ in the main, is the woman 
and we must sell her something she understands 
—a home, a room or some renovation work.” 
In closing, Mr. Snider explained the factors 
which go to make up good credit for the in- 
stallment type of buying. 


Esker Fitzwater, Seattle, and P. W. Moffat, 
Kansas City, of the Red Cedar Shingle Bu- 
reau, were the next two speakers. Mr. Fitz- 
water stated that the changes in the merchan- 
dising of lumber and building materials dur- 
ing the past twenty-five years have made it 
essential that the retailer becomes the factual 
focus of the industry. “It is to be noted,” he 
said, “that association-minded dealers follow 
this course and subsequently have better busi- 
ness than those who isolate themselves.” Mr. 
Moffat, in the absence of W. W. Woodbridge, 
secretary-manager of the Red Cedar Shingle 
Bureau, presented the latter’s address, “Mighty 
Like a Roof,” which was shown the same 
appreciative interest that it received at earlier 
conventions this year. The address stressed 
the fact that just as a single useless shingle 
can be combined with others to make a 
“mighty” roof, so can the individual dealer 
combine his efforts with those allied in his 
field to successfully promote more and better 
building with its accompanying profit. 


Dealer Must Be Headquarters 


L. C. Hart, general sales manager Johns- 
— Sales Corp., New York City, stated 
that: 


“The stage is set for the lumber and build- 
ing material dealer to ‘go to town’ in 1938. 
The dealer, however, must organize locally 
to do a selling job and establish himself as 
headquarters for building in his community. 
This plan will insure the dealer’s existence 
and prevent other factors from capitalizing 
on his market. This is essential because the 
product of our industry, a home, has to be 


packaged at the point of sale, a local opera- 
tion, while the dealer’s competitors are all 
national, because their products are pack- 
aged at point of manufacture in chain pro- 
duction, distributed through franchised deal- 
ers and backed by national advertising.” 


Mr. Hart advised each dealer, upon return- 
ing home to make the announcement that his 
place of business is the local headquarters for 
home building; negotiate with the contractor, 
financial agents, etc., to work with his com- 
pany so that he controls all of the phases of 
building ; hire at least one salesman to do noth- 
ing but consumer selling—this salesman to 
“preach” the single mortgage financing, which 
is 85 percent cheaper than the old “junior 
mortgage” system; capitalize upon the emo- 
tional appeal of a home, contacting the woman 
buyer. 

Manufacturers’ representatives were intro- 
duced from the floor and telegrams of best 
wishes for a successful meeting were received 
from the Indiana Lumber & Builders’ Supply 
Association, and “Paul Bunyan,” Red River 
Lumber €o., Westwood, Calif. 


Small Homes Demonstrations 


G. C. Wathen, director of publicity, National 
Small Homes Demonstration, Washington, D. 
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Spencer; 
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C., reviewed the work of his group last year 
which, sponsored by the National Retail Lum- 
ber Dealers Association and the National 
Lumber Manufacturers Association, was re- 
sponsible for the building of more than three 
thousand attractive, low-cost homes through- 
out the country. 

. C. Cruize, of the FHA, at Charleston, 
W. Va., outlined the qualities of a good mort- 
gage under FHA, including the physical struc- 
ture of the house, its location and the bor- 
rower. 

C. P. Thorn, General Woodworking Co., 
Morgantown, as chairman of the resolutions 
committee, presented opinions of this group, 
which were adopted unanimously and included: 
Endorsement of the new housing. Act and 
praise for the NRLDA in its effective work 
to secure passage of housing bill; a request 
to. Congress to repeal the undistributed profits 


tax. 
New Officers and Directors 


The suggestions of the nominating committee, 
Turner, Hartland Planing Mill Co. 
Clarksburg, chairman, were unanimously ap- 








proved and resulted in 
the election of the fol- 
lowing officers and di- 
rectors: 
President — John F. 
Barr, Barr - Thomas 
Lumber Co., Fairmont. 





Cc. I. CHEYNEY, 
Bluefield; 
NRLDA Director 








Ist Vice President—W. E. Hume, Georgia 
Lumber Co., Bluefield. 


Second Vice President—C. A. Parrish, C. A. 
Parrish & Co., Spencer. 


Third Vice President—A. McKirahan, Kel- 
lar Lumber Co., Wheeling. 


Fourth Vice President—E. C. Langegfitt, 
Parkersburg Ice & Fuel Co., Parkersburg. 


Secretary—C. H. Herwig, Huntington. 


Directors for one year—C. W. Hays, Mingo 
Lime & Lumber Co., Williamson; C. G. Con- 
way, Fairmont Wall Plaster Co., Fairmont. 


Directors for two years—F. S. Turner, 
Hartland Planing Mill Co., Clarksburg; H.G. 
Truslow, Pfaff & Smith, Charleston. 


Directors for three years—P. O. Duncan, 
Duncan Box & Lumber Co., Huntington, J. L. 
Huffman, Beckley Lumber & Supply Co., 
Beckley. : 


Director NRLDA—C. I. 
Lumber Co., Bluefield. 


The convention was concluded with the an- 
nuak banquet Tuesday evening, Feb. 15. En- 
tertainment for the ladies attending the meet- 
ing included a shopping tour, theater party 
and bridge luncheon. 

Illness of several of the directors caused a 
postponement of their meeting until some time 
in March, when the convention city for next 
year will be selected. 


Cheyney, Bailey 





Peckerwood Competition Analyzed 
for Central West Texans 


STAMForRD, TEx., Feb. 21.—At the annual 
meeting of the Central West Texas Lumber- 
men’s Association, held here recently, Paul 
Bryan, of Hamlin, was elected president, suc- 
ceeding Ross Jennings, of Abilene. John 
Couch, of Haskell, was elected vice president, 
and R. L. Ullum, of Sweetwater, was re-elected 
secretary. The next meeting of the associa- 
tion is to be held on May 2 at Big Spring. 


Principal speaker at the meeting was Her- 
man Muller, of San Angelo, representing the 
Concho district, whose subject was “Pecker- 
wood Competition.” During the course of an 
interesting talk, he stressed the folly of dealers’ 
buying inferior lumber in preference to stand- 
ard quality just for the sake of saving a little 
something on the price. 

A roundtable discussion of various problems 
of particular interest to the retail lumber 
dealers was led by President Ross Jennings. 

J. K. Brady, of Stamford, was toastmaster ; 
Lee Longley, of Sweetwater, gave the invoca- 
tion; Charles E. Coombes, of Stamford, wel- 
comed the visitors; and J. R. Fielder, of Abi- 
lene, responded in their behalf. 

The meeting was attended by fifty-two lum- 
bermen from Sweetwater, Weinert, Anson, Abi- 
lene, San Angelo, Brownwood, Rotan, McCaul- 
ley, Haskell, Aspermont, Lueders, Sylvester, 
Colorado and Stamford. 
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Tennessee Plans Local and Regional Groups as 


Foundation For Strong 
State Association 


NASHVILLE, TENN., Feb. 21.—The ‘thirteenth 
annual meeting of the Tennessee Lumber, Mill- 
work & Supply Dealers’ Association was held 
here Feb. 11 at the famed Hotel Hermitage. H. 
A. Renfro, Liberty Lumber & Manufacturing 
Co., Erwin, president of the association, was in 
charge of the one day business meeting sched- 
uled to determine the future trend of the or- 
ganization’s activities. 

Much of the usual formality found at State 
conventions was discarded by President Renfro, 
who opened the morning session with the state- 
ment: 

No elaborate program has been prepared, 
inasmuch as it is our job today to outline 
concrete plans for our association endeavor 
during the coming year. This session is an 
opportunity for Tennessee dealers to discuss 
their problems and to think constructively 
along the firm foundation made up of town 
and regional groups. 


President Renfro reported that the associa- 
tion was in the clear financially and that, al- 
trough it has had no active secretary during 
1937, an appreciable amount of legislative work 
had been carried on with the assistance of J. 
A. Minnich, secretary of the group organization 
of Johnson City dealers, who had served as act- 
ing secretary. In closing he called attention to 
the importance of a well supported association 
and its close relationship to profitable business 
for its members. 

Acting Secretary Minnich read in full the 
minutes of the 1937 conference, and announced 
that the association had continued its member- 
ship in the National Retail Lumber Dealers’ 
Association and the Chamber of Commerce of 
the United States. 


Appeal for Association 


C. L. Marshall, Marshall Bros., Johnson City, 
keynoted the convention discussion with a stir- 
ring appeal for co-operation through associa- 
tion work, with its subsequent opportunities and 
benefits. He said in part: 


As dealers we are in as fine a business as 
exists and we should feel that way about 
it or get out. Today we are at the cross- 
roads. Twenty-five years ago other dealers 
formed our competition. Today competition 
is not from our fellow dealers but from the 
manufacturer of automobiles, appliances and 
radio. We must forge ahead in modern mer- 
chandising and forget price and our own in- 
dustry “competition.” 


We are the merchants who sell the only 
thing, a home, that can be bought on the 
installment plan by a consumer and be worth 
the price he has paid for it when he is 
through paying—instead of losing fifty to 
eighty percent of its value as in the case of 
the other items mentioned. Not only does our 
finished product, a home, equal its cost but 
through good design and good location, if 
sold, often brings a profit to the owner over 
his initial investment. 


The Dealer’s Battle 


We must either change with the times or 
go out of business. Changing with the times 
today means offering the best in merchan- 
dise, service and suggestions to create the 
desire for a home. Important also is the 
fight we must wage against the false propa- 
ganda of high building costs. It is good 
salesmanship to turn down a “price” buyer. 
In all fairness to the policies of the National 
Housing Act, to consumers and to ourselves, 
we should build good houses, not the kind 
which fail to stand up for a period of even 
less time than the duration of the loan on 
the property. 

Concerning our relationship to other mem- 
bers of the home building field, I have in mind 


particularly the contractor. We should be 
worth more through our service and also our 
assistance to the contractor than he is to us. 
The contractor realizes this, and anytime we 
pay him a commission for selling materials 
we are not only losing a part of our de- 
served profit but we are immeasurably lower- 
ing our business standing and standards. 

No matter how strongly we are organized 
or how well we merchandise the products 
which we sell, we can’t get all the business, 
but through a stronger organization than 
we have at the present time we can secure 
more business at a better profit. We must 
first have strong regional groups, each com- 
posed of progressive dealers who will meet 
weekly. If possible there should be a paid 
secretary for each group; if not, a leader of 
the group should be drafted to do this work. 
Differences are bound to arise at these meet- 
ings, but it is much better to thrash them 
out than to cut prices and disrupt the group. 
If mistakes are publicly called to attention 
at these weekly meetings it is not likely 





PAUL B. CARR, 
Johnson City; 
BPlected President 


H. A, RENFRO, 
; Erwin; 
Retiring President 


that they will happen again. A strong State 
organization can follow on the foundation 
of these regional groups, and most important 
for the State organization is its continuous 
membership in the National association. 

An association is like a bank. There will 
never be any more coming out of it for you 
than the amount that is put in. Thus we 
should support associational activities—the 
State, so that it may co-operate with the Na- 
tional, but invest the most of our support 
in the regional organization of the area 
where we want results. 


Manufacturers’ Assistance Valuable 


Supplementing our personal and collective 
efforts to do a better job of merchandising is 
the policy of a majority of the National 
manufacturers to make the consumer more 
conscious than ever before of the livability 
of a home well built with proper materials. 
Manufacturers will continue to aid in our 
sales procedure because they realize we con- 
stitute their important sales outlet... We owe 
it to ourselves and the manufacturers to do 
business in a .well appearing yard which 
should be and will soon have to be attractive 
as a department store if we are to stay: in 
business. 


"Better Homes Building Institute" 


J. Tyree Fain, Nashville, who for many years 
has served the association legally, extended a 
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Scale; See Much Busi- 
ness Under Housing Act; 
Packaged House Stressed 


welcome from the city of Nashville and told 
of the formation of the Nashville Better Homes 
Building Institute which has been incorporated 
by the city’s dealers to offer the builder cor- 
rect advice and proper building services. Sup- 
port for this organization, he said, comes from 
firms in all lines of business and embraces the 
co-operation of not only the dealers but the 
architects, mortgage companies etc. as well. 
Continuing, Mr. Fain said: 

This organization has been in the process 
of formation for the past eight months, and 
although its set-up is far from being per- 
fect or completed, it is moving steadily to- 
ward the definite goal of furnishing prospec- 
tive home builders with architecturally pre- 
pared house plans, figured according to 
specification and costing from a nominal 
figure up to $6,000. Architects are handling 
the individual plan on a basis of a two per- 
cent fee with additional charges when 
changes are wanted from the original specifi- 
cations. The association makes no profit, but 
adds one-fourth of one percent to the cost 
of the planned home in order to accumulate 
a reserve fund to retire the sponsor’s debt. 


The institute offers legal advice through Mr. 
Fain anent liens etc., and an attorney’s fee is 
charged only if legal service is necessary. 


Praises NRLDA's Service to Dealers 


Fred R. Stair, Farragut Lumber Co., Knox- 
ville, was re-elected at this time as the associa- 
tion’s member in the directorate of the 
NRLDA. Mr. Stair, in again accepting this 
office, expressed his appreciation of the asso- 
ciation’s confidence in his representation and 
praised the work of the NRLDA, especially as 
to its sponsorship of the National Housing Act. 
He outlined the efforts of the national officers, 
particularly L. P. Lewin, Cincinnati, and Frank 
Carnahan, secretary, who since 1922 advocated 
legislation providing Federal support and super- 
vision of proper housing on a nationwide scale. 

Acting Secretary Minnich and Mr. Mar- 
shall commented further on the work of the 
Federal Housing Administration, and stated that 
the NHA had helped more than any other 
factor to enable the dealer to operate profitably 
during the past two years. Both were enthu- 
siastic about the improved features of the pres- 
ent amended Act, but warned against construc- 
tion on a speculative scale. 


President Renfro appointed the following 
nominating committee to name six new direc- 
tors to replace those whose terms expired at 
the time of the meeting: 

Cc. L. Marshall, Johnson City, Chairman; J. 
Fred Hathcock, J. Fred Hathcock Lumber 
Co., Nashville; R. D. Conger, Yandell & 
Conger, Jackson. 


The morning session adjourned for luncheon 
in the grill of the Hotel Hermitage at 12:30 
p. m., and the meeting reconvened an hour later. 
President Renfro introduced W. T. Brown, 
Knoxville, Indiana Lumbermens Mutual Insur- 
ance Co.; Charles E. Marsh, Memphis, secre- 
tary Memphis Lumbermen’s Exchange, and F. 
M. Richardson, Chicago, of the AMERICAN 
LUMBERMAN. 

Mr. Marsh, out of his wealth of experience 
with dealer associations, spoke enlighteningly 
on the value of co-operative efforts to adapt 
methods to the ever changing system of mer- 
chandising. He said: 

The changes are what we wanted but they 
have progressed far beyond what we antici- 
pated. Changes are vital to the development 
of our business but we can meet them only by 
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working together. Price control has broken 
down the strongest associations, while any 
group can work successfully if its dealer 
members have as their paramount idea to 
better serve the public. To better serve the 
public is a big order—but dealers can do this 
if they invariably deliver the properly speci- 
fied material and offer the prospective home 
builder a “headquarters” to which he can 
come for all the necessary information about 
home construction. 


Small House Construction Bureau 

In Memphis we have supplied “this head- 
quarters” by the establishment of the Small 
House Construction Bureau (Inc.) Architects 
have supplied the bureau with plans and 
specifications for thirty houses adapted to 
our cwn territory, and these are available 
in booklet form. The building cost of these 
homes is $6,000 and under. The bureau, 
which is doing a real job and giving a real 
service, is preventing a repetition of the 
jerry building of the 20’s; it is conducting a 
school for all who contact the public on 
building matters; it is also endeavoring to 
get the “sour taste” of the 20’s out of the 
people’s mouths and furnish them with the 
true facts of building costs and values in 
order to break down the resistance against 
building which has been created by unprin- 
cipled and false propaganda. The bureau, 
conceived strictly and definitely for the pur- 
pose of giving the home builder more for his 
dollar, is meeting with success and a similar 
plan can be effected wherever there is archi- 
tectural supervision. 


Danger of "Mass Production" 


The “mass production” of building, as per- 
mitted under the amended Housing Act, did 
not meet with approval of many of those pres- 
ent, although it was the consensus that high 
pressure selling of such building can be elim- 
inated by stressing correct construction and 
properly specified materials. It was pointed 
out that the most satisfactory sale for the 
dealer is one made to the individual builder 
who occupies his own home, takes pride in its 
appearance and upkeep, and meets all payments 
promptly. One eastern Tennessee dealer re- 
ported that, of all individuals who had built 
new houses in his locality during the past year, 
not one delayed meeting payments on schedule. 
Mrs. C. P. Miller, manager of the Vowell 
Lumber Co., Martin, the only woman retail 
yard manager in the State, and H. N. Moore, 
Brundige-Moore Lumber Co., also of Martin, 
expressed the opinion that the new features of 
the Housing Act present a great opportunity 
for the dealer and tend toward’ more profitable 
operation if dealers do not attempt to “over- 
lap” their trade areas. 


New Directors 


The committee to nominate new directors 
for three year terms, reported its selection as 
follows: 

East Tennessee—H. A. Doak, Doak Lumber 
Co., Greenville; Earl F. Witt, Knoxville. 

Middle Tennessee—John Vaughan, Jr., 
Vaughan Hardware Co., Winchester; U. W. 
Gunter, Gunter Lumber Co., Shelbyville. 

West Tennessee—F. W. Threadgill, Lexing- 
ton; H. N. Moore, Brundige-Moore Lumber 
Co.. Martin. 

The selection of the committee was unani- 
mously approved, and the newly elected direc- 
tors, together with other members of the asso- 
ciation’s directorate, withdrew to elect officers 
for 1938. Other directors include: 

W. B. Dunlop, Jr., Clarksville; W. J. Wal- 
lace, Jr., Nashville; E. K. Butler, Memphis; 
C. L. Carmichael, Knoxville; W. J. Sanders, 
Jr., Tullahoma; J. M. Scheffer, Nashville; W. 
A. Seagle, Jr., Chattanooga; Hewitt P. Tom- 
lin, Jackson; Joe M. Tucker, Jr., Ripley. 


Officers for 1938 


The directors announced the election of the 
following officers : 

President—Paul B. Carr, Carr Bros., John- 
son City. 

Vice President West Tennessee—R. D. 
Conger, Yandell & Conger, Jackson. 

Vice President Middle Tennessee—J. M. 
Scheffer, Scheffer’s (Inc.), Nashville. 
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Chattanooga; Kingsport; 
Treasurer Vice President 
Vice President East Tennessee—C. E. 


Brooks Jr., Citizens Supply Corp., Kingsport. 
Treasurer—Fred Scheidegger, Chattanooga 

Sash & Millwork Co., Chattanooga. 
Secretary—J. A. Minnich, Johnson City. 


Explains New Housing Act 


The creation of the National Mortgage As- 
sociation by the Reconstruction Finance Corp. 
was hailed by B. W. Horner, Memphis, Tenn., 
State director of the FHA, as a vital addition 
to the Government’s housing program. Mr. 
Horner complimented the dealer support of 
the NHA in Tennessee, and urged that dealers 
exert every effort toward furnishing the home 
as a “packaged delivery.” In Mr. Horner’s 
opinion the amended Housing Act offers deal- 
ers an outstanding opportunity to make profit, 
particularly if each dealer knows the actual 
housing needs of his community. He warned 
against overbuiiding, but expressed the opinion 
that this would not occur except in isolated 
instances, because most areas are underbuilt. 
He gave Memphis as an example, stating that 
although Memphis has had an increase in popu- 
lation of 38,000 since 1927, the family unit 
total is the same as it was in that year, new 
houses constructed having equaled the total 
number destroyed by fire or torn down. 

Mr. Horner stated that Tennessee was lead- 
ing all southern States in home construction; 
better designed and more durable houses sell- 
ing at less than ever before should be the aim 
of every dealer; that it is expected that a 
market for 500,000 homes will be available 
each year for the next seven years. 
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"Tenant House" Clause Favored 


Acting Secretary Minnich augmented Mr. 
Horner’s discussion of the new Housing Act 
by reading the favorable opinion of Frank Car- 
nahan, secretary of the NRLDA, on the “sec- 
ond” or “tenant house” clause. This appeared 
on page 39 of the Feb. 12 issue of the AMEr- 
ICAN .LUMBERMAN. ‘This information was 
furnished to Mr. Minnich in advance of pub- 
lication date. 

Announcement was made that J. Tyree Fain, 
who has served the association for many 
years, was officially elected by the directors to 
serve as the association attorney. 


Continue Association on Same Basis 


A large part of the afternoon session was 
devoted to individual expressions concerning the 
association’s future. It was then unanimously 
voted to continue the association on the same 
basis in 1937. Nominal dues were agreed upon, 
and those present pledged themselves to inaugu- 
rate local and regional group organizations, 
with the hope that a strong State organiza- 
tion might be supported at a later date. It 
was also voted that the new president and one 
delegate from each of the three sections of the 
State attend the regional meeting of Southern 
lumber and building material dealers to be held 
March 23-25 at Atlanta. 

A discussion of new and proposed legislation 
affecting dealers was given by Attorney Fain 
as the final feature of the meeting. 





Shingle Producers Reaf- 
firm Need for Quota 


Protection 


Tacoma, WasH., Feb. 19.—The United 
States Red Cedar Shingle Industry (Inc.), rep- 
resenting the shingle manufacturers of Amer- 
ica, was promised renewed support from the 
State administration by Gov. Clarence D, Mar- 
tin, of Washington, when he addressed the or- 
ganization’s annual meeting here last week end. 
He said he would direct every effort toward 
aiding the industry to obtain added import 
quota protection for shingles in pending revision 
of the Canadian reciprocal trade agreement. 

He said that the shingle industry of western 
Washington and Oregon in 1937 made sales to- 
taling $13,000,000, and that an analysis revealed 
that approximately $8,000,000 of this sum was 
spent in payrolls. 

The Washington and Oregon shingle manu- 
facturers who attended the conference elected 
directors, who, in turn, re-elected R. D. Mackie, 
of Markham, Wash., president; H. A. LaPlant, 
of Lyman, Wash., and G. S. Kinney, of Port- 
iand, vice presidents; William Leybold, of Ta- 
coma, treasurer; and C. J. McGrath, of Seat- 
tle, secretary-manager. 

The following directors were elected: C. A. 
Peters, Anacortes, Wash.; F. W. Tilley, 
Everett, Wash. ; D. M. Fisher, Snoqualmie Falls, 
Wash.; H. E. Huling, Forks, Wash.; R. M. 
Ingram, Aberdeen, Wash.; Jess Schwarz, 
Kelso, Wash.; H. L. Snider, Carlton, Ore.; E. 
C. Newberg, Portland; A. E. Case, Raymond, 
Wash.; R. D. Mackie, Markham, Wash., and 
William Leybold, Tacoma. 

The convention program consisted chiefly of 
reports of activities for the last year, with em- 
phasis on the restriction of shingle imports by 
quotas, which the association has worked to 
protect. Imports now are restricted to 25 per- 
cent of the United States consumption. Plans 
were laid to reinforce the quota protection in 
the new trade pact about to be negotiated by the 
United States and Canada. 





Ir you would be healthy, says Poor Richard, 
think of saving, as well as of getting! The In- 
dies have not made Spain rich; because her 
Outgoes are greater than her Incomes. 
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Kentucky Dealers 


Plan Drive For New Business 
Under Revised Housing Act 


LexincTon, Ky., Feb. 21.—The thirty-third 
annual meeting of the Kentucky Lumber & Sup- 
ply Association, held here Feb. 17 and 18 goes 
down in association history as one of the best at- 
tended and well rounded conventions ever staged 
by Kentucky dealers. “The Campbells are Com- 
ing”, paced by Stuart Campbell, Louisville, 
president of the Kentucky association and Don 
Campbell, Lebanon, Ky., president of the Na- 
tional Retail Lumber Dealers Association, led the 
two day session through a. series of practical 
addresses covering the newly revised housing 
act, unit selling, low cost homes and time pay- 
ment selling. Kentucky “Scooped” the nation 
with the erection of the first of the low cost 
homes under the National Small Homes Dem- 
onstration program and the builder, E. L. San- 
dusky, Savage Lumber & Manufacturing Co., 
Lexington, had the house open for inspection 
during the meeting. 

I. N. Combs, Sr., Lexington, first president 
of the association, presided over the fourth an- 
nual past presidents’ dinner; held Thursday eve- 
ning, Feb. 17 at which occasion nineteen former 
association leaders were in attendance. 


Outlook for 1938 


The opening session was called to order at 
ten o’clock Thursday morning, Feb. 17, by 
President Stuart C. Campbell, Campbell & 
Summerhayes, Louisville, who, in his annual 
address, dealt mainly with the outlook for 1938 
and the path dealers must follow for profiable 
operation. He said in part as follows: 

The spotlight of publicity is being directed 
toward us and our business is recognized as 
the focal point around which economic sta- 
bility and recovery must begin. Our coun- 
try is made up of many separate communi- 
ties, large and small. The average person 
wants to live on a certain street and in a 
certain type house, if he can afford it; and 
to gain these ends, usually plans and dreams 
for years ahead. We are thinking of the 
average of our citizenship. When ready to 
execute these ideas, someone near at hand 
must be selected to carry them out, not 
from a catalog of prefabricated-by-the-thou- 
sand homes, nor from a mass production 
standardized manufacturing octupus, but from 
the mind and heart of the man and his good 
wife in consultation with his local architect, 
contractor, and lumber dealer. Homes are 
not and cannot be designed and built like 
automobiles and radios, 


A Tailor-Made Article 


Housing is a tailor-made article, primarily, 
and must be dealt with for the most part, on 
that basis. In the second place, the cost of 
building a home today must take into ac- 
count, for comparative cost purposes at least, 
the many new features of construction re- 
quired for modern living. 


Material costs have declined or remained 
closely comparative during the past ten to 
fifteen years. Through our National asso- 
ciation some answer from our industry should 
be made to statements from the White House, 
relative to the high costs of building. I am 
sure that all of us in the Kentucky associa- 
tion stand ready and willing to co-operate 
with any Federal agency to stimulate build- 
ing and employment, but I believe that we 
have every right to expect our Government 
and the public to hear and know the facts. 
We believe that our Government at Wash- 
ington should realize that the welfare of 
our people is not being safeguarded by being 
regimented into large mass production hous- 
ing projects. 
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Reviews Association Work in 1937 


President Campbell, at the request of Secre- 
tary Klarer, reported on the activities of the 
association and its board of directors during the 
past year. He summarized this work as fol- 
lows: 


In order to increase and sustain interest 
in our association, your directors this past 
year have undertaken three moves to en- 
large the scope of our work: first, raising 
the charges for membership based on sales; 
second, the inauguration of associate mem- 
bership for manufacturers and jobbers so 
that together we may most effectively and 
intelligently educate the public on better 
housing in Kentucky; third, a field man has 
been employed to increase and better serve 
the membership from the secretary’s office. 

I want to cite a few opportunities for 
dealer members of our association which in- 
dicate the constant research and activity 
which goes on in councils of our National 
organization or that center, after originat- 
ing in some local group. First, that a sales 
training course for lumber dealers is to be 
offered through our National association at 
avery nominal cost. : 

Your association offers you at only a nomi- 
nal cost, a collection service. This is not an 
experiment as it has been in operation for 
eight years and has served successfully 
400,000 accounts. Recently, your association 
took the lead in defeating a bill introduced 
into our State Legislature requiring every 
residence costing over $4,000 to be designed 
by a licensed architect. Another insidious 
bill to license, after a technical examina- 
tion, painters and paper hangers and to pro- 
hibit others from engaging in this business, 
was recently offered. Rest assured your as- 
sociation is busy combating this thoughtless 
legislation. Your secretary’s office has. pur- 
chased a complete set of moisture content 
gauges for lumber, to meet the minimum 
requirements under new regulations of the 
FHA; the FHA in Kentucky agreed to ac- 
cept the findings from these instruments. 

Judge Roscoe R. Dalton, State director FHA, 
Louisville, explained how Kentucky dealers may 
benefit in 1938 from the revised housing Act, 
and T. Noonan Ryan, chief FHA underwriter 
for Kentucky, explained the minimum construc- 
tion requirements for FHA loans in that State. 


Convention Committees 


President Campbell appointed the following 
committees : 

Resolutions—C. S. Roemer, Bowling Green, 
chairman; Porter Nunnelley, Georgetown; 
William P. Morton, Hazard. 

Nominations—Lucien Ruby, Providence, 
chairman; Hobart Reams, Middlesboro; R. C. 
McNay, Erlanger. 

Legislative — Lambert Suppinger, Frank- 
fort, chairman; J. O. Stagg, Danville; E. L. 
Sandusky, Lexington. 

The initial morning session closed, as did all 
other sessions, with an attendance drawing for 
three cash prizes for dealers. 


Advantages of Package Selling 


The convention reconvened for the afternoon 
session at two-thirty o’clock to hear E. L. San- 
dusky, Savage Lumber & Mfg. Co., Lexington, 
discuss the highly controversial subject, “Must 
the Dealer Promote Unit Selling to Protect His 
Business?” Mr. Sandusky, builder of the first 


1938 low-cost demonstration home, which is de- 
scribed in an article elsewhere in this issue, said 
in part as follows: 

In our market, we are faced with the con- 
ditions which operate to destroy our profits. 
The mail order houses and commission houses 
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Inspect First '38 
“Demonstration 
Home ;” Advis- 
ed to Further 
Unit Selling 


sell direct to our consumer at, and in many 
cases below, our cost without allowing any- 
thing for our overhead. This of course is 
a cash proposition and what we get is what 
is left after the plumber and painter and 
others have all got theirs. Then we have the 
small yard which stocks very little material, 
often just an office and a car or two of di- 
mension, buying the balance of his material 
just as it is sold and operating on a very 
small overhead and even smaller profit. 


Center of Building Activities 


The consumer is demanding the finished 
product, the complete unit, either through 
plans and specifications or through the fin- 
ished home: The consumer is also demanding 
a responsible party who will build or sell 
him a home; who will assume all of the de- 
details of furnishing him with plans, the 
material and the supervision. The dealer must 
do this. His yard should be the center of all 
building activities. He should be the leader 
in selling his own materials. He must as- 
sume full responsibility for the sale of his 
products. It raises him out of the cheap 
competitive class; aids in selling additional 
products by being in direct contact with the 
owner. 

By reason of the facts that he can increase 
his sales, maintain a fair profit and decrease 
his percentage of overhead, he can actually 
sell cheaper. This enables him to meet de- 
structive competition. 


Message from "National" President 


Don A. Campbell, Lebanon, Ky., president of 
the NRLDA, addressed the meeting at length 
on the subjects of housing, building costs, the 
progressive work of the NRLDA and the Na- 
tional Small Homes Demonstration Program. 
In addition to fully describing the small homes 
program for 1938, he said in part as follows: 

My greatest desire in the coming year is 
that we, as an industry, will be given free 
rein to manage our own affairs, and that 
housing cost publicity which is released will 
come from sources that know, rather than 
from the brains of those who have to furnish 
an excuse for holding a job. Our prices are 
down in line with what they should be. We 
are offering to the public a ten percent to 
fifteen percent better house that we did ten 
years ago. 

Just because there is a shortage of homes, 
just because the people are homie conscious 
and just because the money is going to be 
available does not mean that we, as individ- 
ual dealers, are going to have to employ 4 
doorman to keep them in line. It is going 
to be left up to us as to what we make of 
these opportunities. 

I am not going to regale you with a long 
story about your National association in 
Washington, what it has done and will con- 
tinue to do for you. You are all conscious 
of this through your secretary and the scope 
of the work which he is enabled to do by 
his contacts with agencies outside of the con- 
fines of our own territory. 


We have, in Secretary Frank Carnahan of 
the National, a man worthy of his hire. Now 
that Title I is finally passed, with the pro- 
vision for new construction up to $2,500, you 
can thank your own association as well as 
your National for it in general, but to Frank 
Carnahan specifically, should go the lion’s 
share of the glory, and you can thank him 
every time that you sell a job under this 
new setup. He showed the Administration 
that during the short life of Title I, it ac- 
counted for over $560,000,000 worth of re- 
pair work and that the ratio of net loss on 
this amount of business was only a little 
over one percent. 

We do not approve of the mass housing 
feature, which was fostered by a powerful 
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administration group, as a part of Title II. 
We know that it is basically unsound and 
that no possible good to the retail lImber 
dealer can come from it. Congress would 
do well to not let itself be misled by 
radical New Dealers seeking to build low 
cost houses by the incubator method. 


Heading Toward Low Cost Homes 


In 1938, F. W. Dodge Corp. estimates from 
210,000 to 220,000 new family dwellings will 
be built, twelve percent more units than last 
year, but only an estimated nine percent in- 
crease in total dollar volume. Taking this 
at its face value, we can see that a greater 
number of building units than total dollar 
volume means that we are heading toward 
smaller and lower priced homes. Recogniz- 
ing this fact, the NLMA, together with your 
own National association, jointly are spon- 
soring another National Small Homes Demon- 
stration program. 


Dealer-Contracting Often Essential 


I do not mean that we are all going to 
have to go into the contracting business, al- 
though I must admit that in the small com- 
munities over the country that this is what 
However, where this is not 


is happening. 
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Alcott, Red Cedar Shingle Bureau, New York 
City; Ormie C. Lance, Minneapolis, secretary 
Northwestern Lumbermen’s Assoc. 


Condemns False Pride 


Mr. Lance, as the final speaker of the after- 
noon session, discussed “pride” in its relation- 
ship to operation of a retail lumber and building 
material business. He said in part: 

Nothing means more to a dealer’s success 
than pride in his business, but from fifteen 
years of observation I can definitely say that 
his most serious problems result from having 
too much pride of volume, prestige and indi- 
vidualism. 

He gave examples of actual cases of false 
pride proving that pride can be misused to the 
extent that a dealer will hog business, expect 
more than his share because of his standing in 
the community and live solely unto himself 
because of stubbornness, arrogance and selfish- 
ness. 

At the invitation of Mr. Sandusky, many of 
the dealers visited the “model home” just com- 
pleted by his company. Each dealer was fur- 
nished with a cost breakdown of the house, the 





Standing, from left to right: O. C? Lance, secretary Northwestern Lumbermen's Association; Leo Klarer, 

Jr, secretary Kentucky Lumber & Supply Association; J. D. McCarthy, secretary Illinois Lumber & 

Material Dealers Association. Seated, from left to right: T. Noonan Ryan, Kentucky FHA Underwriter; 
J. N. Adkinson, newly elected president of the Kentucky association 


practical, as in the metropolitan areas, we 
are going to have to form a closer working 
group, in our respective towns, of all the 
building trades, the real estate man, the 
architect and the contractor. Your job is 
to make the public realize that this building 
industry of ours is not made up of separate 
units, all working against each other, but 
rather a close working. group interested in 
Seeing that the customer gets a completed 
job at the right price. The biggest indict- 
ment that I know against the members of 
our industry is that too often we fail to con- 
tact the ultimate consumer of our merchan- 
dise, too often we deal only with the con- 
tractor after he has seen all the other deal- 
ers in our town for prices. We should go 
out after all of the consumer’s dollar that 
rightfully belongs to our industry. We must 
be prepared to fulfill the desire on the part 
of our customer for a completed job. 


Three Secretaries at Meeting 
_ President Campbell introduced visitors who 
included: J. D. McCarthy, Springfield, Ill., sec- 
retary Illinois Lumber & Material Dealers As- 
soc.; R. W. Slagle, Indianapolis, secretary In- 
diana Lumber & Builders Supply Assoc. ; Frank 


construction of which was outlined and ex- 
plained to the visitors while on the property. 


Highlights of Convention Resolutions 


W. P. Morton, Home Lumber Co., Hazard, 
as a member of the resolutions committee, re- 
ported for this group at the opening of the 
morning session, Feb. 18. Resolutions, unanim- 
ously adopted, expressed appreciation of good 
will for the co-operation of the manufacturers 
and jobbers who are associate members of the 
association, many of whom were numbered 
among the exhibitors at the convention; ap- 
proved continuance of the association’s affilia- 
tion with the NRLDA;; offered continued co-op- 
eration with the FHA and the Small Homes 
Demonstration program; thanked Mr. San- 
dusky for his progressiveness in leading the na- 
tion with the construction of the first model 
home of the program. 

Mr. Sandusky, reporting for the legislative 
committee, asked that opposition be offered to 
the State “architect” and “craftsmen” bills, 
which, if passed, would seriously hinder Ken- 
tucky’s home building program and increase 
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labor costs; advocated support of the “itinerant 
peddlers” bill, to protect the investment of es- 
tablished businesses. 


Re-elect All Directors Except Two 


Lucien Ruby, Ruby Lumber Co., Providence, 
chairman of the nominations committee, offered 
a report which called for the re-election of all 
directors with the exception of two. The report 
was approved and the following were elected: 

Directors for one year—Don A. Campbell, 
Boner-Campbell Co., Lebanon; Stuart C. 
Campbell, Campbell and Summerhayes, Louis- 
ville; Lucien Ruby, Ruby Lumber Co., Provi- 
dence; Carlos Jagoe, Daviess County Planing 
Mill Co., Owensboro; R. H. Humber, Humber 
Lumber Co., Henderson; W. Hobart Reams, 
Reams Lumber Co., Middlesboro; E. L. San- 
dusky, Savage Lumber and Mfg. Co., Inc., 
Lexington; John McCormick, McCormick 
Lumber Co., Mt. Sterling. 

Directors for two years—R. C. McNay, 
Boone-Kenton Lumber Co., Erlanger; C. 
Steve Roemer, Roemer Bros., Bowling Green; 
M. D. Royse, Winchester; Joe O. Stagg, Stage 
Lumber Co., Danville; R. H. Poindexter, J. R. 
Poindexter & Co., Cynthiana; Rumsey Tay- 
lor, Princeton Lumber Co., Princeton; Cliff 
Treas, Treas Lumber Co., Benton; W. P. Mor- 
ton, Home Lumber Co., Hazard; S. W. Hearne, 
Patton Lumber Co., Ashland. 


Farm Building Plan Service 


James B. Kelly, professor of Agricultural En- 
gineering, University of Kentucky, Lexington, 
discussed the farm building plan service of the 
State university, which was established by Pro- 
fessor Kelly in 1921, offering a service of fifty 
plans at that time, which has been expanded to 
imclude 300 plans for farm structures. He said 
that 40 percent of the 10,000 farm structures 
built in the State last year had been erected 
from plans furnished by the service 


Efficient Collection Bureau 


Ross Kuhlman, secretary of the Cincinnati 
Lumber & Millwork Association told of the 
credit bureau, as a department of his associa- 
tion, established seven years ago, to offer its 
members a tangible service in the form of 
weekly checks from collections made on ac- 
counts sixty days and over. To operate, the 
bureau has cost the association, according to 
Mr. Kuhlman, 6.4 percent on the amounts col- 
lected. Its setup includes a collection service 
of 127 form letters and the services of collec- 
ters. The bureau strives not only to collect 
the money due but to maintain a relationship 
of good will between the dealer and the cus- 
tomer. 

Capitalization on time-payment selling of 
building, remodeling and modernizing under the 
new Title I of the Housing Act, was the theme 
of the address given by G. A. Snider, First 
Bancredit Corp., Cincinnati. 

iil : =~ —— 
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Name New Officers 


A luncheon meeting of the directors was held 
on the final day of the convention and the fol- 
lowing officers and directors were elected: 

President—Joseph N. Adkinson, Adkinson 
Brothers Co., Carrollton. 

Vice President—Rumsey Taylor, Princeton 
Lumber Co., Princeton. 

Secretary-treasurer—Leo Klarer, Jr., Louis- 
ville. . 

Directors to NRLDA—Joseph N. Adkinson, 
Carrollton; Leo Klarer, Jr., Louisville. 


Speakers at the final session, Friday after- 
noon, were E. W. Dienhart, Chicago, who dis- 
cussed the developments of the concrete house 
and the precast units involved, and Zenn Kauf- 
man, New York City, who took as his topic 
“Showmanship in Business.” 


Entertainment Features 


The convention was concluded Friday evening 
with a capacity attended banquet and dance at 
the Lafayette Hotel. Entertainment features 
for the visiting ladies included a tour of 
Lexington’s historic spots, two luncheons and 
two interesting lectures, provided by the wives 
of members of the Central Kentucky Retail 
Lumber Dealers Association. 
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Western Retailers Hold Notable Con- 
vention With Housing as Theme 


SPOKANE, WASH., Feb. 19.—Merchandising 
low cost homes under the new Housing Act 
was the timely central theme running through- 
out the sessions of the 35th annual convention 
of the Western Retail Lumbermens Associa- 
tion, which closed here tonight in a blaze of 
glory with the annual banquet and ball. 

An unusual spirit of friendliness and optimism 
pervaded the atmosphere throughout the conven- 
tion of this big and growing organization which 
has made such great progress under the dynamic 
leadership of its retiring president, Alfred D. 
Collier, of Klamath Falls, Ore. This spirit was 
exemplified when President Collier introduced 
the Klamath Falls delegation, a 100 percent rep- 
resentation of the retail lumber dealers of that 
city, all of them his competitors coming to the 
convention to back up his administration. 

The friendliness of these lumber retailers was 
not only extended to one another as competitors 
but to every branch of the industry—to the 
manufacturers, jobbers, and wholesalers from 
whom they buy and with whom there has been 
built up a greater spirit of co-operation than 
ever existed in thé past. 

There was also recognition by the retailers 
of their responsibility to the public, to their 
country, and to their communities, to the prob- 
lems facing builders, architects, contractors, 
lending agencies, and all those factors con- 
nected with the building industry. 

The program was broad in scope yet not sur- 
feited with set addresses. There was little 
“long-winded” oratory but there was quality 
and versatility in those speeches accorded a 
place. Speakers ranged from an Indian chief 
to a Baptist preacher and included a college 
president and a lawyer in addition to the in- 
dustry’s own orators. 

A new feature of this year’s program arrange- 
ment was the departmentizing of discussion by 
dividing the convention into three groups. Fri- 
day’s sessions were devoted to six subjects for 
discussion, three in the morning and three in 
the afternoon. These were held in separate 
rooms with individual chairmen and the mem- 
bers could attend the ones in which they were 
most interested. 

To say that the entertainment was lavish is 
not enough. Ray Beil and his army of Spo- 
kane lumbermen just had to break all previous 
records. 

The attendance was one of the best in the 
history of the organization, running between 
seven and eight hundred registrations. 

The good old American Indian furnished the 
colorful back ground of decorations and enter- 
tainment; in fact, the Indian motif prevailed 
throughout, supplying most of the idioms for 
the speakers as well as furnishing the scenery. 

The Montana delegation, there’ as usual both 
in large numbers and enthusiasm, brought to 
the convention the handsome and stately Crow 
Indian Chief Max-Big-Man. The Oregonians 
bragged about the Modocs and the Klamaths 
and Chief Willie Andrews, or in his own native 
language, Chief Que-toon (Black Spirit) in a 
lavish ceremony inducted President Collier into 
the Spokane tribe. 

General business program started Thursday 
morning. Following music and invocation there 
was the tribal ceremony at which Chief Que- 
toon of the Spokane tribe and his Indian as- 
sistants adopted President Collier into the Spo- 
kane tribe membership. The stage was set with 
a background of an evergreen forest and the 
typical Indian tepees. Chief Que-toon pro- 


nounced the meaningful words in his native 
tongue and then decorated President Collier 
with his elaborate feather head-dress to the 
accompaniment of Indian chanting and drums. 
President Collier proved himself to be no less 





an actor than the Aborigines and in return pre- 
sented a compass to Chief Que-toon as well 
as a token known as the sign of Black Pole 
Angus from the Klamaths. 


President Makes Spicy Report 


President Collier in giving his brief and 
rather spicy report of the Association’s activ- 
ities during the year, modestly stepped aside 
from any credit to himself, saying that with 
an association organized as this one is, the 
president is only a straw-boss and not very 
important. He did a good job of selling the 
Association to its members present. He gave 





A. O. SHELTON, 
Salt Lake City, Utah; 
Newly Elected President 


as the outstanding accomplishment the tremen- 
dously improved relationship between manufac- 
turers and retailers. He said: 

I think if nothing else was accomplished, 
this fine spirit of friendship which has been 
built up between all branches of the industry 
was worth all of the efforts of the Associa- 
tion. I wouldn’t say that all distribution 
problems are settled. Those problems will 
not be entirely settled at least for a long, 
long time. Much progress however is being 
made. 

He pointed out that one of the activities of 
the managing director, W. C. Bell of Seattle, 
was directed toward straightening out problems 
of unethical distribution. The method was 
smoking the pipe of peace and counselling with 
manufacturers. The managing director also had 
been sent back to the land of the Rising Sun 


report to very few words. 


to counsel with other sections in regard to na- 
tional problems. - 

One of the things the president stressed was 
that retail lumbermen are today able to give 
the home owner greater value per dollar than 
ever before. 

As to the future, he stated that the retailer 
has been given a great responsibility and is 
challenged as never before to make this coun- 
try’s housing program go over. He said: 

You are the ones that are advising the peo- 
ple what products have honest value, and 
are explaining to them the sincerity of the 
manufacturers who are behind these prod- 
ucts. Yours is the responsbility of helping 
these people spend their money which repre- 
sents the sweat of their brows. 


Managing director, W. C. Bell, reduced his 
He pointed out 
that this 35th anniversary convention brought 
retailers and their friends together from six 
Northwest States. 

He pointed out as one change from former 
programs the departmental sessions on Friday, 
which it was hoped and believed would facili- 
tate discussion of problems by those particularly 
interested in them. Mr, Bell paid an especially 
appreciative tribute to the work of President 
Collier in the past year. 


The “Western Viewpoint" 


The Western Viewpoint was the subject of 
an address opening the Thursday afternoon ses- 
sion by Harrison C. Dale, president, University 
of Idaho. President Dale warned his audience 
that those who lived in the West should be cog- 
nizant of changes in industrial development. He 
told particularly of his own knowledge of the 
development of houses made from competitive 
materials such as steel, glass etc. He pointed 
out that the first steel houses built were not 
attractive or desirable, but that now steel houses 
had been produced that are both attractive and 
commodious, although up to date they have 
not been able to meet wood construction prices. 
He divided the interests of the eastern part of 
the United States and the western part into 
what he termed extractive and fabricative in- 
dustries. He pointed out that those that live 
in the West, regardless of whether they are 
retail lumbermen or doctors, or lawyers, or 
college professors, are in the position where 
their prosperity depends upon the extractive in- 
dustries. These extractive industries are the 
ones that take to the market raw materials that 
are supplied by Nature, such as lumbering, min- 
ing and agriculture. They are the typical in- 
dustries of the West. 

Fabricative industries are located at or near 
the market, while the extractive industries must 
be located at or near the source of supply of 
raw material. 

B. H. Kizer, of the Northwest Planning Com- 
mission, gave an illuminating and interesting ad- 
dress on the development of western industries 
and the need and strides being made through in- 
dustry planning toward the conservation prob- 
lem which Mr. Dale had brought out. 

He stated that the original conception of con- 
servation was based on an idea of locking up 
the forests and other natural resources to pre- 
serve them for the use of posterity. Now in 
the plans of the State Planning Commission is 
an endeavor to put back products into the soil 
as they are taken out for use. Along this line 
is the idea of sustained yield operations of for- 
ests. Such plans cannot be put into effect in 
their entirety in a year or decade, but progress 
is being made and eventually will be generally 
put into use. Already much has been done 

F. Dean Prescott, long a member of the 
along this line. 
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Dealers Urged to Recognize Their Responsibility As Community Author- 
ities on Building --- Stress Quality Merchandise and Advertising---Lumber 


Estimating, Modern Selling, Cost of Doing Business Among Subjects Dis- 
cussed--Indian Motif Gives Colorful Background 


Western Retail Lumbermen’s Association and 
active in the work of NRLA, was introduced 
by President Collier as a distinguished guest 
and brought a message and greetings from Cali- 
fornia lumbermen. He expressed the hope that 
the Western Retail Lumbermen’s Convention 
would develop into a Western lumber confer- 
ence for 1939 to be held in California, where 
those attending could visit the 1939 World’s 





J. R. COFFIN, 
Elko, Nev.; 
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Fair in San Francisco. He told the retailers 
that California was already on its way in the 
promotion of low cost homes. 

Jim Stevens, of the West Coast Lumber- 
men’s Association, quoted from the foreword 
of a small homes manual which is being worked 
up in co-operation between the Western Retail 
Lumbermen’s Association, the West Coast Lum- 
bermen’s Association and the Red Cedar Shingle 
Bureau. This foreword is an excerpt from an 
address by W. B. Greeley of the West Coast 
association at its annual meeting. Col. Greeley 
urged lumbermen of all branches. of the industry 
to post themselves fully on the financing of new 
homes under the new Federal Housing Act. 
In this field, the retailer was acknowledged the 
most important link in the distribution of lum- 
ber products. 

President Collier pointed to this as a fine 
spirit of co-operation. He said this acknowl- 
edgment is a point that the western retailers 
have been talking for many years, namely, that 
the retailer is the important link in lumber 
distribution. 

Many messages were recived by wire from 
various points of the United States and from 
organizations including the NRLDA and the 
Red Cedar Shingle Bureau. Many of them 
urged retailers to enthusiastically take advan- 
tage of the opportunity afforded them in the 
new Housing Act. 
son, Oregon field man, in connection with Boys 
Builders Clubs, stated that 300 boys joined him 
in wishing the retailers a successful and con- 
structive convention. 


Housing Act Viewed as “Marching Orders" 


Carl Blackstock of Seattle, called to the plat- 
form by President Collier to take the place of 
Bruce Wilson, educational director Federal 
Housing Administration, who was detained in 
Washington, D. C., said that the passing of the 
Housing Act was “The issuance of marching 
orders,” Long an ardent advocate of the FHA, 


A wire from O. G, Hugh-° 


Mr. Blackstock said that he was glad that now 
everyone is getting the fever. He went into 
some. detail explaining the provisions of the 
new bill, in so far as they are available. Also 
referring to the improved spirit of co-operation 
in the different branches of the industry, Mr. 
Blackstock said that he believed the coming 
years would be known as the “Era of good 
feeling,” that the long step has been taken on 
the part of the manufacturer and wholesaler of 
recognizing the retail lumber dealer as the best 
medium of distribution. 

“If something like this FHA had happened 
to the lumber dealer back in 1926 we would 
have become rich,” Mr. Blackstock said, “it is 
possible now to build a house more cheaply than 
at any time in the past 18 years and it is time 
for us to get busy and do it, for if we don’t 
someone else will. 


Models As Aid to Selling 


“I suggest that every man get a copy of the 
FHA regulations and study them. I advocate 
that you use models in trying to sell to women, 
and women are largely the buyers of homes in 
the final analysis. A woman can see a model, 
can visualize just where she would like a door 
or window changed much better than if she 
were looking at a blue-print, and money and 
time can be saved by knowing these things in 
advance. 

“It is beyond comprehension what this hous- 
ing business may mean to us all in the next ten 
years; it may amount to more business than the 
automobile industry did in the last ten, and 
that is a big order. The retail lumber dealer 
has an opportunity to be the spearhead of a 
great movement.” 

In summing up Mr. Blackstock’s remarks, 
President Collier suggested that the Western 
Retail Lumbermens Assn. might consider sup- 
plying small model homes to its membership and 
he urged the retailers to recognize that if- this 
movement is to be successful they will all have 
to back it up with their efforts. 

Clark Jackson, state director of the F.H.A., 
further explained the Act and answered many 
questions propounded by various dealers. 





Hold Stimulating Conferences 


Friday the various groups especially interested 
held their discussions of topics particularly 
chosen as presenting current problems. 


W. J. Howard, secretary of the Montana Re- 
tail Lumbermen’s Association, Helena, Mont., 
was chairman of the group interested in the 
discussion of distribution. This is not a new 
subject for retailers to discuss; in fact, it is 
as old as the Association, itself, particularly 
as it affects ethical trade practices among dif- 
ferent branches of the industry. 

Although there was considerable discussion 
of unethical practices among producers of va- 
rious types of building materials, including lum- 
ber, Chairman Howard chose to direct consid- 
erable emphasis to the broader scope of distri- 
bution. He told the retailers that they are not 
lumbermen but are distributors of building ma- 
terials. Distribution as he sees it covers prac- 
tically all the activities of retailers and there- 
fore is closely related to all other discussions 
being carried on during the day. 

The practice of some manufacturers in deal- 
ing direct and selling to larger jobs and then 
offering a commission to the retailer in the ter- 
ritory was condemned and such a commission 
was termed “hush money.” 

The old idea of concerted boycott against 
manufacturers who sell direct to dealers’ cus- 
tomers was pretty generally discarded as ille- 
gal and unworkable and unnecessary. This, 
however, does not prevent the individual retailer 
from refusing to handle products of the manu- 
facturer that invades his territory. Consider- 
able progress, however, has been made in con- 
vincing manufacturers that the retailers can han- 
dle sales between them and their consumers 
much better than they can. 


Proper Distribution Means Co-operation 


Chairman Howard presented a large chart 
on the subject of distribution. This chart 
showed the retail lumber dealers and manufac- 
turers of building materials working together 
to secure their share of the consumer’s dollar. 


The registration booth at the Western Retail convention was a big Indian tepee, in a setting of pine 

trees, and here presided Chief Que-Toon (Black Spirit) with his braves. 

meet incoming groups of delegates at the depots and escorted them, as they rode in an old stage 
coach, to the hotel 


These Indians, in full regalia, 
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He stated that anybody can build a factory and 
produce commodities, but making the sales is 
the real problem. Getting the full share of the 
consumer’s dollar is a fundamental problem of 
both manufacturer and retailer. The chart 
showed the long line of consumers with their 
dollars but a considerable wall of sales resist- 
ance there to overcome. 

The associations of retailers and manufactur- 
ers were considered simply as handling the 
things which a group is able to do better than 
the individual. Mr. Howard contended that 
the matter of whether distribution goes through 
the retail dealer is largely up to the dealer 
himself. The responsibility lies upon him to 
do a good job of selling. In his opinion the 
retailers are doing a good job but can do a 
still better job and as they do it will eliminate 
most of the trouble about distribution. 

The dealer should be a student of his business 
and be able to qualify as an expert on building 
materials, He should be careful to handle 
quality merchandise. It was pointed out that 
advertising does not consist of using manufac- 
turers’ mats and that is not dealer advertising. 
The dealer should give the necessary thought 
to develop his own local advertising to fit the 
local conditions and bring the result to him. 

House to house selling can be overdone and 
that type of solicitation is not performing a 
function if it does not create new business. The 
dealer knows all about his service but the pub- 
lic does not; therefore it is important to adver- 
tise your own services. 


Reports on Small Business Men's 
Conference 


Herman Schumacher, of the Monroe St. Lum- 
ber Co., Spokane, interjected an interesting dis- 
cussion on distribution. He was a delegate to 
the recent conference of so-called “small busi- 
ness men” at Washington. He pointed to the 
unfair business practices whereby chain stores, 
particularly large mail-order houses, enjoyed 
costs 25 to 30 percent less than retail lumber 
dealers, particularly when purchasing wall- 
boards and other building materials which 
amount to about 50 percent of the business. He 
thought the Robinson-Patman Act is ceasing to 
function as intended because it is being shot 
full of holes by the high priced attorneys for 
chain stores. He expressed the opinion that 
the independent retailers are rapidly being 
driven out and that the chain stores are a 
menace to small communities because they are 
not interested in them in any way except to 
get money out of them. Mr. Schumacher paid 
a tribute to the lumber line yards as being dif- 
ferent from the chain stores. In that respect 
the lumber business had been very fortunate. 

Mr. Schumacher read a copy of the resolu- 
tion which the fair-trade practices division of 
the small business men’s convention had drafted 
and presented to the Government at Washing- 
ton. By motion, lumber dealers in this group 
submitted a copy of the small business men’s 
recommendations to the Board of Directors of 
the Western Retail Lumbermens Association for 
their study and probable support. 

Roy Dailey, Seattle, spoke for the National- 
American Wholesale Lumber Association and 
its efforts to uphold ethical trade practices. He 
pointed out that many retail organizations have 
used various dodges to secure the wholesalers’ 
margin and said that the retailer who buys as 
a wholesaler lays himself wide open to compe- 
tition from a wholesaler who may sell as a 
retailer. Ethics should work both ways. 


Discuss Many Important Problems 


The other discussions Friday morning in- 
cluded Building Finance, chairman of which 
was V. H. Dent, of Seattle, Wash., and Esti- 
mating, under the direction of L. P. Rider, 
Olympia, Wash., as chairman. Lumber Esti- 
mating was discussed by C. S. Richardson, of 
the Lewiston-Clark Lumber Co., Lewiston, Ida. 
Hardware Estimating was handled by Ben 
— of the Monroe St. Lumber Co., Spo- 
ane. 

Xavier Baker, of the Builders Material Co., 
Longview, Wash., described the methods of es- 
timating costs of insulation. Other subjects 





were Concrete Estimating, by J. A. Fowler, 
Klamath Valley Lbr. Co., Klamath Falls; 
Roofs, by Carl Allen, Hyak Lumber Co., 
Olympia; Plastering Materials, Don Mansfield, 
of McGoldrick Lumber Co. Spokane; Modern- 
ization Work, C. S. Kenyon, Kenyon-Noble 
Lumber Co., Bozeman, Mont.; Millwork, by 
W. E. Hermason, of the Shookley Lumber Co., 
Baker, Oregon. 

Friday afternoon, subjects for discussion 
were: Modern Selling, with Willard Brown, of 
Snohomish, Wash., as chairman; The Cost of 
Doing Business, D. B. Hartman, of Tacoma, 
Wash., chairman; Low Cost Housing, L. B. 
Nadeau, Eugene, Ore. chairman. 

In the low cost housing discussion Chairman 
Nadeau presented a few charts showing the 
trend of building permits, the percentage of peo- 
ple in the different income brackets, and dem- 
onstrating the apparent large field for the 
smaller low cost homes, which he said had not 
been scratched as yet and urged that this was 
the place to get busy. 

Jim Stevens, West Coast Lumbermens Assn., 
described the NLMA low cost demonstration 
homes and spoke of the promotional value of 
demonstration homes which gave publicity for 
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the dealers building them. He described the 
West Coast Lumbermens Association so-called 
“Woodway growing home.” This is a simple 
plan of a house of a very few rooms and plans 
showing how additions can be made to it later. 
Mr. Stevens said that the Puget Mill Co. in 
Seattle is now building 100 growing homes of 
different designs. 


A Few of the Highlights 


Just to mention a few of the highlights com- 
ing out of this discussion, one thing was that 
the cost of building materials has been going’ 
down during the last six months but during 
that same period rents on homes have been on 
the upward trend. 

Custom cut lumber supplied by the dealer to 
the contractor in exact lengths in which it will 
be used is a better plan than any pre-fabrica- 
tion construction. Most of the discussion was 
to the effect that pre-fabrication has not proved 
a success, as the reduction of cost is not nearly 
commensurate with the lack of individuality and 
flexibility. 

Montana dealers have had good success in 
using window displays with good colored pic- 
tures rather than building model houses. 

The public has become so building minded or 
building wise that contractors find it impossible 
to skimp on their material they put into a job 
today. 

Last Session an Inspiration 


Saturday forenoon was devoted to the last 
business session and it was a fitting close to a 
highly constructive and successful gathering. 
It was the inspirational highlight of the pro- 
gram. . 
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Wes Anderson, of Logan, Utah, who always 
has a worth while message, pointed with a bit 
of pride to that former convention gathering in 
Portland “when we were in the valley of the 
shadow.” He said at that time we were con- 
cerned with an idea that proved to be a vehicle 
which might restore employment and revitalize 
industry and we suggested a home building cam- 
paign. 

He said that you who have followed the trend 
since then are aware of what has taken place 
and know that “as lumbermen we got more than 
we had ever asked for.” He pointed out that 
there were things that lumbermen did not agree 
with, but he also said if we had written it our- 
selves we still wouldn't like it, so it is not 
strange that there are some things about the 
Federal Housing Act with which we are not 
fully in accord. He pointed out that it would 
hardly be expected that lending agencies would 
be enthusiastic about legislation which has re- 
duced their rate of interest and brought some 
competition to bear on building and loan or- 
ganizations. 


He urged the lumbermen to accept their op- 
portunity. At the same time the lumber dealer 
must accept his responsibility, which involves 
protecting future of the business and making 
sure that the builder gets a building that will 
stand because of the integrity of the materials 
in it and that these homes will prove that they 
were right, five or ten years, or any time after. 
Thus it will be proven that these loans over 
a long period were good loans backed up by 
good property. 


President Spikes Down Two Planks 


W. C. Bell, Seattle, managing director of 
the Western Retail Lumbermen’s association, 
summed up the program and hopes for 1938 by 
stating two definite planks in the program for 
this year. 


1. To be sure that information going out 
from the association and other sources is 
clear to the member retailers, models, graphs 
and motion picture lectures are being pre- 
pared and these will be shown and explained 
to retailers in the member cities in group 
meetings. To keep in mind what is thus 
learned, the members will be given follow-up 
text to take away with them. 

2. Fine programs, including motion pic- 
tures prepared to interest the home owner 
and prospective customer; models, charts, 
projection machines, and a lumberman pre- 
pared to speak well and with authority are 
to be available to bring before service clubs, 
chambers of commerce, school groups and 
others throughout the Northwest in order to 
help the retail dealer sell home building to 
the people of this section. 


Old Guard Dinner a Feature 


The Old Guard dinner is a feature which 
originated only a few years ago and is held on 
the evening before the convention starts. To 
it are invited members and associates who have 
for many years been in attendance at these con- 
ventions, together with some so-called distin- 
guished guests. 

This dinner, held Wednesday night, was pre- 
sided over by Carl Blackstock, of Seattle, for- 
mer president of the Association and active 
member of the executive committee of the Na- 
tional Retail Lumber Dealers Association. 
There were eleven ex-presidents of the Asso- 
ciation at this dinner. The first speaker was 
that stalward Indian, Chief Max-Big-Man, of 
Crow Agency, Montana. He said something 
to make the lumbermen proud of their vocation 
because they are furnishing material for many 
homes. He said the white man’s religion says 
that if you do good to people here you will 
go to Heaven. He expressed the opinion that 
if the white man’s religion is correct, it should 
mean that lumbermen even if they do make 
some mistakes will go to Heaven because they 
are furnishing the homes for so many people. 


A Washington retail lumbermen’s convention 
and, for that matter, almost any lumber conven- 
tion in the West, would be incomplete without 
the stories from Tom Shields, of the Simonds 
Saw Co., Seattle. Tom was just as good as 
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ever and helped to make the evening a suc- 
ess. 

’ C. W. Gamble, Boise-Payette Lumber Co., 
Boise, Idaho, told of the good effects and rec- 
ords of the Old Guard dinner since its incep- 
tion a few years ago. 

Andy Landram, St. Paul & Tacoma Lumber 
Co., Tacoma, discussed the great opportunity 
the lumbermen have to sell homes now with the 
new financing under the Federal Housing Act. 
He said: “We don’t want to sell just 2x4s, we 
want to sell homes. Now with the government 
financing we can sell homes to many people 
who couldn’t afford them before.” 

Wes Anderson, Logan, Utah, dealer, was 
introduced as a “New Dealer.” He accepted 
the challenge. He said that four years ago this 
Association had a cash balance that was equal 
to just 1 percent of the sum announced in the 
treasurer’s report today. From this he opined 
that the lumbermen “have not done so damn 
bad,” in fact he expressed the opinion that the 
last few years, the bankers and lumbermen 
have got the most out of the New Deal. He 
suggested that if lumber can keep out in front 
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Feely, president Seattle Lumbermen’s Club, and 
the real message was brought to them by a well 
known banker and orator from Tacoma, Reno 
Odlin. Here again some of the lighter vein 
was brought out by Tom Shields who told 
stories of the earlier days in the lumber indus- 
try. Other contributors included Jim Stevens 
and Ray Dailey of Seattle. 

The annual banquet and floor show filled the 
two largest ballrooms in the Davenport Hotel. 

Saturday afternoon the visitors were given 
an unusual treat when some eighty odd automo- 
bile loads were taken to Mt. Spokane to view 
the first day’s contest in the Northwest Ski 
Meet. Here they were thrilled by the sight of 
these races with many famous ski experts tak- 
ing part. 


Resolutions and Election 


The resolutions committee submitted many 
resolutions of appreciation and one, which was 
adopted, recognizing the “Certigrade” label of 
the Red Cedar Shingle Bureau as official trade 
mark. 

Tacoma was tentatively set as the 1939 con- 





Left to right, front row—L. E. Thorpe, Seattle, Red Cedar Shingle Bureau; W. C. Bell, Seattle, managing 
director, Western Retail Lumbermen's Association; Reno Odlin, Tacoma; Roy A. Dailey, Seattle man- 


ager western branch National-American Wholesale Lumber Association. 


Back row — Tom Shields, 


Simonds Saw &' Steel Co., Seattle; William Feely, president of the Seattle Lumbermen's Club; A. D. 
Collier, Klamath Falls, retiring president Western Retail Lumbermen's Association; H. R. Dixon, presi- 
dent, Spokane Hoo-Hoo; Jim (Paul Bunyan) Stevens, West Coast Lumbermen's Association; R. L. Irvine, 


Salt Lake City, Utah Lumber Co. 


and continue the lumber house as the model 
low cost home, lumbermen won’t have anything 
to complain about. 

True to form Frank Kendall was “agin” it 
—(The New Deal). 

Others who contributed to the enjoyment of 
the evening’s program were Jim Stevens, Se- 
attle, of Paul Bunyan fame, John Dower, of 
John Dower Lumber Co., Tacoma, L. E. 
Thorpe, Red Cedar Shingle Bureau, Seattle, 
Association president Alfred D. Collier, of Kla- 
math Falls., Ore., Association manager, Bill 
Bell, Seattle, and Ray Biel, Spokane, general 
chairman of the Spokane convention commit- 
tee. 
Round-up Luncheon a Feature 


_All of the entertainment features were high- 
lights, one however which brought out an un- 
usual amount of laudatory comment was the 
Round-up luncheon Friday, with the program 
furnished by the Seattle Lumbermen’s Club, 
This gathering was presided over by W. L. 


vention city if adequate hotel accommodations 
can be provided. 

A. O. Shelton, Salt Lake City, was elected 
association president, and Mrs. Frank Kendall 
of Spokane, was elected president of the auxili- 
ary unit. 

Vice presidents were elected as follows: 

Washington—H. A. Shaw, Spokane; Erling 
Helliesen, Yakima, and Fred Epperson, Port 
Angeles. 

Idaho—John Poitevin, Idaho Falls. 

Montana—John B. Schiltz, Billings, and 
Earl W. Brown, Helena. 

Nevada—J. R. Coffin, Elko. 

Oregon—I. E. Snyder, Enterprise, and S. W. 
McWuat, Grants Pass. 

Directors were elected for three-year terms 
as follows: : 

Idaho—Thomas W. Gamble, Payette. 

Montana—C. S. Kenyon, Bozeman, and C. 
F, Ullman, Big Timber. 

Nevada—C. M. Oliver, Reno. 
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Oregon—Glen Hout, Klamath Falls, and 
Frank Van Petten, Ontario. 

Washington—C. H. Crawford, Walla Walla, 
and Dominic Brace, Seattle. 

Of the auxiliary, Mrs. James French, Ta- 
coma, was named first vice president, and 
Mrs. L. A. Wallace, Great Falls, Mont., second 
vice president, Mrs. Bert Stone, Boise, Idaho, 
was chosen secretary. 


Seen About the Convention 


Harold Ostergren, Spokane, secretary of 
the association, quiet, unassuming, efficient. 


O. C. Claus, Lakeview, Ore., “the boy from 
the sage brush,” with his pals, the Klamath 
Falls delegation, who were there to keep 
their own Cap. Collier out in front, 


The Healey twins from Belt, Mont. It is 
rumored there was a poker game one night 
and the next day John bought a fifteen dol- 
lar electric razor. Some of the boys paid 
for it but didn’t know it. 


Ray Beil, general chairman, with a husky 
voice was everywhere. He wanted his title 
changed to general bellhop. 


A. G. Hanson, White River Lumber Co., 
Enumclaw, Wash., a pioneer. 


Glen Cheney, with a fir-tex complex. 


Montanans and Indians all over the place. 
For a little while it looked like those boys 
from Montana, and girls too for that matter, 
would carry home all the prizes, but toward 
the last Washington and Oregon ganged up 
on them, 


Jim Brown, Long Lake Lumber Co., in pic- 
ture and in person. 


Right in the center of the Hall of the 
Doges a miniature steel mill in full opera- 
tion and those broadminded lumbermen 
didn’t even picket the place. 


The Davenport was surrounded by pickets 
but that didn’t make a strong enough fence 
to keep any lumbermen away. 


The best dressed delegation was that of 
Johns-Manville Sales Corporation. 


Less Bullen, peddling the same 
Weyerhaeuser booth. 


in the 


The Jones tribe represented by Irene, of 
red cedar shingle fame. 


Of course, the Smith manufacturing com- 
pany was well represented, but the Smith 
that was doing things everywhere was Lee 
of the Spokanes. Song leading is just one 
of his accomplishments. In this he was ably 
assisted by Paul, of Laminex fame, who came 
to the stage just before the Naughty girls 
appeared at the “Buck Mixer.” 


Anaconda Copper was represented by a 
lumberman and believe it or not his name is 
Root. 


Montana, with the largest number of dele- 
gates both Indians and white men, went 
down in defeat to the Mormons. Utah, with 
only two delegates, elected one of them 
President. 


Samuel Hall of Spirit Lake, Idaho, arrived 
in time for the annual ball. 


You have to admire these Californians. 
If the conversation ever lags they can say 
something for California. Dean Prescott in- 
vited the Western retailers to go to the San 
Francisco Fair next year instead of having 
a convention. 


Three other well known Californians were 
conspicuous by their absence: Elmore King, 
George Burnett and Gus Russell. 


To Andy Macuaig, now of Seattle, it was 
just like going home, especially with George 
Duffy, popular Spokane lumber wholesaler, 
as his host. After all, the best part of any 
convention is visiting old friends. 


That Tacoma preacher sized up his audi- 
ence pretty well. He said he didn’t want to 
see wealth divided up because “I know that 
before I could get out of this room some of 
you birds would have my share.” 


The medal for the noisiest delegation went 
to Glen Haut and his Klamath Falls cohorts. 


There were 750 others not including the 
vice presidents and Indians, but space will 
not permit. If you want to know, send a 
ten cent stamp for the registration list. 
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Western Pine Steers Its Course 
By Aid of Analyses, Research 


PortLAND, Ore., Feb. 11.—“The new Federal 
Housing Act offers our industry a great oppor- 
tunity,” said James G. McNary, of McNary, 
Ariz., president of the National Lumber Manu- 
facturers’ Association, at the annual meeting 
of the Western Pine Association here yester- 
day. Said Mr. McNary, who has long been 
a prominent member of the Western Pine 
organization, “An adequate national trade pro- 
motion campaign carried out by the lumber 
industry to stimulate home building will not 
only benefit our own industry but will help 
start the entire nation back.to prosperity. And 
this is much more important than the imme- 
diate effect on our own industry.” 

After two days of strenuous committee meet- 
ings, the annual meeting of the association 
membership got under way yesterday morning. 


An Efficient, Smoothly Functioning 
Organization 


“All’s Quiet on the Western Front” might 
fittingly describe the harmonious discussions of 
the Western Piners and the activities of this 
smooth running organization, 

The first thing these busy executives did was 
to take time out to authorize their president, 
Ray Isted, to send a telegram to the dean of 
the Western Pine industry and the godfather 
of the Western Pine Association, J. P. Mc- 
Goldrick, of Spokane, who for the first time 
in so many years nobody could remember, was 
absent from the annual meeting of this organi- 
zation. Mr. McGoldrick was absent because of 
a minor injury which kept him: at home, and 
his colleagues wired him regretting his inability 
to be present, and their wishes for a speedy 
return to his usual good health. 


Output Lower; Promotion to Be Continued 


The association, basing its estimates on pres- 
ent indications, set the volume of Western Pine 
production and sales for 1938 at 10 percent less 
than 1937, forecasting that the first half year 
will be 20 percent below the 1937 period. The 
recommended production for the Western Pine 
industry during the first quarter of 1938 was 
set at 13 percent of the total annual normal 
capacity, and the association budget was there- 
fore reduced 10 percent. 

Trade promotion activities are to be carried 
on enthusiastically by the Western Pine group, 
and its directors have gone on record urging 
greater activity on the part of the National 
Lumber Manufacturers’ Association, and ex- 
pressing themselves as favorable to greatly 
increased financial support of the National 
association by the regional organizations. 


Research Directed to Marketing Problems 


The statistical summary for 1937 shows that 
the Western Pine industry is continuing to 
strengthen its market position in relation to 
other principal softwoods. The credit for this 
result is largely attributed to the effectiveness 
of the association’s advertising and trade pro- 
motion work. 

Reports showed that much progress has been 
made through the research department and its 
laboratory in the improvement of manufactur- 
ing practices, seasoning and treating of the 
product. 

During the past year, association research 
work was extended to methods of marketing, 
and a survey comprising a six months’ period 
brought forth a comprehensive picture of the 
distribution of Western Pine products which 
knowledge should make possible, steps to cor- 


rect existing evils and reduce multiple-cost 
sales. 

The afternoon session was given over to 
National Lumber Manufacturers’ Association, 
represented by its president, James G. McNary, 
its secretary-manager, Wilson Compton, and 
ees of the staff, C. R. French, and Harry 

hl. 


Association Officers Are Re-elected 


C. L. Isted, Shevlin-Hixon Co., Bend, Ore., 
was unanimously re-elected president of West- 
ern Pine Association. Other officers re-elected 
were: First vice president, J. P. McGoldrick, 
McGoldrick Lumber Co., Spokane; second vice 
president, J. G. McNary, Southwest Lumber 
Mills (Inc.), McNary, Ariz.; treasurer, Tru- 
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man Collins, Grande Ronde Lumber Co., Pon- 
dosa, Ore. 

Reports and recommendations of the standing 
committees were all approved. 

S. V. Fullaway will be retained as secretary- 
manager of the organization, as will his efficient 
corps of department heads. 


Quality Product Deserves Promotional 


Effort 


In his report to the annual meeting, President 
Isted among other things stated that the pro- 
motion and research departments had extended 
their activities in 1937. He said: 


I sincerely hope that even though our 
budget is to be shrunk to some extent in 
1938, these activities, as a consequence, may 
not be made to suffer more than is absolutely 
necessary. We all know that continuity of 
promotion work is very necessary to obtain 
the maximum benefit of expenditures for 
this purpose. The only way to maintain and 
increase consumer preferonce for our prod- 
uct is by keeping continually at it. 

We have a quality product to promote and 
market, as no other lumber goes into the 
market more thoroughly seasoned, better 
manufactured, or as uniformly graded. These 
factors have largely accounted for the suc- 
cess that has been obtained in the expansion 
of our market. 

It is a fact that since 1929 western pine 
lumber has steadily increased its share of 
the total softwood demand. In 1937, western 
pine continued to improve its position as 
compared with the southern pine and West 
Coast regions. Credit for this increase no 





doubt is due at least partially to our promo- 
tion program, as well as our improved manu- 
facturing, seasoning and grading. 


President Urges Improvement in Marketing 


The annual report referred to disclosed a net 
gain of two members during 1937, total mem- 
bership now being 131 companies and 165 mills; 
that 80 percent of the capacity of the Western 
Pine region, and approximately 95 percent of 
lumber shipments from Western Pine region 
into competitive markets, are from association 
mills. In regard to distribution Mr. Isted said: 

In these days of curtailed production and 
shipping volume, there is no question that 
the sale or distribution of our product is 
all important. I am sure you will see from 
the information collected, and which will be 
given by Mr. Fullaway in detail, that there 
is a great need of improvement in the field, 
and I hope that definite steps may be taken 
at this meeting which will lead to correc- 
tion of all undesirable practices, most of 
which grew up during the depression. I be- 
lieve there is today a greater opportunity for 
improvement in marketing our product than 
in any other part of our business. 


Mr. Isted paid a glowing tribute to the work 
of the National Lumber Manufacturers’ Asso- 
ciation, and heartily welcomed its officers and 
staff representatives present. 

Other subjects which he discussed included 
labor, legislation, the grading bureau, and the 
association’s forestry department. 


Distribution Analyzed and Charted 


Secretary-Manager S. V. Fullaway, with the 
aid of large charts, presented a summary of 
the study made by the association, showing in 
detail the distribution of products of all asso- 
ciation members for a six months’ period of 
1937. He termed the distribution problem 
“Prosperity triangle of the lumber industry.” 
The study showed where and how the products 
of the mills were distributed through all the 
various channels by species and grades and 
destination. Totals and percentages both were 
shown. Multiple-cost sales were pointed out. 

This was considered one of the most impor- 
tant and interesting subjects presented, and 
later the board of directors authorized the 
president to appoint a committee to study this 
report and make recommendation for improve- 
ments in sales methods. 

Truman Collins, treasurer, reporting on the 
financial condition of the association, showed 
that the organization lived within its income 
during the past year, making a slight increase 
in its surplus in spite of falling revenue during 
the later part of the year. By means of a 
chart covering cost of association activities, per 
thousand feet, Mr. Collins pointed out that, in 
the period from 1932 to 1937, there had been 
a large increase in promotion and advertising 
expenses, and a material decrease in propor- 
tionate overhead. 


Maintain Healthy Supply-Demand 
Relationship 


In his report for the executive and economics 
committee, President Isted pointed out that the 
committee’s forecasts of consumption last year 
were borne out by the business actually received 
during the fall. He made a plea for full coop- 
eration on the part of all producers in main- 
taining a healthy supply-demand relationship. 
The committee found that mill stocks of Jan. 
1, 1938, were about 500,000,000 feet higher than 
demand warranted. It recommended that in the 
first quarter of 1938, production should be 








Fe 


36 
at 


Re 


an 


te: 


a 


, 1938 


romo- 
nanu- 


ceting 


a net 
mem- 
mills; 
‘estern 
ent of 
region 
Ciation 
1 said: 
n and 
1 that 
uct is 
, from 
vill be 
there 
» field, 
taken 
orrec- 
st of 
I be- 
ity for 
t than 


> work 
Asso- 
rs and 


icluded 
nd the 


ed 


rith the 
ary of 
ving in 
1 asso- 
riod of 
yroblem 
lustry.” 
roducts 
all the 
les and 
th were 
1 out. 

impor- 
sd, and 
zed the 
idy this 
nprove- 


on the 
showed 
income 
increase 
» during 
ns of a 
ties, per 
that, in 
ad been 
vertising 
propor- 


ind 


“onomics 
that the 
ast year 
received 
all coop- 
in main- 
tionship. 
of Jan. 
her than 
at in the 
ould be 











February 26, 1988 


Amemcanfiumberman 


Production and Marketing Policies Are Based on 
Scientific Study; Continues Efforts to Improve 
Good Products; Backed Quality With Adver- 
tising and Got Results That Exceeded Hopes 


360,000,000 feet, which would mean an oper- 
ating schedule for individuals of about 13 per- 
cent of total annual normal production, 


Recommendations of Grading Committee 


W. E. Lamm, Modoc Point, Ore., chairman 
of the grading committee, stated there were no 
recommendations for any changes in grading 
rules; the cormmittee opposed the use of the 
national trade mark as proposed in the revision 
of American lumber standards; recommended 
that inspectors be authorized to increase the 
segregation of No. 1 common pine boards; that 
association inspectors inspect and grade-mark 
western pine stocks now in dealers’ hands, com- 
pliant with FHA rulings in California that only 
grade-marked lumber will be accepted. 

The statistical committee through Don Law- 
rence, chairman, recommended among other 
things that a committee be appointed to make 
recommendations for improvements in selling 
methods, in line with the information shown 
in the distribution survey. It recommended that 
each mill be given a general distribution analy- 
sis, and a special analysis be given to each 
mill for its own distribution set-up. 

A. J. Voye, traffic committee chairman, made 
a brief report, showing approval of the asso- 
ciation’s stand in regard to raising rail rates, 
and recommended continuing efforts to modify 
the rules for mixed cars in the 78 percent rate 
territory, making them applicable to group “D” 
mixtures. 


Enthusiastic About Progress in Research 


Ed McDevitt, chairman of the research com- 
mittee, made an enthusiastic report of progress 
that has been achieved in the association’s 
research laboratory under direction of the tech- 
nical engineer, Al Hermann. This includes 
further development of the association’s mill- 
work preservative “Permatol,” and kiln drying 
tests. He spoke of preliminary tests that have 
been made for heavy duty pine floors as indi- 
cating that here is probably an important new 
field. The committee recommended continua- 
tion of work in these fields, as well as work 
on sap stain preventive, yard sanitation, pre- 
vention of brown stain, kiln drying tests and 
tests in co-operation with paint companies in 
regard to improvement in paint covering knots 
and pitch. 

C. C. Stibich, hard-working and enthusiastic 
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chairman of the association’s committee on 
trade promotion and advertising, laid before the 
members some interesting inquiries as typical 
of those being received by the promotion de- 
partment. Mr. Stibich called attention to the 
new Housing Act, and the opportunity it 
afforded to build up yard trade. 

He submitted the department’s budget for 
1938, showing that, in accordance with the 
economics committee’s forecast of shipments, 
the budget has been reduced about 10 percent 
below that of last year, Among the usual space 
advertising and other work for the coming 
year, one item particularly described was the 
association’s .exhibit for the Golden Gate Expo- 
sition in San Francisco, which will be a small 
model home. Mr. Stibich stated that adver- 
tising results during the past year had gone 
beyond the expectations of the committee. He 
particularly complimented members of the com- 
mittee for their interest and work, and paid 
a special tribute to N. L. Cary, staff member of 
the association in charge of advertising. 


Presents Statistical Summary of 1937 


W. E. Griffee, assistant secretary-manager, 
presented the statistical position of the associa- 
tion as outlined in the statistical summary for 
1937, prepared by C. V. Zaayer, statistician. 
Copies of the summary were presented to all 
members present, and included the general 
economic outlook, situation in the Western Pine 
industry, and many charts and graphs of infor- 
mation on production, shipments, relation of 
shipments to stock, the trend of wholesale 
prices of building material, price trends of 
softwood, supply-demand index, and other facts 
as to the marketing of Western Pine in 1937. 

Discussing the general economic outlook, this 
report said, in part: 

During the last few weeks, prices of raw 
materials seem to have stabilized, at least 
for the present. Distributors in a number 
of lines have liquidated excessive inventories, 
but stocks of raw materials and finished 
goods in the hands of manufacturers at the 
end of the year still were at a high level. 
However, future consumption apparently will 
result in prompt placing of orders with 
manufacturers. * * * Definite forecasts of 
business during the next few months are not 
being made as commonly as usual at this 
time of year. However, most authorities 
seem to expect that, although there may be 
some temporary improvement in March and 
April, there will be little, if any, increase in 
the general level of business before the 
middle of the year. By that time, the neces- 
sary price and inventory readjustments will 
have been completed and the _ beneficial 
effects of the newly enacted Federal housing 
legislation should begin to appear. Industrial 
production during the first half of this year 
is expected to be about 20 percent under that 
of the same period last year. The pick-up 
during the last six months should partially 
offset this reduction, bringing totals for the 
year to within 10 percent of those for 1937. 


Relationship of Production and Shipments 


Discussing the western pine production and 
shipments, the report said: 

Western pine lumber production during 
1937 was 4,729 million feet, an increase of 
7.6 percent from the 4,396 million feet in 
1936. Shipments were 4,333 million feet, 
compared with 4,258 million feet in 1936, an 
increase of 1.8 percent. Until the end of 
August, shipments of western pine lumber 
from month to month registered increases 
over the preceding year, but since September 
shipments have decreased steadily below the 
unusually heavy fall and winter shipments 
of 1936. December shipments of 207 million 
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feet were less than two-thirds of the 351 
million feet shipped in December of 1936. 
Preliminary figures indicate that the January 
shipments increased by slightly more than 
the seasonal normal over December, but of 
course still were far under those of a year 
ago. * * * The western pine region has con- 
tinued to increase its share of the softwood 
demand as compared with the southern pine 
and West Coast regions. The volume of un- 
filled orders dropped steadily during the fall, 
reaching a low point of 155 million feet at 
the end of November. During December and 
January there was some increase, the un- 
filled order file standing at about 181 mil- 
lion feet at the end of January. There has 
been but a slight increase in forward buy- 
ing, 83 percent of the orders booked in Janu- 
ary being for shipment within 30 days or 
less. Seven percent were for shipment in 
more than 30 days, while on 10 percent of 
the orders the customers did not give defi- 
nite releases. 


Demand, Mill Stocks and Prices 


Discussing relationship of stocks to demand 
and the price situation, this report said: 

The volume of gross stocks increased from 
1,792 million feet at the beginning of the 
year to 2,181 million feet on Dec. 31. On that 
date, the supply-demand index stood at 76 
percent. Present gross stocks, due to the 
slackening of demand, are larger than pros- 
pective business justifies. * * * There are 
several factors in the situation which make 
the excess stocks less harmful than they 
otherwise might be. Part of the excess, 
particularly in sugar pine, is due to the 
building up of stocks by new or reopened 
operations. Box lumber stocks are 2 per- 
cent less than they were a year ago. De- 
mand for box lumber has been such that 
some No. 3 shop is going into shook, thus 
tending to relieve part of the pressure caused 
by large stocks of No. 3 shop. Stocks of 
select grades were very low a year ago, so 
their present increased volume is not so 
burdensome as the percentage of increase 
would indicate. With present weekly ship- 
ments running more than double the produc- 
tion, it is evident that the next two months 
will substantially improve the supply-demand 
relationship for many items. Index prices 
for all species declined further during Janu- 
ary, but the Ponderosa pine index was 58 
cents, the Idaho white pine index $3.01, and 
the sugar pine index $1.48 above that of last 
January, while the larch-Douglas fir index 
was 55 cents lower. 


National Representatives Tell of Work 


The afternoon session was devoted to discus- 
sion of the National Lumber Manufacturers’ 
Association, and Wilson Compton, secretary- 
manager of the association and Harry Uhl and 
C. R. French, staff members, outlined some of 
the important work that the National is accom- 
plishing. Their program necessarily was quite 
similar to their presentation before the West 
Coast Lumbermen’s Association two weeks pre- 
vious, reported in a previous issue of AMERI- 
CAN LUMBERMAN. 

Dr. Compton expressed the opinion that in- 
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dustry has seen the worst in the general busi- 
ness situation. 


Housing Offers Large Opportunity 


J. G. McNary, new president of the National 
Lumber Manufacturers’ Association, who has 
long been an active Western Pine Association 
director, stated that he appreciated fully the 
honor of having been elected to the presidency 
of the National body, and that he was particu- 
larly anxious, as president of the National asso- 
ciation, to do something that will be of con- 
structive benefit to the industry. 

He said he was very thoroughly convinced 
the new Housing Act offered a great oppor- 
tunity to the lumber industry, and that it will 
do much in stimulating the building of small 
attractive homes. He repeated the statement 
he recently made in an article published in the 
AMERICAN LUMBERMAN, namely, “The desire 
of people to own an attractive home is as 
instinctive as that of a bird to build a nest.” 

He referred to the opinion of high authori- 
ties regarding the effect which a broad building 
program would have on the business prosperity 
of this country and pointed to the forecasts 
that a large number of homes will be built over 
a period of the next several years. 


Advertising Is Steam of Business 


Mr. McNary presented a large chart of house 
building activity during 1915 to 1937, and of 
prospective building, showing a continued in- 
crease from 1938 to 1942. He expressed the 
opinion that if everybody that should be inter- 
ested put his shoulder to the wheel, the pro- 
gram for the next five years will materialize. 

He dwelt briefly on the program of the 
National Lumber Manufacturers’ Association, 
pointing out that its income is entirely inade- 
quate to its needs and possibilities. He empha- 
sized the inadequacy of the National Lumber 
Manufacturers’ Association trade promotion 
program, pointing out that advertising is like 
the steam in the engine, it starts it and it keeps 
it going. 

Suggests Increase in Funds for Promotion 


Mr. McNary presented a long list of suc- 
cessful corporations with their annual advertis- 
ing expenditures, which made a sorry compari- 
son for the lumber industry with its pitifully 
small advertising expenditures. ; 

He told of the great opportunity for the 
building trades in connection with cost of 
financing, as compared with conditions a few 
years ago with first, second, and third mort- 
gages at 8 percent and exorbitant commissions. 

He put the question up to his hearers as to 
whether the lumber industry wants to put the 
heat on and do something about this opportunity 
in home building. 

Mr. McNary said, “I think that to capitalize 
on this situation and increase the consumption 
of lumber by six or seven billion feet, we 
should put an adequate sum behind the National 
Lumber Manufacturers’ Association to carry 
on a worthwhile national advertising campaign. 
This would mean an additional 2 or 3, or 4 or 5, 
cents per thousand feet.” 





Timber Lands to Be Auctioned 


Brunswick, N. C., Feb. 21.—As a result of a 
recent announcement that on March 7 there 
would be offered for sale at the court house in 
Whiteville, N. C., several tracts of timber 
owned by Jackson Bros. Co. and Beaufort 
County Lumber Co., a lot of interest has de- 
veloped and many inquiries have been received 
by E. M. Eutsler of Brunswick, who made the 
announcement in behalf of the receivers. On 
March 7 the receivers will offer for sale at the 
court house at Whiteville, N. C., land located in 
Columbus County, and on March 14 at the court 
house at Brunswick County will offer for sale 
six parcels of land. all accessible to railroad 
facilities and delivery. Anyone interested in 


bidding on these lands can secure information by 
wiring or writng to E. M. Eutsler, general su- 
ere Jackson Bros. Co., Brunswick, 
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Ontario Retailers Get Behind 
Youth Training Program 


Toronto, Feb. 21—The twenty-first annual 
meeting of the Ontario Retail Lumber Dealers 
Association, Feb. 10-12, in the Royal York 
Hotel, here, was well attended and regarded 
generally as the best ever held. President 
C. C. Lawson, Hamilton, presided at the ses- 
sions. Mayor Ralph Day of Toronto welcomed 
the visiting lumbermen to the city. 

Much of the first day’s program consisted of 
officers’ reports. President Lawson stated that 
progress had been made by the association the 
past year. He voiced optimism over the 1938 
business outlook. It was reported that the 
association’s membership had been increased in 
1937, and that its financial position is sound. 
The president praised the co-operation received 
from manufacturers and wholesalers of lumber, 
and also mentioned a few of the associations. 

Horace Boultbee, secretary-manager of the 
association, gave his detailed report that listed 
the work of the organization during the past 
twelve months. An outstanding activity of the 
year was the co-operation with the Lumber & 
Timber Association of Ontario in connection 
with the model building by-law now under 
preparation by the National Research Council. 


Work of Association Related 


In connection with the Dominion-Provincial 
Commission appointed by the Dominion Gov- 
ernment to hear evidence in all parts of Canada 
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regarding the division of authority among the 
provinces, it was reported that the association 
had taken an active interest in the question of 
real estate taxation, and had joined with the 
National Construction Council and the Can- 
adian Construction Association in submitting 
an elaborate brief to be presented the commit- 
tee at its early hearing here. 


Mr. Boultbee told of the cessation of attacks 
by the daily press upon wood as a building 
material as a result of the work of the asso- 
ciation. 

Another achievement in behalf of retailers 
was the exclusion of those operating planing 
mills from the requirements of a proposed code 
of minimum wages and standard working hours 
per week. The secretary said that the asso- 
ciation’s fight on this matter likely kept the 
retail lumber dealers and planing mills out of 
the code. 

The association’s work in the Dominion 
Housing Act and the Home Improvement Plan 
was stressed. It was pointed out to the admin- 
istrator that the act did not reach down far 
enough into the low cost housing field, and 


recently a start has been made to secure plans 
for dwellings costing $3,000 and less. 

It is expected that the association member- 
ship will be active in the Youth Training Pro- 
gram announced by the Government late in 
1937. Under this plan young men will be 
trained to become skilled mechanics in wood- 
working and construction. 

Numerous representations to the Workmen’s 
Compensation Board and to the Commissioner 
of Excise were made by the association, Mr, 
Boultbee reported. 

The reports of standing and special com- 
mittees were heard, also, on the first afternoon 
of the convention. 

The balance of the opening session consisted 
of talks from the membership. The sales tax 
on lumber was a principal topic. After consid- 
erable discussion, a motion was presented by 
G. T. Reid, Toronto, that all manufacturers, 
wholesalers and retailers of lumber be required 
to take out a sales tax license. The motion 
carried. 

The annual dinner dance was an event of 
the first evening. An elaborate stage show 
was presented under the management of 
J. Stanley St. John. 


New Officers Named 


The officers and directors for the ensuing 
year were elected on the second morning as 
follows: 

President—F. J. Overend, Peterborough. 

Vice president—L, Hill, New Liskeard. 

Honorary directors—D. Kemp Edwards, 
Ottawa, and M. R. Bogart, Chatham. 

District. directors—eastern, A. S. Laird, Ot- 
tawa; central, F. E. Houston, Belleville; 
northern, D. H. Andress, Sudbury; Toronto, 
A. W. Bowden and Ivan Welsh; southern, 
John Davis, St. Catharines; northwestern, O. 
Hauck, Kitchener; southwestern, W. T. 
Hutcheson, Woodstock. 


An address on the Dominion-Provincial 
Youth Training Program was made by F. J. 
Hawes, director of apprenticeship, Ontario De- 
partment of Labor. He outlined the operation 
of the program and the apprenticeship act. 
A resolution was passed requesting the Govern- 
ment to continue them in operation. 

At the afternoon session on Feb. 11, a con- 
ference with wholesalers and manufacturers 
was held. The most important feature of the 
meeting was a discussion regarding co-opera- 
tion between associations of lumbermen. It 
was reported that an unfortunate lack of co- 
operation had resulted the past year in small 
saw mills being eliminated from the require- 
ments of the Workmen’s Compensation Act, 
and thus given an advantage of about 8 percent 
of their selling price when competing on the 
market with products from other mills. This 
matter was fully discussed and a motion passed 
that those in the joint conference recommend 
that before any individual lumber association 
makes recommendations relating to legislation 
affecting the lumber industry all members of 
the lumber fraternity should be given an oppor- 
tunity of discussing the matter, previous to 
final action. 

J. B. Lubotta of Financial Collection Agen- 
cies, Toronto, discussed “Proven Collection 
Methods,” and answered questions about col- 
lection problems. 

Unfinished business was disposed of at the 
final session of the meeting the morning of 
Feb. 12. A resolution was adopted to the effect 
that the association endorse the Youth Training 
Program and the Ontario Apprenticeship Act, 
and that the authorities be requested to con- 
tinue the work. 

The newly elected Board of Directors met 
after the adjournment of the convention, and 
among other matters decided to hold next 
year’s convention in the same place on 


Feb. 16-18. 
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MILWAUKEE, Wis., Feb. 21.—The 1938 meet- 
ing of the Northern Hemlock & Hardwood 
Manufacturers’ Association convened in Mil- 
waukee on the morning of Feb. 15, and effi- 
ciently disposed of a crowded program in three 
continuous sessions which occupied the entire 
day. The morning session was devoted en- 
tirely to an executive session of the board of 
directors. In this meeting the usual organiza- 
tion and policy matters were discussed. On 
adjournment, the directors, together with dele- 
gates, speakers and other guests, met for the 
annual luncheon in an adjoining room. 


Tells of Employee Personnel Work 


The principal event in connection with the 
luncheon was an address by E. D. Stotzel, in- 
dustrial relations manager of the Marathon 
Paper Mills. Mr. Stotzel spoke on the func- 
tions of the personnel director. The topic was 
especially appropriate in view of the rapidly 
increasing interest in personnel management 
on the part of mills throughout the country. 
Most of the larger mills, and many of the 
smaller ones, have already instituted some form 
of personnel direction and management, and the 
improved relations which have resulted there- 
from are giving rise to numerous inquiries 
from concerns that recognize the possibilities 
for mutual advantages to employer and em- 
ployee. 

Mr. Stotzel developed the theme that no 
producing plant is any stronger than its equip- 
ment and the men who operate it. Equipment 
and production facilities may be the best and 
most modern, but high efficiency and good 
products will not result if employees are dis- 
satisfied and consequently interested only in 
going through enough mechanical motions to 
justify continued employment. 


Forestalling Trouble Among Workers 


The speaker stated that the first function of 
a personnel director is to set up means whereby 
employees’ grievances can be freely discussed 
and disposed of either by changing working 
conditions, changing the viewpoints of the 
men, or effecting a satisfactory compromise. 
When a basis of mutual understanding and 
trust has been established through the me- 
dium of free discussion, the second function 
is to improve the general esprit de corps. A 
large part of this function is already accom- 
plished as a result of the discussions with em- 
ployee groups. There are always men, how- 
ever, who will nurse grievances, but will not 
air them. The next problem of the personnel 
director is to find out what is troubling these 
silent sufferers, and to get them to air their 
troubles. This is rarely simple, and requires 
a good deal of patience and tact. A fourth 
function of the personnel man is to be con- 
stantly on the watch to improve working con- 
ditions. Much better relations will result if 
a bad or unsatisfactory condition is discovered 
and remedied by the management before the 
employed personnel recognizes it. Mr. Stot- 
zel’s talk was received with great interest and 
attention by, the assembled manufacturers. 


Co-operation Will Vitalize Housing Act 


The other speaker at the luncheon was H. P. 
McDermott, assistant director of FHA in Mil- 
waukee. He explained the new Housing Act, 
and the features of it which were not con- 
tained in the old Act. He then pointed out how 
business, and especially the building business, 
can develop as a result of the new Act. The 
fact that the new Act permits the insurance 
of mortgages up to 90 percent of the total in- 
vestment in small homes does not mean that 
anyone can make such an arrangement. The 
liberalization of the insurable amount is for 
the benefit of only those prospective builders 





whose earnings and credit ratings warrant 
making a mortgage for such a high percent- 
age of the amount invested. Co-operation of 
all factors involved will vitalize the Act, and 
permit it to pave the way for a great volume 
of residence building. 


Reduce Fire Risks to Cut Insurance Cost 


Following Mr. McDermott’s talk, the gen- 
eral business session was called to order at 
2 p.m. The first speaker was Walter Gor- 
man, of Ontonagon, Mich., chairman of the 
association insurance committee. Mr. Gor- 
man told how the insurance companies rate 
the various mills before accepting them as 
risks, and then apply an insurance rate as a 
result of their investigations. The rating sys- 
tem applied by the insurance companies, said 
the speaker, is a relentless process, in which 
the plant is scientifically analyzed item for 
item from an insurance standpoint. For the 
well managed plant, rigid insurance inspection 
is a welcome feature, since it reduces rates 
wherever such reduction is justifiable. In some 
cases, said Mr. Gorman, reductions in insur- 
ance rates have amounted to as much as 35 
percent. Mr. Gorman stated that the insur- 
ance rating schedule includes 40 things «to 
check in assigning a rate. He mentioned sev- 
eral of these, and told how rates were deter- 
mined from the observations made by the ex- 
amining inspector. 

John McClure, secretary of the National 
Hardwood Lumber Association, was on hand. 
The last speaker was Harry Uhl, of the Na- 
tional Lumber Manufacturers’ Association, who 
explained the work of the association, partic- 
ularly with respect to its major projects, some 
of which are trade promotion, demonstration 
home activity, building code revision, and the 
new association magazine. 

Officers elected for the coming year are Al 
Klass, Holt Hardwood Co., Oconto, Wis., 
president ; John Landon, Marathon Paper Mills, 
Iron Mountain, Mich., vice president; W. W. 
Gamble, White Lake, Wis., treasurer. 

Directors for the coming year are G. N. 
Harder, Wells, Mich.; A. L. McBean, Park 
Falls, Wis.; J. D. Mylrea, Rhinelander, Wis.; 
James Goodman, Marinette, Wis.; J. S. Weid- 
man, Jr., Trout Lake, Mich.; Zeno Nelson, 
Grand Rapids, Mich.; R. B. Goodman, Mari- 
nette, Wis.;' Joseph Gorman, Chicago, IIl.; 
Kurt Stoehr, Chicago, Ill.; Harold C. Collins, 
Schofield, Wis.; G. H. Earle, Hermansville, 
Mich.; Walter Gorman, Ontonagon, Mich. 

Bureau chairmen named to serve in 1938 are 
John M. Bush, Negaunee, Mich., bureau of 
conservation; Al. Klass, Oconto, Wis., bureau 
of grades; Abbott Fox, Iron Mountain, Mich., 
bureau of promotion; W. A. Holt, Oconto, 
Wis., bureau of transportation; Charles Good, 
bureau of legislation. O. T. Swan, Oshkosh, 
Wis., association secretary, was commended 
for his management of association affairs, and 
continued in office. 





Florida Builds Connectored 
Wood Fire Towers 


TALLAHASSEE, Fia., Feb. 19.—Six wooden 
fire towers are to be constructed in Florida 
soon, according to the announcement of Harry 
L. Goodrich, director of the CCC of the Florida 
Forest and Park Service. There will be three 
100-foot and three 82-foot towers. These are 
constructed with Teco metal rings imbedded in 
the joints to give added strength. The Florida 
Forest and Park Service pioneered such con- 
struction in this country, the first wooden tower 
utilizing these metal connectors being built at 
Dinsmore, in Duval County, several years ago. 
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Southern Pine Loggers Consider 


Selection, Fire Protection, 
Lumber Rail Rates to Market 


Perry, Fia., Feb. 21—For the secand annual 
meeting of Southern Pine Loggers & Timber- 
men for the district of east Florida and Georgia, 
held in Perry Jan. 28 and 29, there was a large 
attendance. The visitors were guests} of the 
Brooks-Scanlon Corp., of Foley, Fla. There 
was general discussion of many subjects of 
interest to the loggers and timbermen, and most 
of the second day was devoted to an inspection 
of the woods operations and plant of the Brooks- 
Scanlon Corp., nearby. The sessions were held 
under the auspices of the Southern Pine Asso- 
ciation’s conservation department. 


Officers and Committee Chairmen Named 


Basil E. Kenney, Jr., of Blountstown, Fila., 
was elected chairman of the district loggers’ 
organization for the ensuing year, with O. M. 
Anderson, of Shamrock, Fla., as vice chairman, 
and B. M. Lufburrow, New Orleans, forester 
of the Southern Pine Association, as secretary. 

The following committees were appointed by 
M. W. Hitchcock, of Foley, Fla., who has been 
chairman of the group during the past year: 

Committee on State laws: Joe Foley, Foley, 
Fla., chairman. Committee on truck loaders 
and logging costs: Basil E. Kenney, JZJr., 
chairman, and Fred L. Nichols, Lawrence- 
ville, Ga., vice chairman. Committee on pulp- 
wood: Chas. O. Scott, Panama City, Fla., 
chairman, and M. S. Kahler, Savannah, Ga., 
vice chairman. Committee on selective log- 
ging: D. R. Brewster, Atlanta, Ga., chair- 
man. 

Bach chairman was authorized to select as 
many additional committeemen as he may 
require to assist in the work. 

Earl Porter, of Tallahassee, and O. M. An- 
derson, Shamrock, Fla., were appointed as a 
nominating committee on officers for the en- 
suing year. 

Following the call to order by Chairman 
Hitchcock, an address of welcome was made 
by Joe Foley, of the Brooks-Scanlon Corp., 
whose operations are located around Perry. 


High Rates Dry Up Lumber's Markets 


A. G. T. Moore, manager of traffic and con- 
servation departments of the Southern Pine 
Association, was unable to attend the meeting, 
but a statement from him was read. He re- 
ferred to the mutuality of interests between the 
lumbermen and the railroads, and of their com- 
mon concern as to forest conservation and per- 
petuation of the timber supply. “The Southern 
railroads and their connections make possible 
the transportation of southern lumber to vast 
consuming markets,” he said. “In fact, many 
railroads were built in the South primarily to 
move this important product. Some of our ex- 
isting large railroad systems represent, to a 
considerable extent, the amalgamation of so 
called short lines constructed by the early south- 
ern lumber manufacturers. The railroads serv- 
ing the South and the southern lumber industry 
are historically akin, and each is vitally con- 
cerned with the welfare of the other.” He as- 
serted there is much the railroads can do to 
enable the southern lumber industry to continue 
as a large lumber tonnage “feeder,” and hoped 
they would adopt the necessary measures and 
policies to assist in placing the South 
on a permanent forestry basis and “not 
kill the goose that is laying the golden 
egg.” He said, “it is futile for lumbermen to 
grow and conserve timber if the railroads in- 
crease freight rates to a degree which dries up 
the lumbermen’s markets.” 

Chairman Hitchcock spoke on “Tractor Log- 


ging in North Florida,” telling of the kind and 
character of equipment “employed in skidding 
and loading the logs in the woods. He stated 
that the cost figures of his company on logging 
per thousand feet totaled $2.02. 


Selective Logging of Southern Pine 


“Selective Logging in Southern Pine Stands” 
was the subject discussed by E. J. Schlatter, of 
Atlanta, of the U. S. Forest Service. Among 
other things, he said: 


We have heard a lot about selective log- 
ging for a good many years. I think fores- 
ters have talked about and thought more in 
terms of selective logging than lumbermen, 
yet I find, in discussing this subject with 
lumbermen who have been in the business 
fifty or more years, or their fathers before 
them, that a certain type of selection in tim- 
ber cutting has been going on all these years. 
It has not been a selection adopted for im- 
proving forests, nor aimed at the continued 
ownership and operation of forests, but sim- 
ply because in those former days the markets 
ealled for certain kinds of lumber or large 
timbers. Frequently the cost of operation 
permitted only the taking out of the larger 
and better timber; that was generally true 
of longleaf and slash pine, which always have 
produced a product of high value. I have 
been told that about fifty or sixty years ago 
this was the only timber profitable to re- 
move. Since the beginning of this century, 
with a much greater demand for lumber in 
the North and East, there has been a gradual 
trend toward diameter limit cutting, taking 
continually smaller timber. As stands in 
other regions became depleted there was a 
heavy concentration of sawmills throughout 
the southern territory. The profitable oper- 
ating size of timber gradually lowered, and 
I find—both from records and talking with 
lumbermen who have heen in the business 
since 1900, and in the examination of millions 
of acres, of both pineland and hardwoods— 
that gradually operators cut to a lower dia- 
meter limit, a good many of them in pine 
cutting to about 14-inch diameter on the 
stump, and many still lower. This continued 
approximately until the beginning of the de- 
pression. 


New Logging Methods Favor Selection 


We occasionally see and hear of an opera- 
tor who started on a real selective cutting 
basis long before that time, but since 1933 
selective logging has been adopted by many 
lumbermen, and it is now true that it is as 
much in the minds of lumbermen, as it is 
with foresters. Too often foresters have 
pointed the accusing finger at lumbermen 
about devastating their lands. This was not 
always the fault of the timber owner. Orig- 
inally investments were made from the stand- 
point of early and complete liquidation. Local 
political groups, through unwise taxation, 
never gave the lumber companies a real op- 
portunity to selectively cut their stands and 
hold the land for continued timber produc- 
tion. The methods of logging which were 
employed did not favor selective logging. 
Most of the logging in the past years was 
done by railroads and skidders. Lumbermen 
have in recent years worked out their logging 
problems, and now selective logging has a 
real opportunity because of improved meth- 
ods. You now have the opportunity to really 
do the type of logging which you feel that 
your business will allow you to do, and leave 
another stand of timber for a second cut. 
I know of many places where as little as 
500 feet an acre is being removed. 

I think that perhaps the most vital factor 
which prevented the early adoption of selec- 
tive logging, and for which at that time no 
svlution had been offered, was the damage 
from forest fires. We have not yet solved 
the fire problem completely. In some places 
fires have occurred many times, and the lum- 
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berman is confronted with the risk of having 
the remaining stands burned. 


Fire Protection Discussed at Banquet 


There was general discussion of practical 
questions involved in logging and woods opera- 
tions, after which a recess was taken for din- 
ner, when the visitors were guests of the 
Brooks-Scanlon Corp. 

At the banquet, Frank Heyward, Jr., Atlanta, 
of the Georgia forestry department, spoke on 
“Forest Fires in Southern Forests.” He dis- 
cussed the many different kinds of forest fires 
and their causes, and urged measures to elim- 
inate this form of destruction. “I feel I am 
safe in saying that if, in the past ten or fifteen 
years, none other than fire protection had been 
practiced on our southern forest lands, the 
mean annual growth of timber would be double 
what it is now,” he declared. Mr. Heyward 
urged that every assistance be given by fores- 
ters, timber-land owners and the general public 
in preventing forest fires, and further aid be 
secured from State and Federal governments 
in this important work. 

Earl Porter, of the Florida Forest Service, 
spoke on “Adequate Fire Protection, Costs and 
Returns.” In order to provide adequate fire 
protection, he said, there should be close co- 
operation and assistance financially and other- 
wise on the part of Federal and State govern- 
ments, timber owners and the public. “Three 
cents an acre a year,” he said, “may be suffi- 
cient to maintain a regular set-up of observa- 
tion from tower and telephone system, along 
with suppression crews; however, in order to 
be prepared for bad years and bad days, it is 
necessary to have adequate fire control roads 
and fire breaks, which on our larger units are 
being placed at 2-mile intervals for control 
roads and i-mile intervals for wider fire 
breaks.” He said it also may be necessary to 
establish wider breaks of 300 to 500 feet at 
intervals of from one to two miles, and addi- 
tional stand-by crews and patrols when hazards 
accumulate over a period of four or five years. 
This cost of adequate protection under present 
conditions, he said, is at least 6 cents an acre 
a year. Mr. Porter asserted that returns from 
adequate protection in the area of eastern Flor- 
ida and southern Georgia are at least a hundred 
fold. The value of forest land that has been 
cut clean, he said, is from $1 to $2.50 an acre, 
but, with adequate fire protection, started while 
seed trees are available, the land is worth 
from $4 to $6 an acre. 


_Prior to close of the dinner session, motion 
pictures of a number of logging operations 
throughout the South were shown. 


A trip to the woods operations was made in 
automobiles and by train, and tractors and load- 
ers were seen in operation in swamp lands. 
Methods of hauling logs to the loaders also 
were viewed. Luncheon was served on the train 
en route to the Brooks-Scanlon sawmill, where 
plant operations were inspected. Upon comple- 
tion of the plant inspection, the visitors re- 
turned to the hotel in Perry, where adjourn- 
ment was taken until next year. 
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Southern Dealers Issue 
Convention Call to ““Ab- 
sorb More Inspiration” 


ATLANTA, GA., Feb. 21.—Preparations are 
being made for another Regional Convention of 
Southern Lumber and Builders Supply Dealers, 
to be held at the Atlanta Biltmore, March 23, 
94 and 25. A strong convention committee has 
been formed under the chairmanship of Frank 
Wilson, president of the Atlanta Lumber & 
Builders Supply Dealers’ Association, and Sales 
Manager for Randall Brothers, Atlanta. F. 
Lisle Peters, president Louisiana Western Lum- 
ber Co., Lake Charles, La., and president Louis- 
jana Retail Lumber & Building Material Deal- 
ers’ Association, is vice-chairman. Joseph G. 
Rowell, secretary-manager Alabama Building 
Material Institute, is secretary of the com- 
mittee. 

The committee has sent out a questionnaire 
as to subjects of paramount interest, the replies 
to which will be a guide in arranging the pro- 
gram for the Convention. The Committee is 
planning to have only a few speakers and to 
reserve at least half of the business sessions 
for open forum discussions by dealers, manu- 
facturers and wholesalers. 

Members of the committee are convinced that 
if there ever was a time when self-education 
and enlightenment on the part of the dealers 
was necessary, it is now; that in tomorrow’s 
battle for business, the dealer who has best 
prepared himself will survive; that there will 
be no place in the industry for the man who 
lets himself go to seed; that a constant, ever- 
lasting process of keeping up to date, a relent- 
less search for the other man’s ideas that can 
be profitably applied to his own business, are 
the factors which will spell the difference be- 
tween success and failure. 

The committee is further of the opinion that 
the upswing in construction predicted for 1938 
and conceded by the most conservative, holds a 
genuine opportunity for the dealer, an oppor- 
tunity for profit, if the dealer is prepared to 
grasp it. New materials and methods are ac- 
tively taking a place in tomorrow’s home build- 
ing. 

The old-time mortgage instrument has been 
swept aside to be replaced by the monthly 
amortized, single instrument promoted by FHA. 

Installment selling, a crying need of the 
building material dealer for the last twenty 
years, has arrived and is here to stay. Im- 
proved construction methods, increased con- 
sumer knowledge of materials, sharply increas- 
ing competition from sources outside the dealer 
field, all are symptoms, and important ones, of 
the changes that are taking place in the build- 
ing material industry today. These are sub- 
stantial reasons why the progressive dealers 
will avail themselves of the opportunities af- 
forded by the coming convention. 


The Atlanta dealers have indicated a program 
of entertainment and recreation which will be 
long and pleasantly remembered by those who 
attend this convention. 

Inquiries or other communications regarding 
the convention should be addressed to Conven- 
tion Committee, 423 Chamber of Commerce 
Building, Birmingham, Ala. 





Regular Pacific Coastwise 


Service Is Resumed 


San Francisco, Cauir., Feb. 19.—The Mc- 
Cormick Steamship Co., affiliate of Chas. R. 
McCormick Lumber Co., here, announces that 
it will resume its regular coastwise schedule 
of two sailings per week between California 
and Columbia River. Northbound sailings will 
be from San Francisco. on Wednesdays and 
Saturdays (Oakland one day prior). South- 
bound sailings from Portland will be on 
Wednesdays and Saturdays. The Wednesday 
sailing is direct to Los Angeles Harbor; and 





the Saturday sailing to San Francisco Bay 
ports, thence to Los Angeles Harbor. North- 
bound sailings from Los Angeles Harbor will 
be on Wednesdays and Saturdays. Improved 
conditions in the coastwise trade have made 
this increased service possible. 





Indiana-Michigan Group 
Holds Annual Meeting 
at South Bend 


SoutH BEnp, Inp., Feb. 22.—Byron Smith, 
Smith-Nappan Lumber Co., Valparaiso, Ind., 
was elected president of the Northern Indiana 
& Southern Michigan Retail Lumber Dealers’ 
Association at the thirty-eighth annual meet- 
ing of the association held here today at the 
Oliver hotel. He is a past president of the 
Indiana Lumber & Building Supply Associa- 
tion. 

Other officers and directors elected were: 

Vice president— 
Ernest Hayworth, Niles 
Lumber Co., Niles, 
Mich. 

Secretary - treasurer 
—R. H. Maxon, Belle- 
ville Lumber & Supply 
Co., South Bend. 

Directors—E. M. 
Lindsey, Lindsey Lum- 
ber Co., Dowagiae, 
Mich.; Robert G, 
Homan, Homan Lum- 
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ber Co., Rensselaer, 
Ind.; W. J. Miller, Mil- 
ler Lumber Co., Buch- 
anan, Mich.; Arthur 
Reasor, Indiana Lum- 
ber & Mfg. Co., South 
Bend; Ray Wolfram, 
Walkerton Lumber Co., Walkerton, Ind. 





- The meeting, attended by more than 200 
dealers, was presided over by President R. G. 
Homan, Rensselaer, Ind., and ‘the feature speaker 
was R. Earl Peters, FHA director for Indiana. 

Mr. Peters, discussing the revised Housing 
Act, stressed the importance of the newly char- 
tered National Mortgage Association. “It pro- 
vides the means to establish ample private 
capital for the home building market,” he said, 
“and offers the individual investor an oppor- 
tunity to place his savings in a tax-free invest- 
ment backed by insured mortgages.” 

According to Mr. Peters, during the three 
and one half years the FHA has been operat- 
ing in Indiana, $32,000,000 worth of property 
has been insured without the loss of a single 
dollar. -Two defaulting properties were taken 
and sold for an amount equal the debt against 
them. 

Hunter M. Gaines, Lansing, secretary of the 
Michigan Retail Lumber Dealers’ Association 
and R. W. Slagle, Indianapolis, secretary of 
the Indiana Lumber & Building Supply Asso- 
ciation, attended the meeting. 


CIO Lumber Organizer 
Ordered to Leave United States 


WasurncrTon, D. C., Feb. 23——Harold Prit- 
chett, president of the C. I. O. International 
Lumber Workers of America, has been denied 
the privilege of continuing his organization 
work in this country. Officials stated today that 
the temporary visa of Pritchett has expired and 
that the American consul at Vancotver, B. C., 
has refused to issue a new visa. The consul 
found that Pritchett is not admissible under the 
laws governing the entrance of foreigners and 
that he is also ineligible under the laws permit- 
ting residence in the United States. 
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Southeastern Hardwood 
Reviews Market; Scores 
Federal Competition 


JACKSONVILLE, FLA., Feb. 21.—Election of 
officers, a protest against the Federal Govern- 
ment’s Tygart Valley project, a general survey 
of conditions in the industry and a number of 
routine matters—claimed the attention of mem- 
bers of the Southeastern Hardwood Manufac- 
turers’ Club at its annual meeting here, Feb. 15. 

Representing hardwood interests of Georgia 
and Florida, the club renewed its invitation to 
the National Hardwood Lumber Association to 
hold its annual meeting in September in Jack- 
sonville. This city is being pushed for the con- 
vention site in a three-cornered race with Ashe- 
ville, N. C., and Atlanta, Ga. 

H. A. J. Evans, president of the Dixie Lum- 
ber Co., of Jacksonville, ‘was unanimously 
elected president at a luncheon session, follow- 
ing the regular business meeting. Mr. Evans, 
who has served as vice president of the or- 
ganization during the past year, succeeds: John 
T. Gragg, of Amsterdam, Ga. 

Other officers elected with Mr. Evans in- 
cluded H. E. Hammack, of Edison, Ga., vice 
president, and J. Ben Wand, Jacksonville, re- 
named secretary-treasurer. Elected to the board 
of directors were the following: N. S. Curtis, 
Drifton, Fla.; B. E. Kenney and Blucher Blair, 
Blountstown, Fla.; Gordon Reynolds, Albany, 
Ga.; H. L. Manley Savannah, Ga.; John T. 
Gragg, Amsterdam, Ga., and H. L. Morris, 
Quincy, Fla. 


Government Dimension Project Opposed 


In registering a protest against the Tygart 
Valley project the membership voiced unalter- 
able opposition to Government competition with 
private business. The Government’s proposal to 
cut dimension timber from the Monongahela na- 
tional forest, said the hardwood men, was to be 
subsidized with Federal funds, and the effect of 
the undertaking would be to place the Govern- 
ment in direct competition with private indus- 
try. Accordingly, the membership, urged by H. 
L. Manley, went on record as favoring making 
contacts with as many congressman and sena- 
tors as possible in an effort to block the 
proposal. 


Demand Slow and Production Curtailed 


A roundtable exchange of views brought 
forth an interesting study of conditions in the 
hardwood industry. It revealed that a number 
of mills have ceased operations until the log in- 
ventory can be materially reduced, while the 
mills that are operating have reduced the hours, 
several operating only 35 and 32, and one as 
low as 25 hours a week. The consensus was 
that six months at least will be required for 
conditions to right themselves. Hope for this 
improvement within a half year was expressed 
by Retiring President Gragg and others, Mr. 
Manley said his interests are not selling much 
lumber “because we have to sell. it for a song, 
and we would rather hold it than to give it 
away.” Even the furniture manufacturers, 
which have long been a principal source of 
business for the hardwood dealers, have cur- 
tailed their orders, the members reported. None 
of the representatives could report shipments 
anywhere near production, but several said they 
were attempting to move enough timber to meet 
current payroll expenses. One manufacturer 
said his firm had resorted to the sale of mixed 
cars, in an effort to stimulate business, and said 
his move had been productive of encouraging 
results. 

As the result of a report. by the new presi- 
dent, H. A. J. Evans, a committee will be named 
to confer with steamship lines in regard to seek- 
ing an adjustment on the Gulf shipping rate 
on exports. 





RarLroaD Lines ABANDONED in this country 
in the last six years total 9,500 miles. 
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Associations Plans and Activities 


Meetings to Be Held 


Mar. 3-4—Southwestern Iowa Retail Lumbermen’s 
Association, Chieftain Hotel, Couneil Bluffs, 
Iowa, 


March 4-5—Utah Lumber Dealers’ Association, 
Hotel Utah, Salt Lake City. Annual. 


March 9-10—South Dakota Retail Lumbermen’s As- 
sociation, Sioux Falls, 8S. D. Annual. 


March 10-11—Southern Hardwood Producers 
(Inc.), Hotel Peabody, Memphis, Tenn. Annual. 


March 10-11—National Association of Real Estate 
Boards, Chicago. Great Lakes regional con- 
ference. 


March 18—Florida Lumber & Millwork Associa- 
tion, San Juan Hotel, Orlando, Fla. Annual. 


March 22-23—Arkansas Association of Lumber 
Dealers, Marion Hotel, Little Rock, Ark. An- 
nual. 


March 23-25—Southern Lumber and Builders’ Sup- 


ply Dealers, Atlanta Biltmore Hotel, Atlanta, 
Ga. Regional convention and exhibit. 


March 23-25—Southern Pine Association, Roosevelt 
Hotel, New Orleans. Annual. 


March 24—New Jersey Lumbermen’s Association, 
Robert Treat Hotel, Newark. Annual. 


April 12-14—Lumbermen’s Association of Texas, 
Adolphus Hotel. Dallas. Annual. 


April 28—Indiana Hardwood Lumbermen’s Associa- 
tion, Indianapolis, Ind. Annual. 

April 21-22—Georgia Forestry Association, Valdosta, 
Ga. Annual. 

May 14-22—National 
tion, Coliseum, 


House and Garden Exposi- 
Chicago. Annual home show. 


May 19-20—Kansas Lumbermen’s Association, Ma- 
sonic Temple, Salina, Kan. Annual. 


June 9-10—National Association of 
Lumber Salesmen. 
Cincinnati, Ohio. 


Commission 
Netherlands-Plaza Hotel. 
Annual. 


Utah Dealers Will Hold Their 
Annual Meeting March 4-5 


Satt Lake City, Utan, Feb. 16.—The 13th 
annual convention of the Utah Lumber Dealers’ 
Association will be held in Salt Lake City Fri- 
day and Saturday, March 4 and 5. Convention 
headquarters will be at the Hotel Utah. Regis- 
tration will commence Friday morning. The 
business program will include a discussion of 
topics of practical value to the lumber dealer, 
according to Secretary Ralph W. Todd, who 
said, “Committees are hard at work on the pro- 
gram, which is shaping up nicely.” There will 
be an open forum, always an outstanding fea- 
ture of this convention. Social functions will 
include the annual dinner-dance, on Saturday 
night. The program will include the election of 
officers. 








Kansas Meeting to Be May 19, 20 


Kansas City, Mo., Feb. 21——The board of 
directors of the Kansas Lumbermen’s Associa- 
tion recently met here and voted to hold the 
1938 convention in Salina, Kans., May 19, 20. 
The sessions will all be in the Masonic Temple. 
It was decided to have fewer speeches on the 
program so that there would be ample time 
for dealer discussions. Tom Collins of Kansas 
City has accepted the association’s invitation 
to be banquet speaker. 





Program for Florida Annual Conven- 
tion Ils Announced 


OrLanpo, Fia., Feb. 21.—Secretary Claude 
E. Flambeau of the Florida Lumber & Mill- 
work Association has sent out a unique “flash” 
on the program for the eighteenth annual con- 
vention, to be held here March 18. It is repro- 
duced from pen print lettering by mimeograph, 
on orange-colored paper. 

Speakers will be Walter J. Matherly, dean 
of the college of business administration of the 
State University, on “The Philosophy of Busi- 
ness, 1938 Viewpoint”; B. A. Wilson, director 
of the division of education of the National 
Housing Administration, Washington, D. C., on 





“The New Housing Act”; J. M. Lee, State 
comptroller, Tallahassee, on “The Tax Prob- 
lem.” 

Headquarters will be at the San Juan Hotel, 
with a banquet on the evening of the 18th. Un- 
der the constitution the annual meeting is al- 
ways at Orlando, with the mid-year sessions in 
other cities. 





Southern Hardwood Producers Plan 
for Big Annual Meeting March 10-1 | 


MempPHIS, TENN., Feb. 21—Unusual interest 
is being shown in the forthcoming meeting of 
Southern Hardwood Producers (Inc.), to be 
held here on March 10 and 11. According to 
Secretary E. R. Linn, the early response indi- 
cates a large attendance of hardwood lumber- 
men who want to discuss industry problems and 
plan for expanded activities during the current 
ear. 

7 The two-day session will be filled with in- 
teresting discussions on subjects that are of 
interest to all. Hardwood operators will have 
the opportunity to discuss the various topics 
presented as well as hear about them. The 
speakers for the meeting are men who know 
their subjects. Some of the topics are: 

“Southern Hardwoods and the Furniture 
Industry.” 

“Interior Trim and Wall Surfaces of South- 
ern Hardwoods.” The increasing tendency 


shown as examples of profitable publicity. 

An exhibit of Southern Hardwoods in 
finished panels which has attracted much at- 
tention because of its educational value will, 
it is believed, teach lumbermen something 
about their own products. Another wood ex- 
hibit which has attracted nation-wide com- 
ment will be on display. 

The plans for increased trade promotion 
of Southern hardwoods for the forthcoming 
year will be presented to the industry. 


Because of the many important matters to be 
discussed, the meeting will occupy two full days 
with a dinner-meeting in between on the eve- 
ning of March 10. There will be time to 
renew old friendships. 





Will Manage Association Tucson 
Branch Office 


PHOENIX, Ariz., Feb. 21—Chris Totten, sec- 
retary Arizona Retail Lumber & Builders’ Sup- 
ply Association, has announced the employment 
of R. A. Nickerson as manager of the Tucson 
office. Mr. Nickerson formerly was general 
manager of the Saginaw & Manistee Lumber 
Co. at Williams, Ariz. In announcing his ap- 
pointment, Mr. Totten said: 

He not only knows our problems but his 
long experience in the retail as well as 
wholesale and manufacturing divisions pro- 
vides him with the answers. The dealers in 








Three pieces of knotty pine furniture in an attractive “lounge” comprised the exhibit 
of Western Pine Association at a number of the retail lumber conventions this year. At 
the close of each convention the three pieces were awarded to dealers holding the prize- 


winning tickets. 
tured at Boise, Ida., an 


These pieces were part of a complete line of pine furniture manufac- 
¢ sold under the name "Original Old Oregon Trail Furniture" 





toward all-wood interiors opens a promising 
market for Southern hardwoods. 


“The Small Home Campaign and the Place 
in It for Southern Hardwoods.” Last year 
the retail lumbermen of the country built 
3,000 small model homes demonstrating that 
wood is the building material which gives 
the most value for the money. Information 
received from the various State lumber meet- 
ings indicates an even larger demonstration 
this year. The man who directed this Small 
Homes Campaign in 1937 and who is direct- 
ing the 1938 campaign, will tell the hardwood 
industry how it can benefit by cooperating. 

“Railroads and Southern Hardwoods” will 
be discussed by a prominent railroad official. 

“Architecture and Southern Hardwoods” 
will be brought more closely together by a 
wood-minded architect. The 1938 Southern 
Hardwood Home will be explained in talk, 
drawings and miniature. 

A prominent economist will talk on “In- 
dustry and Government.” 


Two outstanding films on wood will be 


Tucson are fortunate, and we are happy that 
Mr. Nickerson has joined our gang. 


The Tucson office of the association is in 
room 206 Southern Arizona Bank Building, and 
a cordial invitation has been extended to mem- 
bers and friends of the “clan” to call and renew 
old acquaintances when in that city. 


President of National Hardwood 
Wholesalers Names Committees 


Three committees were appointed by the 
board of directors of the National Associa- 
tion of Hardwood Wholesalers at a meeting on 
Feb. 15, following the weekly luncheon in the 
Great Northern Hotel, Chicago. The directors 
approved the appointments read by President 
John I. Shafer, of South Bend. The commit- 
tees named are: 

Executive—Russell H. Downey, South Bend; 
J. C. Walsh, George F. Kerns, M. D. Reeder 
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and D. V. Swearingen, all of Chicago, and 
Mr. Shafer. 

Membership—A. H. Ruth and J. C. Walsh, 
of Chicago; W. D. Wheeler, Marshfield, Wis.; 
Adrian VanKeulen, Grand Rapids, Mich., and 
Russell H. Downey, South Bend. 

Trade Relations—Fred Hoffman, Ft. Wayne, 
Ind.; Harry Christiansen, Milwaukee; John 
Dregge and Adrian VanKeulen of Grand 
Rapids; A. H. Ruth and A. R. Copeland of 
Chicago. 

Other matters considered at the meeting were 
of strictly association interest. 


Southern California Wholesalers 
Elect 


Los ANGELES, CALIF., Feb, 19.—Girth- G. 
Beyer, southern California manager of Sudden 
& Christenson, was recently elected president 
and chairman of the Southern California 
Wholesale Lumber Association for 1938. The 
retiring president, Russell T. Gheen, southern 
California manager for C. D. Johnson Lumber 
Corp., was presented with a solid gold en- 
graved wrist watch. A. W. Smith, McDonald 
& Harrington (Ltd.), was elected vice presi- 
dent. Clint Laughlin is association manager. 
Weekly luncheons and meetings are held at the 
Jonathan Club. 








Canadian Foresters Elect 


MonTrREAL, Ont., Feb. 21.—The Canadian 
Forestry Association elected Charles V. Caesar, 
Hull, Que., as its president for 1938 at its one- 
day meeting Feb. 7. New directors elected are 
D. Leo Dolan, Ottawa, director of the Cana- 
dian Travel Bureau; Jack Hambleton, Toronto, 
director of the Ontario Travel & Publicity Bu- 
reau; and Walter C. Cain, Ontario deputy min- 
ister of lands and forests. 


Red-White Cedar Elects Officers 


MINNEAPOLIS, MINN., Feb. 22.—At a recent 
meeting of the Western Red & Northern 
White Cedar Association here, in the Hotel 
Radisson, J. E. Schaefer of the Schaefer-Hitch- 
cock Co., Sandpoint, Idaho, was elected pres- 
ident; M. J. Bell, Jr., of the Bell Lumber & 
Pole Co., Minneapolis, vice president; Harry 
F. Partridge, T. M. Partridge Lumber Co., 
treasurer; Charles D. Manson, secretary-man- 
ager, and Dr. J. P. Wentling, director of re- 
search. Association headquarters are in 401 
Metropolitan Bank Building, Minneapolis. 


"This Is Real Southern Hospi- 
tality" 


The many readers of the AMERICAN LuM- 
BERMAN who were attracted and impressed by a 
page advertisement of the Sumter Lumber Co. 
that appeared in a recent issue, showing a flight 
of geese going South and bearing the caption: 
“On Your Flight South,” will be interested to 
know that this ad, which was prepared by E. H. 
McGill, sales manager, has been listed as one 
of the outstanding advertisments that have ap- 
peared during the past three months in business 
journals. The February issue of “Advertising 
and Milline Data,” published in Pasadena, Calif., 
reproduces this ad with the following comment: 

This page extending the heartiest of invi- 
tations to customers, old and new, to “come, 
stay overnight with us” is real southern hos- 
Ditality. We believe this page says what 
many great concerns would like to say, yet 
they don’t know just how to go about it. The 
warmth of the welcome and the genuine 
effort to meet requirements are placed be- 
yond doubt, and the fine spirit shown will be 
taken as a guarantee of the product itself. 
Technically this page is definitely outstand- 
ing. The caption “On Your Flight South,” in- 
troduced by the action-illustration, registers 
at once in attention-compelling quality, while 
the text maintains the interest throughout. 


E. H. McGill, sales manager of Sumter Lum- 
ber Co., who gives his personal attention to the 
Preparation of copy for that company’s adver- 
tising, devotes considerable thought to this im- 
portant matter and as a result this copy is en- 
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tirely different from the conventional type and 
never fails to attract attention and interest. 
Another advertisement reproduced from the 
AMERICAN LUMBERMAN in same issue of “Ad- 
vertising and Milline Data,” is that of E. C. 
Atkins & Co., Indianapolis, this being referred 
to as “one of the strongest we have scanned in 
the business journals during the past quarter.” 





Replacing Burned Planing Mill 


Hammonp, La., Feb. 21.—Following the de- 
struction by fire on Feb. 9 of its planing mill at 
Natalbany, the Natalbany Lumber Co. has an- 
nounced that the plant will be replaced as rap- 
idly as possible. Immediately after the fire, 
work was begun on temporary quarters. Orders 
have been placed for a number of new machines, 
which it is expected will be in place and ready 
for operation within the next three or four 
weeks. In the meantime, the company is giving 
the best service possible to its trade and making 
every effort to get the new plant in operation 
quickly in order that shipments may not be 
seriously affected. The new mill will contain 
the latest and most modern equipment. 





Becomes General Manager of 


Glass Company Division 


Owens-Illinois Glass Co., Toledo, Ohio, an- 
nounces the promotion of W. P. Zimmerman to 
the position of general manager of the com- 
pany’s industrial and structural products divi- 
sion. Mr. Zimmerman 
entered the glass busi- 
ness as sales manager 
of the Hemingray Glass 
Co. at Muncie, Ind, in 
1920. When the com- 
pany was merged with 
Owens-Illinois in 1933, 





W. H. ZIMMERMAN, 
Toledo; 
New General Mer. 





Mr. Zimmerman was 
made assistant plant 
manager, and in less 
than a year was pro- 
moted to plant manag- 
ership. In collaboration 
with Minot Holmes he 
fostered improvements 
in glass communication and low power transmis- 
sion insulators. In 1935 Owens-Illinois centered 
its glass block activities under Mr. Zimmerman. 
Under his direction, engineers developed a revo- 
lutionary type of alloy welding material and a 
high-speed welding process which caused the 
lid-type block to be abandoned in favor of the 
masonry block. In his new position Mr. Zim- 
merman will supervise all operations of the in- 
dustrial and structural products division. W. C. 
Davis continues as director of merchandising. 


Chicago Suburbs Chalk Up 
Gain in January Building 


New building in January in the Chicago 
suburban region comprising about sixty-three 
towns started the year with the highest first 
month figure since 1931. The building permits 
represented a volume of $2,039,871, a 34 per- 
cent increase over the January, 1937 figure of 
$1,526,770. While the outlying centers were es- 
tablishing a fine start, Chicago showed nearly a 
million dollar drop in January compared to the 
same month a year ago. The permit total in 
January, 1937 was $1,951,975, and $954,100 last 
month. 

Among the big factors entering into the Janu- 
ary suburban figures were fifty-seven permits 
for residences costing $486,965, and home alter- 
ations and repairs amounting to $125,646. This 
compares with sixty-four home permits in De- 
cember representing $680,821. 
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ful burn-out-proof motor. 
Plugs into any light 
socket. Pays for itself 
out of profitsin a short 
time. Follow the lead of 
thousands of 
other success- 
ful dealers. 
Try it for 5 
DAYS FREE 
Trial. 














Guarenteed 
for 1 Year 
Including 

Motor 


MAIL COUPON TODAY 


LINCOLN-SCHLUETER 22638 
FLOOR MACHINERY CO. 
242 West Grand Ave., Chicago, IIl. 


! 

I 

I 

t 

1 

1 

! 

i 
Please send full details of your 5-day FREE 1! 
Trial SPEED-O-LITE Offer. Also complete in- 1! 
formation on your Merchandising Plan for ; 
i 

t 

! 

a 

if 

‘ 





Dealers. 






CITY... cccccccccccccceccseocs STATE.......+ eee 


ccm 








Amemecanfiumherman 


February 26, 1938 


North Dakota Dealers Forget Dull 
Care In Happy Annual Reunion 


Farco, N. D., Feb. 23.—Billing their 31st 
annual convention as a “good times” meeting, 
the North Dakota Retail Lumbermen’s Asso- 
ciation met here Feb. 22 and 23, a spirit of 
optimism pervading the sessions. . 

Despite talk of national recession and years 
of adverse conditions in the Northwest, the 
lumbermen and allied tradesmen, about 500 
strong, expressed their faith in the outlook for 
this year and in that spirit the meeting took 
on the earmarks of a big family reunion. 

Due to illness of A. D. Heaton, of Dickin- 
son, president, Elmer Swenson, vice president, 
of Jamestown, presided, telling the dealers in 
his opening day address that he believed no 
other American industry. has made such 
gigantic strides in the way of developing aids 
for the comfort and safety of the nation’s 
homes as have the lumber retailers. 

“Improvements in insulating materials, plas- 
tics for many useful purposes, paints and other 
decorating materials in the last decade has been 
almost miraculous,” he said, citing the splendid 
exhibits by manufacturers at the convention as 
“a miniature world’s fair of the building in- 
dustry.” 


They Learned About Women from Her 


Speaking from a woman’s point of view, 
Bess Gearhart Morrison of Lincoln, Neb., who 
has devoted 20 years to telling business men’s 
organizations about the reactions of women to 
them, told the lumbermen that “women must 
feel that they can trust the lumberman in his 
plans for her new house, new porch or play- 
room.” 

“The woman is not and never was the ‘silent 
partner’ in the home,” she said. “For too many 
years you lumbermen didn’t even try to sell us. 
Now you are trying, but don’t be technical 
with us—we want plans we can understand, 
colors that we love, terms stated in simple 
words. 

“Show off to your competitors, to your wife 
if you dare, but never to a customer—especially 


a woman. Don’t quote prices until it is 
necessary.” 

Mrs. Morrison is one of the seasoned 
“troupers” among women lecturers. She has 


a little granddaughter in Seattle; another in 
Alaska. She’s a club woman, a member of 
the D. A. R. and P. E. O. sisterhood, and 
likes to keep house and cook. A woman on 
the North Dakota program was a novelty that 
the dealers seemed to enjoy. 


Mayor Extends City's Welcome 


Mayor Fred Olsen welcomed the lumbermen 
to Fargo. C. O. Bystrom, Minneapolis, Cen- 
tral Lumber Co., talked from the dealer angle, 
citing what the individual can legitimately do 
to promote his product, and told him to diver- 
sify the selling interest, not only in what he 
has to dispose of but in the service he can 
give both to the tradesman and the consumer. 

P. L. Lotz,- director of sales of the- Glidden 
Varnish Co., Cleveland, Ohio, urged dealers to 
sell color, especially to women, instead of paint, 
citing that it is the color scheme the buyer 
wants rather than the paint itself. 


Gives the Manufacturer's Viewpoint 


Speaking on the manufacturer’s viewpoint of 
the retail lumber dealer, F. W. Morrill, sales 
manager of the Insulite Co., of Minneapolis, 
told the lumbermen that they “are the manu- 
facturer’s bread and butter,” and stressed the 
spirit of “co-operative competition,” which is 
marked in present dealer-manufacturer rela- 
tions throughout the country. 

“The lumber dealer, with the help of the 
manufacturer, can progress further through im- 
proved production and distribution of products,” 


he said. “Industry as a whole today gives 
greater value for the dollar to the consumer in 
comfort, convenience, long life and useful 
service from materials manufactured and sold 
by the group represented here. Once retail 
selling becomes adequately and fully depart- 
mentized the public will realize this is so.” 

Enlarging on the idea of departmentizing 
the dealer’s business, Mr. Morrill said: 

“Let your place be known as a ‘builder’s 
department store.’ Sell commodities—because 
they provide a good sound structure and con- 
tribute to comfort, safety and security of in- 
vestment. Sell the ‘packaged house.’ 

“Group advertising, telling one story, will 
gain more public acceptance than individual 
advertising.” Mr. Morrill made special refer- 
ence to the Tri-Cities Lumber Dealers, who 
have organized to advertise and cooperate to 
tell the true story to the public, and who are 
thus benefitting themselves as a group as well 
as individually. 

“The home makes for stability,” he continued. 
“Respect, honor and love are built around it 





A. D. HEATON, 
Dickinson, N. D.; 
Retiring President 


A. E. SWENSON, 
Jamestown, N. D.; 
New President 


and you as lumber dealers can contribute a 
great deal toward happier homes, incidentally 
increasing your business as you go along. 

“The lumber dealer is and always was the 
cornerstone of the community. He is the one 
who catr furnish complete information on 
building a-home, but not enough people know 
that. A survey of the Niagara Hudson com- 
pany asked prospective home builders where 
they would go for information on building a 
home. Only 3 per cent replied that they 
would go to the lumber dealer. It’s your busi- 
ness to. create an informed public—tell them 
what you are doing and why you are doing it. 
Sell them in terms of benefit to them—which 
is the only kind of salesmanship that is built 
on a solid foundation.” 

Lumbermen and allied tradesmen spent the 
evening of the first day at the El Zagal Shrine 
Circus, followed by special entertainment in 
= Elks temple, where the convention took 
place. 


Proceedings of Second Day 


Second day of the program opened with the 
reading of a paper by M. O. Ryan, secretary 
of the Greater North Dakota association, 
sketching work of the association in the last 
year and pointing out how interests of lumber- 
men jibe with those of the GNDA. 


“Lumbermen today comprise the fourth 
largest source of support enjoyed by the North 
Dakota promotion organization,” he said. 

Using Mandan, N. D., as a sample average 
city of the State, where interests of his organ- 
ization and those of lumbermen merge, Mr. 
Ryan outlined specific programs of promoting 
better livestock production, better all-around 
farming conditions, promotion of tourist travel, 
co-operation in water conservation and other 
natural resource conservation programs, co- 
operation with railroads in promoting agricul- 
tural interests and tourist travel—all designed 
to better the present and future condition of 
the average North Dakotan, his moral and finan- 
cial success contributing in proportion to the 
business of the lumber retailer. 


Explains State's Job Service 


How the lumberman can help the state 
employment service to become a vital aid to 
industry and how the service can help the 
lumber dealer specifically were outlined in a 
talk by O. K. Cline of the North Dakota State 
Employment service. 

“History demonstrates the slow growth over 
a long period of time of the idea that service 
should be extended at public cost to the job 
seeker and to the employer, who needs work- 
ers,” Mr. Cline said. “It is designed as a 
public clearing house where worker and em- 
ployer meet for their mutual benefit. To aid 
the employer, it is necessary that the bureau 
heads understand the specifications of every 
occupation, thus eliminating an unfit applicant 
from one line of work and putting him where 
he belongs. 

“Last year North Dakota, as an example, 
provided 1,100 beet workers for eastern Mon- 
tana and drew upon South Dakota and Minne- 
sota for harvest hands. 

“Tf you should want an experienced lum- 
berman, we would find such a person if he 
were available in North Dakota and if none 
were available here we need only to transmit 
our request to an adjoining state. But we 
must have your co-operation—specific require- 
ments of a yard manager, for instance, a car- 
penter and so on.” 

In closing he urged lumbermen to avail 
themselves of the service, calling upon it when 
they need any workers, from lumber piler to 
stenographer, and in turn recommending to 
other employers that they.use the service. Also 
he briefly outlined relationship that lumber- 
men have with the employment service in 
a aaa compensations under the federal 
aw. 

“Dealer Troubles and Dealer Triumphs” 
were discussed by Ormie C. Lance, secretary 
of the Northwestern Lumbermen’s association. 

The annual salesmen’s banquet, honoring 
dealers, was the concluding event on the full 
program. 


State Activities Are ‘Discussed 3 


C. C. Wattam spoke on the closing day on 
current activities of the Federation of State 
Associations, of which he is secretary, and of 
which the lumbermen’s group is a member, tell- 
ing how by working together industry can ben- 
efit itself as a whole and individually. 

A. J. Jensen, Jamestown, State commissioner 
of weights and measures, spoke on activities of 
his department, aud urging co-operation of the 
lumber dealers. 


Officers Are Elected 


A.. E. Swenson, of Jamestown (Thompson 
Yards, Inc.), was elected president; W. D. 
Briggs, West Fargo (Crane-Johnson Co.) was 
named vice president; Floyd P. Lavelle, Fargo 


(Continued on Page 67) 





Febr 


( 


‘ 


Sr, 
surve 
Com! 
home 
ulate 
Thes 
tionn 
their 
ing 2 
tabul 
pictu 
amor 
as S 

Or 
tion 
cent 
grea’ 
at tl 
cons! 
to tl 
buyi: 
plied 
hom 
sing] 
“hou 
a a 
This 
dow! 
25 p 
mak 
$1, 00 
$1,5( 
payr 
least 
mort 
wou 
hom 
num 
pay 
$40 
secu 
mon 

pl 
wert 
613 
and 


\ 


S. 
buil 
valu 
ine 
mor 
cent 
Ban 
Jani 
was 
fror 
stan 
Exc 
Jan 
note 
the 
cort 
mor 


the 

mor 
valt 
dow 
abo: 
thar 
Dec 
as | 
this 
citie 
33 
and 


Jan 
teer 
Ove: 
per 
witl 
per 












n- 


rid 
au 
ant 
ore 
le, 


on- 
ae~ 


im- 


one 
mit 
we 
re- 
ar- 


vail 
nen 
to 
to 
Iso 
er- 
in 
ral 


hs” 
ary 
ion. 
‘ing 


full 


on 
tate 


ell- 
en- 


ner 


s of 
the 


son 


was 
irgo 





February 26, 1938 


Amemecanfiumberman 


Survey Shows Renters Prefer Homes 


Sr, Lours, Mo., Feb. 21—The results of a 
survey made by the St. Louis Chamber of 
Commerce as to the possible market for new 
home construction in this city have been tab- 
ulated and present some arresting figures. 
These figures represent 1,064 replies to a ques- 
tionnaire sent to 12,000 typical renters as to 
their views on the subject of owning or build- 
ing a home. Broken down into percentages the 
tabulation gives what must be a fairly accurate 
picture of present home marketing possibilities 
among the renting class in a typical city such 
as St. Louis. 

Out of a total of 1,064 replies on the ques- 
tion “Do you prefer renting?” 738, or 70 per- 
cent replied “No,” showing that by far the 
greater part of these particular rent payers are 
at the present time at least in the mood for 
considering owning homes. Out of 733 replies 
to the question, “Would you be interested in 
buying if you could afford it?” 94 percent re- 
plied “Yes.” To the question, “Which type of 
home would you want to own; house, duplex, 
single or double flat?” 76 percent replied 
“house.” And to the question “Can you make 
a down payment?” 36 percent replied “Yes.” 
This last question brought the figures right 
down to actual prospects totaling 250. Of these, 
25 percent stated that they were ready now to 
make a down payment of between $500 and 
$1,000 ; 20 percent could pay between $1,000 and 
$1,500, and only 14 percent thought their down 
payment would have to be under $500. At 
least four are ready to pay down $4,000 or 
more. To the question, “How much per month 
would you be willing to pay for a suitable 
home?” 687 replies were made, the largest 
number, or 23 percent, stating that they would 
pay from $30 to $40; 16 percent ready to pay 
$40 to $50, while only 16 percent hoped to 
secure a home on payments less than $30 a 
month. 

The renters replying to the questionnaire 
were divided into the following income classes: 
613 under $2,000 a year; 275 between $2,000 
and $3,000; 105, $3,000 to $4,000 and 71 over 


$4,000. Of the 613 families with an income 
of less than $2,000 a year, 81 stated that they 
were able to make a down payment now, 26 
percent having less than $500 to pay down; 21 
percent ready to pay between $500 and $1,000 
and 17 percent able to pay between $1,000 and 
$1,500; the rest up to $3,500. Those in the 
larger income brackets were divided in about 
the same ratio, a third of those in the $2,000- 
$3,000 group being ready to pay down between 
$500-$1,000; 23 percent, $1,000-$1,500, etc. 

That these renters are taken from a fairly 
representative class is shown by replies to 
other. questions. For instance, 58 percent of 
the 1,064 are now paying between $5 and $10 
per room for rent; 17 percent between $10 
and $15. In the lowest income brackets, 62 
percent are paying between $5 and $10, and 
only 13 percent less than $5 per room. Of 
the highest income group, those over $4,000 a 
year, 46 percent are now paying between $10 
and $15 a month per room, while only a small 
proportion, 3 per cent, pay more than $20. 

The greatest number of replies, 49 percent, 
came from families of 3 to 4 persons; 28 per- 
cent were from families of two persons, and 
23 percent from families of more than 5. This 
proportion held about the same in all income 
brackets. Summing up the data secured the 
average picture seems to be something like 
this: Out of a thousand ordinary renters, there 
is some prospect of selling homes to more than 
a quarter of them if down payments and 
monthly instalments can be brought within 
their reach, since more than that percentage in 
a typical group have signified by signing a 
questionnaire that they not only want homes 
but-are ready to make a definite statement as 
to how much they will pay down and how 
much a month they would be willing to under- 
take. Moreover the figures show pretty con- 
clusively that there should be at least 100 very 
good prospects out of such a group, in cities 
where the percentage of renters is large. The 
re ratio would probably hold good in smaller 
owns, 


Western States Report Building Upswing 


SAN FRAncisco, CA.ir., Feb. 19.—Western 
building activity increased during January. The 
value of permits issued in fifty principal cities 
in eight western States was $14,527,451, a third 
more than in the previous month, and 5.5 per- 
cent more than in January, 1937, according to 
Bank of America. A single permit issued in 
January for a Federal building in Los Angeles 
was valued at $1,660,231, which if excluded 
from the western total would still leave a sub- 
stantial increase of 18 percent over December. 
Excluding this permit in the comparison with 
January a year ago, a decline of 6.5 percent was 
noted, This decline, however, is much less than 
the decreases of 30 to 40 percent, compared with 
corresponding 1936 months, during the last few 
months of 1937. 


The January increase over December marks 
the end of a comparatively long series of 
monthly decreases. Since April, 1937, permit 
values in this group of cities have followed a 
downward course, until in December they were 
about one-half the April peak, and a third less 
than in December, 1936. The January gain over 
December is particularly outstanding inasmuch 
as building activity frequently slackens during 
this period of year. Out of the fifty western 
cities to report permit values during January, 
32 showed increases over the previous month, 
and 23 showed gains over January of last year. 


Western residential building activity during 
January as measured by permits issued in fif- 
teen large cities showed a gain of 35.5 percent 
over the previous month, and declined only 17.7 
percent from January, 1937. This compares 
with a November to December decline of 14 
Percent, and a decrease of 41 percent during 


December, 1937, from the same month a year 
earlier. The gain of 35.5 percent during Janu- 
ary, 1938, over the previous month is especially 
encouraging as it ends an 8-month period of 
declining activity in residential building opera- 
tions. It occurred at a time of the year when 
activity in this type of building usually shows 
very little change. 

On the basis that building permits from repre- 
sentative cities within each State are indicative 
of the trend of building in the entire State, it 
was observed that six of the eight western 
States showed increases in their January per- 
mits over the previous month, and four States 
gained over January, 1937. The States to show 
gains over December were Utah, Arizona, Cali- 
fornia, Washington, Oregon and New Mexico; 
those to show gains over January a year ago 
were Nevada, Utah, Arizona and California. 





City Compels Use of Marked, 
Recommended Grades 


SAN Jose, Cautr., Feb, 19.—A new city ordi- 
nance requiring the grade-marking of lumber, 
and also requiring, like the FHA, that all 
vertical load-bearing supports in houses must 
be No. 2 lumber or better, and that horizontal 
load bearing timbers must be No. 1, became 
effective Feb. 24. The new lumber grading 
ordinance was discussed between some twenty- 
five lumber dealers and Robert V. Lotz, city 
building inspector, recently. The dealers have 
90 days in which to mark lumber in their yards. 
Marking will be done under mill supervision. 
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Notes on Nation's Building Prospects 


Building Prospects Take on Rosy 
Hue, with Permits Gaining 


AMARILLO, TEx., Feb.- 21.—‘“Building pros- 
pects for Amarillo look better than since 1929,” 
said Dwight Newby, manager of the Amarillo 
Lumber Co. 

There have been more building permits is- 
sued since Jan. 1 than in any January and 
February in recent years, he continued. There 
are more good homes—homes costing from 
$15,000 to $25,000—going up than in several 
years. This makes things look good for the 
future. 

Modernistic architecture is not likely to 
become popular in Amarillo. Ranch-type 
homes; low, rambling one-story houses, will 
probably continue to be the most popular 
type of architecture in this city. There is a 
good demand for the California bungalow 
type—low ceiling, low roof houses. The trend 
is definitely away from the English style of 
high pitched roofs. 

The Long-Bell Lumber Co.’s yard in this 
city is preparing to meet an expected increase 
in business as a result of the amended FHA; 
and is ordering a large amount of new build- 
ing materials, according to Lowell Munday, 
manager. Two hundred thousand feet of new 
lumber has already been unloaded by the com- 
pany in the past several days. Mr. Munday, 
in his advertising and sales talks, is stressing 
the difference between well built homes, of 
quality materials, and houses advertised at a 
low cost but which are built haphazardly. 





Fort Wayne Surveys Home 
Shortage 


Fort Wayne, Inp., Feb. 21—A survey of 
housing requirements at Fort Wayne, just com- 
pleted, shows the city needs more new homes 
today than the total number constructed here 
from 1931 to 1936 inclusive. Fort Wayne has 
an immediate market for about 3,240 houses, 
according to the estimate. The total number 
of new residential buildings constructed in the 
city from 1931 through 1936 was 612. From 
23 constructed in 1932, the low period, the num- 
ber gradually increased through 1936. But a 
much greater increase will have to be registered 
before the city’s housing shortage will be over- 
come. 

Construction of new homes at the rate of 
about 1,080 a year for the next ten years would 
still leave at the end of that period about the 
same housing shortage as now exists, accord- 
ing to the report. Between 2,620 and 2,630 new 
homes will have to be built each year until 1948 
in order to create at the end of that time a 
reasonably comfortable housing situation in the 
city, it is estimated. 


Public Construction Gains 


Continue 


For the third month in succession, the volume 
of public construction exceeded the total for 
the preceding month. Contracts for public proj- 
ects awarded during January, 1938, were 5 per- 
cent greater than for December, 1937, and 
almost 8 percent above the January, 1937, 
total, according to F. W. Dodge Corporation. 
Public construction for the current month 
amounted to $120,842,000. 

Total construction contracts for both public 
and private work awarded during January in 
the 37 eastern states, amounted to $195,472,000, 
This compares with $209,452,000 for December 
and $242,719,000 for January of last year. 

By classes of construction, the January con- 
tract total amounted to $36,207,000 for resi- 
dential building, $57,448,000 for non-residential 
building, $53,366,000 for public works, and 
$48,451,000 for public utilities. 

In addition to the increase in public con- 





struction, the volume of contemplated new work, 
particularly in the residential group, has shown 
continued improvement during the past two 
months. For January, total contemplated con- 
struction for all classes amounted to $474,205,000 
as compared with $359,365,000 for the preceding 
month and $412,680,700 for January of last year. 





Birmingham Home Show 


BIRMINGHAM, ALA., Feb. 21.—Birmingham 
builders’ supply dealers with the aid of the 
Real Estate Board, plus the mercantile estab- 
lishments selling any building materials or home 
furnishings, staged the most effective Home 
Owners’ Show ever put on here. Filling the 
Municipal Auditorium each evening were in- 
terested visitors who took time to get details 
concerning every type of home builders’ sup- 
plies. Reports from exhibitors indicate inter- 
est began with the FHA booth and ran through 
the entire line of exhibits. One retail lumber 


Extensive House Building Pro- 


gram Is Taking Form 


EVANSVILLE, INp., Feb. 21.— An extensive 
house-building program here has been an- 
nounced by Gale Bradford, president of the 
Bradford Homes (Inc.). The firm expects to 
build approximately 100 residences in Evans- 
ville and vicinity this year, Mr. Bradford 
states. Permits to build six houses in the city 
already have been taken out by Mr. Bradford, 
and he was expected to take out several more 
during the present month. 

Mr. Bradford said that additional houses will 
be started as the season progresses. Some of 
the houses will be built to order, while others 
will be placed on sale after they have been con- 
structed. Two of the 10 houses which the firm 
is ready to start to build have already been 

* sold. 

All these houses will be erected under the 

Federal Housing Administration terms and 











"The West Coast Woodway Growing Home" attracted much favorable attention at the 
many retail lumbermen's conventions at which it was exhibited during the current sea- 
son. It is described on an accompanying display card as "An illustration of a livable unit 
to which can be added: On one side, a bedroom unit; on the other side, a garage and 
breakfast room unit." Each unit is shown separately, and then all are united mechanic- 
ally, by means of an electric motor, to form the complete home. The above photograph 
was taken at the Michigan Retail Lumber Dealers’ Association's annual at Detroit. Left 
to right are: Esker Fitzwater, Red Cedar Shingle Bureau, Seattle; Hunter M. Gaines, 
Michigan secretary; and Miss Muriel McLean, Western Red Cedar Lumber, Seattle 





dealer reports the sale of more than $20,000 in 
new home contracts to four parties who became 
interested in the dealer’s display and his in- 
formation as to the ease with which new homes 
may be constructed and financed. Contacts were 
established with more than 10,000 prospects by 
local retailers. 





1938 offers the home builder lower con- 
struction costs, greater dollar value and 
easier financing than at any time in the last 
ten years. In the "Home of Today” he is 
able to create an estate and enjoy it—to 
do away with the practice of collecting rent 
receipts and constantly seeking comfortable 
habitation in the face of mounting rents. 





specifications. The houses will be frame, but 
arrangements and exterior designs will differ. 

Bradford Homes (Inc.) was organized here 
a few weeks ago with Mr. Bradford, Mrs. 
Betty L. Bradford and William L. Mitchell, as 
incorporators. 

A boom in residence building in Vander- 
burgh county outside the city limits of Evans- 
ville this spring, summer and fall has been pre- 
dicted by Edward Kerth, county plan commis- 
sioner of Warrick county. The more liberal 
loans offered under new Federal Housing Ad- 
ministration terms will be an incentive, he 
pointed out. He estimates that approximately 
70 percent of the houses built in Vanderburgh 
county ‘this year will be outside of the cor- 
porate limits of Evansville. 

Reports from many towns in southern In- 
diana point to more building this year than last. 
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Full Sized House Built Inside of 
Armory, for Show 


LouISsvILLE, Ky., Feb. 21.—Foundations for 
the Home Show House of 1938 were built here 
during early February at 1633 Cypress Ave., 
permanent location of the house which is to 
form the centerpiece of the Louisville Real 
Estate Board’s National Home Show, Feb. 25 
to March 5. More than 100 carpenters will 
build the house, inside of the Louisvitle armory, 
starting today; and after the show it will be 
carefully dismantled and re-erected on the per- 
manent foundation. Materials and furnishings 
for the house are being supplied by leading 
lumber and building material firms, plumbing, 
heating and electrical companies, etc. 





Arkansas Interested in Home 
Building 


Little Rock, Ark., Feb. 21.—L. M. Hawk- 
ins, secretary of the Arkansas Association of 
Lumber Dealers, predicts that as a result of 
the new Housing Act, a wonderful building pro- 
gram will be developed in Arkansas, in which 
State, he says, there has been a building holiday 
for ten years. Mr. Hawkins says the Federal 
Housing Administration offices at Little Rock 
have been busy answering calls concerning terms 
of the new Act since its approval by the Presi- 
dent. As for the claim that building materials 
are too high to encourage building, Mr. Hawk- 
ins said: “They are at their lowest ebb in sev- 
eral months.” C. C. Randall, assistant director 
in charge of the agricultural extension service 
at the University of Arkansas, has informed Mr. 
Hawkins that more than 6,000 requests for 
home plans have been received from various 
parts of the State—a marked indication of the 
desire of Arkansas people to build homes. 





State Needs New Legislation 
to Secure Low-Cost Funds 


San Francisco, CA.Lir., Feb. 21.—The desire 
of this city to participate to the extent of $10,- 
000,000 in a low-cost housing program under the 
Wagner-Steagall Act can not be fulfilled until 
enabling legislation is enacted by the State legis- 
lature, it was revealed recently when the city re- 
quested the Housing Authority administrator to 
earmark that amount for the city. Mayor Rossi 
was informed that California municipalities can 
not participate in the Government’s low-cost 
housing program until way is paved for local 
housing authorities. He immediately requested 
the governor to call a special session of the 
legislature. Gov. Merriam had pocket-vetoed 
enabling legislation unanimously passed by the 
legislature last spring. 





Boys of Building Trade Classes 
Erect Consolidated School 


_ Betts, TENN., Feb. 21.— The boys enrolled 
in the general building trades classes of the 
high school here and at Alamo, Tenn., have 
completed a building project which put to actual 
and practical use their training in the art of 
handling the saw, hammer and trowel. 

The project is a consolidated school, the con- 
struction of which was planned and directed 
by the high school teacher, William H. Mc- 
Henry, whose workers included many boys who 
had never before done any sort of carpentry 
work. Now many of them have taken such in- 
terest in working with tools and materials that 
it 1s evident skilled craftsmen will be included 
in the building trade in the near future, and 
the others have learned the value of correct 
construction with proper materials. 

Plans for the school were studied and re- 
vised in the classes until the instructor and his 
Pupils were satisfied. Work-benches, saw- 
horses, mortar-boards, tool-boxes and a tool- 
shed were built in school and then carried to 
the site of the new building. 

The “first-time” builders staked out the build- 
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ing, dug the foundation, poured the concrete, 
erected the framework, cut every piece of lum- 
ber that went into the entire building, laid the 
roof, erected scaffolds, mixed the mortar and 
carried the brick, doing everything in fact ex- 
cept laying the brick. When the building was 
completed they built a playground slide, fur- 
nished the elementary room and library, and 
for every other room built a desk and a book- 
case. 





Chicago to Have Big Home 
Show 


Chicago’s annual home show is to be held at 
the Coliseum for nine days beginning Saturday, 
May 14, and ending Sunday night, May 22, it 
has been announced by John A. Servas, man- 
ager. “Plans are under way to make this the 
most interesting and comprehensive home show 
we have had,” Mr. Servas said. “It is to be 
known as the National House and Garden Ex- 
position, and will combine artistic presentation, 
and diversification of exhibits, stressing land- 
scaping and gardening. Already a long list of 
leading material manufacturers and house fur- 
nishers have made reservations for space.” It 
is expected that the attendance record this year 
will pass the 200,000 mark established in 1937. 
Mr. Servas, who attained fame when he planned 
and installed the horticultural exhibit at the 
Century of Progress Exposition in 1933 and 
1934, has had full charge of the last two home 
shows at the Coliseum and also the flower shows 
held at the Hotel Sherman and the Navy pier. 





THE NUMBER Of illegal train riders and other 
trespassers ejected from railroad property, but 
not arrested, in the six months’ period from 
March to August, inclusive, this year, was ap- 
proximately 80,000 below the same period in 
1936. 
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Kentucky Boy Becomes Builder 
—Dislikes "Interest" 


OweEnsporo, Ky., Feb. 21.—Robert S. Trip- 
lett, president of the Ames Co., a furniture 
factory here, has a hobby of building rental 
houses. His sixteen-year-old son, Frederic 
Ames Triplett, has the same hobby, but goes 
his father one better by actually doing the work 
himself. Young Frederic tried the idea out and 
now has a house of his own renting for $20 per 
month. His father explains the adventure in 
building as follows: 


“Prompted by a desire to have the boy take 
on responsibility, the house idea was the result 
of several circumstances—my own experience 
in building, the ability to furnish material at 
low cost through our own woodworking plant; 
an available lot, already owned, and his record 
of merit in mechanical drawing and architec- 
ture.” : 


Young Frederic made the complete drawings, 
worked out all the details and figured a bill of 
materials. He was given the lot and some 
lumber on hand at his father’s plant; borrowed 
$1,000 and went to work getting the lot in 
shape and building a driveway. 


Before the house was finished he had a 
“thorough” knowledge of building, from meas- 
uring rafters by calculating the length from 
the pitch and run, on through to fitting door 
locks. Since the completion of the work and 
the renting of the house, young Triplett has 
been pleased with his success, with the excep- 
tion that he is having to pay interest as well as 
principal on the loan. The rent each month 
has to do this for him and it seems that $20 
per month doesn’t leave much over for another 
hobby—flying lessons. 

Mr. Triplett considers his son’s time well in- 
vested, particularly as to training, rather than 
on the economic side. 
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Lumber Dealers Should Know 
These Things About Termites 


The subject of termites has been in the past 
a sore spot with many lumbermen. They felt 
that those engaged in termite control work 
were, for their own selfish gain, greatly exag- 
gerating the termite menace, thereby doing 
irreparable injury to the reputation of wood 
as a building material. For this attitude there 
was, indeed, some justification. Termites were 
new, strange, and unfamiliar to the public. Edi 
tors, fully aware of the interest value of news 
stories and articles about these unusual insects, 
devoted much prominent space to them. And, 
because the editors lacked accurate knowledge 
of the habits of termites and the damage they 
do, their stories were often fantastic and sensa- 
tional. Unscrupulous termite control operators 
augmented this spectacular publicity by “scare” 
advertising and terrifying sales talks which 
often made the home owner tremble for fear 
his housé would tumble down on his head. The 
total result was that the public received a dis- 
torted, exaggerated view of the termite prob- 
lem. 


TRUTH IS BETWEEN EXTREMES 
OF PROPAGANDA 


In an effort to combat this misconception on 
the part of the public about termites, and con- 
sequently about wood as a building material, 
many lumbermen attempted to spread the 
equally absurd impression that there was no 
termite problem at all; that the whole thing 
was a diabolical plot hatched up by termite 
control racketeers. And for a time a large 
part of the public believed this—until their own 
properties became damaged by termites. 

The truth about termites lies somewhere in 
between these two widely divergent statements: 
That termite infestation and damage in this 
country is reaching gigantic proportions; and 
that there is no termite problem at all. For- 
tunately, the sane, intermediate view is today 
held by the great majority of lumbermen, as 
well as most of the general public. 


AGE-OLD INSECT ADAPTS TO 
NEW ENVIRONMENT 


To get a clearer picture of the current ter- 
mite problem, it is necessary to go back to the 
beginning and review briefly the history and 
habits of termites. Termites are among the 
world’s most ancient creatures, having lived 
on this earth and in this country for millions 
of years. Originally they were inhabitants of 
the forests, where they performed the useful 
task of scavengers, attacking dead limbs and 
logs and assisting in turning them back into 
the soil. As America became more densely in- 
habited, however, forests were cut down and 
cities and towns built in their place. His 
natural food supply disappearing, and unable to 
travel far in search of new hunting grounds, 
the termite turned to the wood in buildings for 
food. As time went on, construction methods 
changed and houses were built close to the 
ground, so that there was little ventilation be- 
neath the house. Central heating systems be- 
came common. 


DAMAGE FIRST CONSIDERED ROT, 
BUT TRACED TO TERMITE 


These two changes in building design and 
equipment resulted in almost perfect conditions 
for the survival and propagation of termites. 
Also these changes provided year-round quar- 
ters for their operations. They began their in- 
vasion of homes and buildings in earnest. At 
first the damage they did was thought to be 
“dry rot,” except for a few isolated cases where 
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some scientist happened to be on hand to 
identify it as the work of termites. By 1920 
it became definitely and generally known that 
“bugs” were causing the damage. Flooring and 
lumber manufacturers began receiving com- 
plaints that “bugs are in your products.” As 
a large producer of hardwood floorings, our 
company received a number of these complaints. 
Naturally alarmed, we started investigating and 
found the “bugs” to be termites. 


FINDING A METHOD TO CONTROL PESTS 


Immediately we began experimenting with 
various chemicals in an effort to find a way to 
control termite activity. After a long period 
of laboratory research, a promising chemical 
was developed. There followed months of 
practical experimentation in the field, until our 
chemical and methods of applying it had proved 
satisfactory. Then our termite control service 
was extended gradually, through licensed ap- 
plication companies trained by us, until today 
the thirty-four States most heavily infested 
with termites are served by these Licensees. 
But many people have asked, “Why should 
Bruce, a big lumber concern, call people’s at- 
tention to the fact that termites eat wood and 
thus emphasize a disadvantage of its primary 
product ?” 


DON'T DENY EXISTENCE OF PROBLEM, 
BUT SOLVE IT 


Whether we called attention to the fact or 
not, termites would go right on eating wood— 
damaging the lumber in buildings. We feel 
that by making available a service that will 
protect wood against termites, we are restor- 
ing people’s confidence in wood and causing 
them to look again upon lumber as the best all 
round building material. This is not particu- 
larly an unselfish motive—our bread and butter 
comes from the sale of lumber and lumber 
products. Farsighted lumbermen today no 
longer attempt to combat “termitobia” by deny- 
ing that these insects can and do damage wood 
in buildings. Instead they reassure their cus- 
tomers by showing that with proper construc- 
tion there is little to fear from termites, and 
that even in existing buildings already infested 
with termites, complete protection against fur- 
ther damage can be obtained. 


RACKETEERING MAY BE 
ELIMINATED BY DEALERS 


There are still many racketeers in the termite 
control field; individuals who, for their own 
profit, misrepresent the termite problem and 
their attempt at solution. These racketeers, 
with their ineffectual treatments, are a menace 
to the lumber industry. For after a property 
owner pays out his good money on their prom- 
ises to free him of termites, and then later finds 
that termites have done hundreds of dollars 
damage to wood parts of his home, that man is 
certainly no press agent for wood. 

In his own community the lumber dealer is, 
justly enough, looked upon as an expert on 
lumber, its uses and maintenance. In _ this 
capacity he is often consulted by property 
owners as to what to do about termites. There- 
fore it is the lumber dealer’s duty—to his cus- 
tomer, to himself and to the lumber industry 
as a whole—to learn something about this im- 
portant question of termites and termite dam- 
age. 

Only by having a clear understanding of the 
termite problem and the problems of termite 
control can the lumber dealer intelligently 
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recommend effective measures to those who 
come to him for advice about termites. With 
such knowledge he will be able to distinguish 
between honest, capable termite control opera- 
tors, and racketeers who are interested only in 
quick and easy money. And when this informa- 
tion is passed on to the general public, mis- 
conceptions and hysteria about termites will 
cease. The termite problem will be viewed 
calmly and dispassionately, as it should be. 
And the danger that wood may lose its favor- 
able reputation as the best all-round building 
material will be gone. 





Michigan Timber Growth Will 
Balance Cut 


MitwauKeEE, Wis., Feb. 21.—That Michigan 
timber growth in ten years will equal the cur- 
rent rate of cutting, and that the State’s mer- 
chantable stands of high quality saw logs will 
last for thirty-two more years at the present 
cutting rate of half a billion feet a year, is the 
answer of Robert B. Goodman, of the Sawyer- 
Goodman Co., Marinette, Wis., to expressed 
fears that Michigan’s timberlands have been or 
soon will be denuded. : 

Mr. Goodman, who is chairman of the Wis- 
consin conservation commission, says that at 
present there is in Michigan 16 billion feet of 
saw timber 13 inches and up in diameter. The 
present rate of cutting would exhaust this sup- 
ply in thirty-two years. But in addition there 
is nine billion feet of smaller saw timber. If 
there were no further growth, he says, it would 
require fifty years to cut off both classes of 
timber, unless logging were increased. Con- 
tinuing on this line, however, Mr. Goodman 
said that in fifty years there will be no 
end of Michigan logging caused by exhaustion 
of timber, because ten years from now the 
growth of timber will equal the present cut. 
So there will always be log timber for Michi- 
gan mills, particularly in the Upper Peninsula. 

Mr. Goodman said that ten years from now 
the second-growth pulpwoods of the Upper 
Peninsula alone will be sufficient to establish, 
on a perpetual yield basis, the supply needed 
for the pulp sek paper mills of northern Wis- 
consin and the Upper Peninsula of Michigan. 
Saw timber standing in Michigan today, he 
said, would provide enough lumber for con- 
struction, exclusive of trim, of 1,666,666 mod- 
erate-sized homes. These figures by a recog- 
nized authority should dispel any fear of dis- 
tributors or users of an impending shortage of 
timber in Wisconsin and Michigan, and con- 
firm the statement of northern manufacturers 
in their advertising in the AmeERIcAN LuM- 
BERMAN that Wisconsin and Michigan are “still 
on the lumber map” and further that “There 
will always be an adequate supply of fine north- 
ern hardwoods.” 

Mr. Goodman’s statements with reference to 
the timber supply were included in an inter- 
esting article that appeared in a recent issue 
of the Menominee (Mich.) Herald-Leader. 
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It's Almost Spring 


In Feb’uary I don’t think 

The whole town is a skatin’ rink, 
Because it starts to rainin’ then. 

Then starts to freeze, then snow again. 
In Feb’uary I don’t fret 

Because it’s Feb’uary yet, 

But when they ask me anything 

About the season, cold or wet, 

I only say, “It’s almost spring.” 


A thought of spring in winter days 
Will help so much, so many ways, 

I wonder more don’t do it more, 
When Feb’uary shakes the door. 

Or when it’s March that hangs around, 
To think of April, I have found, 

Yes, even April and its rain, 

Will bring the violets from the ground 
Much quicker than to just complain. 


And in the Marches of our life, 

Or in our Feb’uary strife, 

l’ve found that better days would come 
Much sooner if I thought of some 

Than if I only thought how sad 

The present troubles that I had, 

That if I thought some better thing 

The present wouldn’t look so bad— 

I found, in fact, it’s almost spring. 


We See b' the Papers 


Germany thought it couldn’t happen there, 
until it had. 


Relief is doing a lot for the workers, Pre- 
cinct-, and social-. 

An optimist is a fellow who signs a contract 
with the C. I. O. 

Sign on M-10 near Pontiac, Mich.: “All 
Kinds of Team Work.” 

The way to get the young folks to do some- 
thing is to disapprove of it. 

The country spent $2,333,314,000 for relief 
last year, not counting what it cost to spend it. 


As for business, the President talks it right | 


up, and turns around, and talks it right down 
again. 

Well, we’ve tried everything that never would 
work before, now let’s try something that may 
be right. 

Now the President is talking about prices. 
He still insists on treating the symptoms instead 
of the disease. 


The Japanese are causing 400 deaths a day 
in China, almost as many as Americans are 
causing in America. 

We're just afraid that all the time the Presi- 
dent was lambasting monopolies he was wink- 
ing at Senator Guffey. 


_ Speaking of Washington, that tornado down 
in Louisiana seems to have had the right 
idea but the wrong town. . 


When we were young, the bride didn’t need a 
cook-book. Now she doesn’t either. All she 
needs now is a can-opener. 


We are going to spend the last two weeks 
of April stumping New York State. New 
York lumbermen please write. 


A people that is interested mostly in what 
happens in Hollywood ought not to complain 
about what happens in Washington. 


Some people sneer at the horse-and-buggy 
days, but about the only trouble between na- 
tions then was an occasional yacht race. 


Cal Tinney was out at the house the other 
night, and says they may have to call the war 
off in Spain because they are running out of 
Spaniards, 





And the Government may have to call off 
taxing undistributed surplus because, on ac- 
count of last year’s tax, there won’t be any 
surplus this year to tax. 


Henry Wallace’s contribution to the present 
panic is to cut cotton and tobacco acreage, 
throwing some more tenants and share-crop- 
pers on relief. Henry is always so helpful. 


The new solicitor general thinks it is all 
right to pick out “a friendly judge,” forgetting 
that, when the Government is a party to a suit, 
it is there to protect the rights of all parties. 


Lowering the price of what the working- 
man has to sell, and raising the price of what 
he has’ to eat, may end the present panic, but, 
if it does, we and a lot of other able econo- 
mists are going to be surprised. 


Between Trains 


MitwaukeeE, Wi1s.—The Elks of Milwaukee 
met at lunch today at the Elks Club, and we 
looked out over a sea of antlers. If you can 
ever get an invitation to Milwaukee, and then 
can get an invitation to the Elks Club, don’t 
miss either one. 


Sacinaw, Micu.—Just as the Lions had at 
Benton Harbor, the Lions Club here broke the 
local record for such a crowd on such an occa- 
sion; and was Gustave Schust pleased! He 
was. Just for the sake of auld lang syne, 
Charlie Haensel came out and introduced us, 
and G. H. Malloch, the well known local lum- 
berman, who may be a relative of ours, but 
is nevertheless our friend, was there to lead 
the chortling. It was good to be back in a 
great sawmill town of the great old sawmill 
days. More good cork pine came down the 
Saginaw River than any other river in the 
world, so, if some of the pine was turned back 
into corks, there was no great harm done. 


Lupincton, Micu.—The Chamber of Com- 

merce of this famous old lumber town “packed 
‘em in” tonight at its annual dinner. The 
feast was at one of the local churches, but, of 
course, we stayed at the Stearns, named for a 
famous lumberman and lumber family. We 
feel a particular kinship with the younger 
Stearns, for we, too, have tried to mix art and 
lumber, lumber and poesy in our case and lum- 
ber and painting in his. 
_ Anyway, it is worth a long journey to Lud- 
ington to see the Stearns pictures in the lobby 
of the Stearns hotel. As you know, the (then) 
young lumberman was the first to introduce 
humor into art, and he created a new school 
of painting that will someday be picked up 
and imitated and acclaimed, too late (as in 
the case of the lumberjack poetry) to do the 
originator any good. Confidentially, we never 
could understand why the poetry didn’t do 
better, knowing the American people as well as 
we do; it was bad enough to become popular, 
——- Stearns’ art was too good to get very 
ar. 


One You Own 


A rose looks pretty on a hill, 

But twice as pretty on a sill. 

A light is pleasant when you roam, 
But twice as pleasant in a home. 
There’s nothing in this world of men 
That’s ever half as good as then. 


However beautiful the flow’rs, 
They’re twice as beautiful if ours. 
The babes see wonderful affairs, 
They’re twice as wonderful if theirs. 
And not a house was ever known 
One half as nice as one you own. 


It’s true that Dixie Brand Oak 
Flooring is Superfinel Made 
from selected Arkansas Oak, it 
has the beauty and quality, the fine- 
ness of grain and texture that make it 
the choice of particular buyers. In 
our new modern plant this flooring is perfected by 
advanced manufacturing, careful and accurate mill- 
ing. Here’s flooring you'll be proud to sell. You 
can back it with your strongest guarantee of satis- 
faction. Its quality will build trade for you. 


CERTIFICO 


It will pay you to learn about Dixie quality and the 
service that we give. Today, write for Free Samples, 
prices and full information. 


W. R. WRAPE STAVE CoO., INC. 
Office, Plant, 2200 E. 7th St, LITTLE ROCK, ARK. 


M. A. BATES, Special Sales Representative 
P. O. Box 395 DERMOTT, ARE. 





Southeastern Lumber and Timber Co. 


OGLETHORPE, GA. 


Manufacturers of Band Sawn 


Flint River Hardwoods, 
Cypress and Pine 
Air Dried Boards --- Kiln Dried Finish and Flooring 
MILLS AT—Oglethorpe Ga., Reynolds, Ga. 








Richard Shipping Corp. 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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Congress Enacts Farm Bill; Wrangles 
Over Important Legislation 


Wasuincton, D. C., Feb. 23—The much 
publicized and abused farm bill is now a law 
of the land, for better or for worse, and Sec- 
retary Wallace has started the machinery go- 
ing in an effort to make the complex measure 
do the job he thinks ought to be done for 
American agriculture. Whether so complex 
a measure can be made to operate smoothly 
and effectively, time alone can tell. Every- 
body concedes there is a farm problem, and 
right-thinking citizens hope a solution will be 
found one of these days. They would like to 
find it in the new law. It may be hidden away 
within that statute, despite its conceded im- 
perfections. Some critics declare they hope 
nobody will go into court and upset the law 
before the rank and file of the farmers find out 
how bad it is. Proponents, on the other hand, 
insist that a fair trial will show that the law 
is nothing like as bad as its traducers allege, 
and that it will work to the advantage of the 
farmer, not put him in a straightjacket or re- 
duce him to serfdom as the spokesman of one 
large farm organization predicts. Anyhow, we 
now have the law. The part of wisdom would 
seem to indicate that the powers that be have 
an opportunity to demonstrate its worth. Im- 
perfections can be cured by future amendment 
as they develop in the course of its operation. 


Business and Labor Can Adjust Wages 


Wage-and-hour legislation is still in a bit 
of a fog, with Chairman Norton of the House 
committee on labor telling us that she has a 
new “Administration” bill in her vest pocket 
which is soon to see the light of day, and 
with William Green, president of the American 
Federation of Labor, slam banging away against 
turning the Administration of any such statute 
to a board or a single administrator. Mean- 
while, with the President himself finally con- 
ceding officially that we are in a serious busi- 
ness recession or depression or - whatever it is, 
why not just forget all about any attempt to 
regulate wages and hours from Washington 
and give business and labor a fair chance to 
work out that problem? A decision to do 
that undoubtedly would have a very wholesome 
effect on all business, big and little, which is 
the one thing needful right now. 


What Prices Should Be Raised? Reduced? 


That idea of the President to set up a system 
of “balanced prices” has its good points, de- 
spite the fact that editorial commentators have 
done a lot of fussing about the indefiniteness 
of the White House statement. If we could 
bring about a balance that would remain in 
balance, it should work pretty well for all 
hands. Of course, to be effective such a bal- 
ance must be arrived at in the light. of realities. 
It can not be attained by wishful thinking, 
although that would be a fine “out” and make 
everybody happy. The brass tacks of the 
matter are found in the very practical question 
—What prices should be raised, and what 
prices reduced? Who is to give the answer? 
Where is the wisdom that can sit down at a 
desk in Washington and do the job? First we 
were told that prices were too low and must 
go up. Then we got the declaration that prices 
were getting too high and must come down. 
Now most of them, apparently, must go up 
again, although some are too high already, 
according to the powers that be. So it would 
certainly be better to have a balance, and know 
that it would stand up at least for a reasonable 
time, than to have this up and down stuff 
continue to keep industry and business upset 
and uncertain. 


Tax Bill ls Welcome Half Loaf 


The ways and means committee of the 
House is about to bring forth its new tax bill, 
revising and modifying the corporate surplus 
earnings tax and the capital gains tax. The 
committee has been struggling with the prob- 
lem for months, apparently desiring to give 
business some relief, but at the same time re- 
taining the principle of both taxes. Even a half 
loaf will be better than no relief, however, so 
any genuine modification should help just that 
much. Over in the Senate, sentiment seems 
to be to go further than the House committee 
so far has been disposed to go. It may well 
be that the senators will get around to making 
it three-quarters, or at least two-thirds of a 
loaf, which would help just that much more. 


Federal Licensing As Curb On Monopoly 


Senators Borah and O’Mahoney are still 
tinkering with their bill to license corporations 
engaged in interstate trade and commerce. The 
latest version seeks to let out the “little fellow” 
by exempting those under the $100,000 class. 
This is one of several proposed devices for 
regulating and controlling corporations. The 
two senatorial sponsors are very much in earn- 
est about the bill, and seem to think it would 
go far toward eliminating corporate abuses, 
monopolies and what not. They got more 
active 
talking about doing this and that to monopolies, 
which project seems now to be just rocking 
along. 


Way Cleared for Appropriations—Election 


At last the Senate has voted quite emphat- 
ically to lay aside the Wagner-VanNuys anti- 
lynching bill, and get along with the many 
important measures now pending, including the 
backed-up appropriation bills. The lever used 
to accomplish this parliamentary maneuver was 
the supplemental relief resolution carrying 
$250,000,000 more for WPA during the re- 
mainder of the current fiscal year. The Senate 
has a way of legislating when it gets at it, 
and, with primaries coming on, the appropria- 
tion bills are apt to move along with stream- 
lined speed now that the jam has been broken. 


FHA BUSY ORGANIZING: RECEIVES 
SUGGESTIONS FOR CHANGES 
IN RULES 


WasHIncToN, Feb. 23.—The Federal Hous- 
ing Administration is working day and night in 
the effort to get the amended Housing Act into 
operation as soon as possible. Regulations gov- 
erning projects under both Title I and Title II 
have been widely distributed, and not a few jobs 
have already been started under the former. 

As was to be expected, various suggestions 
are being received already for changes in the 
regulations, which were prepared more or less 
hastily as a matter of course, and perhaps with 
the idea that practical suggestions would come 
in promptly, designed to improve them and pro- 
mote wider activity in modernization, repair and 
new building. Any constructive suggestions will 
be welcomed by Stewart McDonald, Adminis- 
trator, and his associates. The FHA, of course, 
can not change anything in the amended Act it- 
self. But where improvement can be insured by 
strengthening or broadening the regulations, the 
disposition is to make such changes. 


Lending Agencies Favor Larger Discount 


For example, Frank Carnahan, secretary of 
the National Retail Lumber Dealers’ Associa- 
tion, has received from Sam Levy, of Jacob 
Levy & Bros., Louisville, Ky., a letter advising 
him that some lending agencies object to the 





recently when the President started 


proposed discount rate of $3.50 per hundred on 
new construction, which they claim is entirely 
too low when protected by an FHA guaranty 
of only 10 percent. These lending agencies sug- 
gest a discount rate of $4.50 or even $5 per $100 
as reasonable. Mr. Levy thinks that if new 
construction under Title I could be made at- 
tractive to the lending agencies, a large group 
of prospective home owners could be reached 
who can not be served under the existing provi- 
sions of Title IT. 

“We honestly believe,” Mr. Levy adds, “that 
lots of business will be generated through the 
modernizing and repair section of this Act, and 
if the new ‘construction features can be made 
more appealing to the lending institutions, then 
the whole field will be thoroughly covered.” 


Suggests Reduction in Rural Minimum 
Areas 


H. G. Swenk, secretary of Loper Bros. Lum- 
ber Co. (Inc.), Port Jefferson Station, N. Y., 
writes Mr. Carnahan that he finds strong ob- 
jection to the requirement in Title I regula- 
tions of a minimum area of 20,000 square feet 
for new house construction within the $2,500 
limit in rural areas where community water and 
sewer systems are wholly lacking. He suggests 
that this minimum requirement be cut in half 
or even reduced as low as 6,000 square feet, if 
best results are to be achieved. 

Various other suggestions have come to Mr. 
Carnahan, who is keeping in close touch with 
officials of the FHA and passing along whatever 
ideas for improvement come to him. 

Of course, some little time will be necessary 
to get the machinery running smoothly, but en- 
couraging progress has been made, and officials 
of FHA and the Administration in general are 
looking forward to a busy year in the privately- 
financed construction field. 


SENATE SEES MODEL OF "CERTI- 
GRADE" HOME 


[Special telegram to AMERICAN LUMBERMAN] 


WasuincTon, D. C., Feb. 23.—Members of 
the United States Senate were today given a 
preview of what the lumber industry proposes 
to do to stimulate home building, when Sena- 
tors Bone and Schwellenbach, of Washington, 
the country’s largest lumber producing State, 
displayed in the Senate chamber a scale model 
of the “Certigrade Home,” now being built as 
a low-cost demonstration dwelling at Lacey 
Forest, Arlington County, Va., under the first 
90 percent mortgage to be insured by FHA. In 
a brief speech, Senator Bone strongly com- 
mended the program. 

The miniature reproduction of the home being 
erected by the Red Cedar Shingle Bureau, Seat- 
tle, in collaboration with the National Retail 
Lumber Dealers’ Association, was presented to 
the Washington senators at a ground breaking 
ceremony at the site earlier in the week, Par- 
ticipating in this were Frank Carnahan, secre- 
tary of the National Retail Lumber Dealers’ As- 
sociation; Paul S. Collier, secretary-manager 
of the Northeastern Retail Lumbermen’s Asso- 
ciation; G. E. De Nike, secretary of the New 
Jersey Lumbermen’s Association, and W. W. 
Woodbridge, manager of the Red Cedar Shingle 
Bureau. 

The home, containing five rooms and bath, 
and built entirely of lumber with roof and walls 
of red cedar shingles, is designed to qualify un- 
der the newly amended section of the National 
Housing Act and is expected to be duplicated 
in hundreds of communities over the country. 
Its average selling price will be in the neigh- 
borhood of $3,500. 
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Survey Committee Believes Market Has Passed Low Point 


WasuincrTon, D. C., Feb. 23.—In its report 
on the lumber market situation in the fourth 
quarter of 1937, made to the U. S, Timber Con- 
servation Board, the Lumber Survey Commit- 
tee notes that national lumber consumption in 
1937 was about 24 billion feet, or 3.7 percent 
larger than that for 1936—the first half of the 
year showing a gain of 15 percent; and the last 
half, a loss of about 7 percent. Bookings of the 
mills were 18 percent above their production in 
the first quarter of 1937, and respectively 16, 
20 and 11 percent below in the second, third 
and fourth quarters. In the fourth quarter, new 
business was 25 percent less than in the third 
quarter. Excess of production which charac- 
terized most of 1937, the Committee finds, has 
resulted in mill stocks being too heavy in the 
face of current light demand; but the downward 
trend of unfilled orders in relation to stocks was 
reversed in mid-December. In February, 1937, 
unfilled orders had amounted to 40 percent of 
gross stocks, the high point, but fell to about 11 
percent in late November, and during January 
of 1938 had recovered to about 14 percent. Pro- 
duction in 1937 at identical mills was about 24,- 
650 million feet—a gain of one percent as com- 
pared with 1936; production in the fourth quar- 
ter was 33 percent less than in the third. 


Building Showed Gain in 1937 


Building contracted for in 37 eastern States 
during 1937 gained 6 percent over 1936 in 
residential flooring space, 13 percent in resi- 
dential valuation, and total construction 
valuation showed a gain of 9 per cent. Resi- 
dential building in these States, figured in 
floor space, exceeded that of all years from 
1930, although it was less than half the 
1927-29 average. Residential floor space in 
the fourth quarter was 30 percent below that 
of the corresponding quarter of 1936, and 25 
percent below the third quarter of 1937. In 
about 1500 cities, the Bureau of Labor Statis- 
tics reports, there was a 1937 gain of 11.3 per- 
cent in total construction permits; those for 
new residential construction gained 5 percent 
over 1936; and those for non-residential con- 
struction, 17.1 percent. In 1937, privately 
financed construction gained 30 percent over 
1936; publicly-financed declined 14 percent. 


Industrial Demand Was Slow in Second Half 


Railroads installed 75,058 new freight cars 
in 1937; but had only 7,947 on order Jan. 1, 
1938, compared with 25,592 a year before. 
Railroad purchases for 1937 totaled higher 
than for any year since 1930. Demand for 
box lumber has been slow, owing to the in- 
dustrial recession. Furniture sales in 1937 
were 10-12 percent in excess of 1936 in value; 
but on Jan. 1, 1938, factory stocks of raw 
material were heavy. Automobile sales in 
1937 were 8 percent greater than the 1936; 
but the automobile industry now takes only 
6-8 percent of the total volume of hardwoods, 
compared to 15 percent 8-10 years ago. 


Exports Decline Slightly; Imports Increase 


Total exports in 1937 fell one percent be- 
low the 1936, those of lumber and sawn 
timber having increased 11.3 percent, while 
those of logs decreased 48 percent. There 
was a severe drop in exports during the last 
four months of 1937, largely due to the stop- 
bage of Oriental buying of softwoods. Im- 
ports of lumber and timber in 1937 in the 
aggregate gained 8.6 percent over 1936; there 
was a gain of only one percent in lumber and 
timbers, but a gain of 60 percent in logs. 
Softwood imports in 1937 were 3 percent 
above the 1936, and hardwood imports were 
25 percent above the 1936. Softwood im- 
Ports in the last quarter of 1937 were the 
lowest for any quarter of the year; 31 per- 
cent below those of the third quarter, and 
4 percent below those of the first. Hardwood 
exports from June to October averaged some- 
what less than in the first five months, but, 
In a desire to have shipments made before 
higher ocean rates went into effect, overseas 
buyers in November-December slightly in- 
creased their purchases; in the fourth quarter, 
hardwood exports amounted to 12 percent 
more than those for the third, but 6 and 18 
Percent respectively below those for the sec- 
ond and first. Imports of hardwoods in the 
fourth quarter were 21 percent below those of 
the third. Imports from Russia in 1937 were 
Slightly less than in 1936. Imports of Can- 


adian Douglas fir and western hemlock 
amounted to 55.96 percent of the quota in 
1937, compared with 59.8 percent in 1936. 


Reports Recent Gains in Demand, Prices 


Turning its attention to prospects for 1938, 
the Committee expresses the belief that the 
small, low-cost homes program will stimu- 
late demand for softwoods, and for hard- 
wood trim, flooring and furniture. Since the 
middle of January, and to date of the report, 
Feb. 12, bookings at the mills have been 
larger than in any previous period since 
October; hardwood flooring shared in the 
gain. January production and new business, 
however, were respectively 23 and 25 percent 
below 1937. Lumber prices have become 
fairly stable at about the level of eighteen 
months ago, though there are still irregular 
variations, while, in some species and grades, 
moderate increases are indicated. Stocks at 


the retail yards in general are considered 
excessive for current low demand, and light 
buying is forecast for the first quarter of 
1938. Furniture buying is expected to be 
light during the first three to four months 
of 1938, because of large raw material in- 
ventories at the factories and dull demand 
for furniture. Buying by the box industry 
in the first quarter of 1938 is expected to be 
10-15 percent below that for the correspond- 
ing period of 1937. Substantial increase in 
railroad purchases in the first six months 
of 1938 is not expected, though the railroads 
say they are a billion dollars behind in main- 
tenance. In view of the naval program, the 
outlook for shipbuilding is considered bright. 
The Committee asks public and private co- 
operation in efforts to increase the export 
movement, and expects benefit to result from 
pending trade negotiations with British Em- 
pire countries and the Argentine. 





¥ By converting these old type kilns to Moore Cross-Circulation kilns the Temple Lumber Com- 
pany, Pineland, Texas, is obtaining larger capacity and higher quality drying without the 
necessity of new kiln buildings, new storage tracks, or stacking platforms. 


High Quality Large Capacity Drying 
of Moore Cross-Circulation Kilns 
Results in Increased Economy 


When competition for lumber business grows 
keen, it is MORE IMPORTANT THAN EVER 
that the lumber manufacturer have kilns 
capable of producing HIGH QUALITY kiln 


dried lumber. 


Do not let business—which could be yours— 
go elsewhere when you can ECONOM- 
ICALLY obtain HIGH QUALITY, LARGE 
CAPACITY kiln drying with Moore Cross- 
Circulation Fan kilns. 


Circulation flows swiftly across all surfaces 
of every board in the kiln and is reversed at 





If you are interested in kiln drying and 
would like to be placed on our mailing 
list, send us your name and the name of 
the firm with which you are connected. 



























“a, 


regular intervals to insure uniform drying in 
top, bottom, sides and center of loads. 


Close edge-to-edge stacking — which was 
made practical by Moore Cross-Circulation 
kilns—will increase capacity from 25% to 
50%. 


Write today for complete illustrative infor- 
mation as to how you can get higher quality 
drying and increased capacity from your 
old or new kilns with Moore's Cross-Circula- 
tion Fan System. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE, FLORIDA 
NORTH PORTLAND, ORE. 
VANCOUVER, B. C. 
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Two New Wood Treat- Gi 
ing Plants Called Most "7 
Efficient Existing => 


Jortin, Mo., Feb. 21—The most advanced 
technique in engineering, and equipment of the 
most modern design, were used in two new 
plants of the American Lumber & Treating Co. 
recently opened in this city and at-Weed, Calif. 
They are regarded as among the most efficient 
wood-preserving plants in existence. 

R. M. Morriss, president of the American 
Lumber & Treating Co., and other officials 
from the Chicago headquarters were present 
for the formal opening of the Joplin plant. 
Mr. Morriss spoke of advances being made in 
the wood-treating industry, and stated that the 
company he heads looks forward to a happy 
business life with residents of Joplin. 

The new plant here is the combined project 
of the American Lumber & Treating Co. and 
the Long-Bell Lumber Co., and began operating 
the first of the year. It represents an invest- 
ment of about $150,000, and the lumber com- 
pany has expended nearly $100,000 more to 
equip its property. The local wood-treating 
equipment occupies a structure 50x80 feet, two 


Treating plant at Joplin, 
Mo., just formally opened, 
is combined project of 
American Lumber & Treat- 
ing Co. and Long-Bell 
Lumber Co. This photo- 
graph shows the oper- 
ating room interior, with 
dual valve equipment; 
this room contains equip- 
ment that provides prac- 
tically automatic control 
of the treating processes 





mainly here. A 100-horsepower compressor, 


which supplies the air pressure for both tanks, 
is in the center of the building. Among other 
equipment are large pumps for the preserva- 
tives, and a vacuum machine. 


The Joplin plant has a storage yard of sixty- 
five acres, where tracks and switching facili- 





stories high. Operation of the plant is prac- 
tically all automatic, to eliminate as much as 
possible the uncertain factor of human control 
over delicate machinery. Even the boilers, 
housed in a 32x30-foot brick building at the 
rear of the main plant, function automatically. 
The tanks of creosote oil used in the Rueping 
process of wood treating, and the Wolman 
Salts for Wolmanizing are kept adjacent to 
the boiler house. One 250,000-gallon tank, and 
three having capacity of 60,000 gallons each, 
hold the creosote oil supply, and three 30,000 
gallon containers hold the Wolman Salts. 


Southern Pine Treated Mainly 


In the main building here is a 100-inch steel 
cylinder 120 feet long, that is used for creo- 
soting as much as three carloads of ties, poles, 
piling and heavy timber at one time. Opposite 
this cylinder is a tank of half the size used 
for Wolmanizing. Southern pine is treated 








Front view of treating plant at Weed, Calif., oper- 
ated by American Lumber & Treating Co. in con- 
junction with Long-Bell Lumber Co. The main 
structure houses the retorts, auxiliary equipment 
and controls, while behind it are six welded-steel 
tanks. The kiln buildings nearby were shown in 
the Dec. 18 issue, page 68; they handle round 
loads and condition lumber after it has been pre- 
servatively treated. The Weed plant handles prin- 
cipally fir, but also large quantities of western 
pines 


ties have been laid out. It is anticipated that 
a considerable volume of material will be 
stocked for prompt shipment by Long-Bell 
Lumber ‘Co. Construction of a dry kiln is on 
the program. 

The plant at Weed, while operated in con- 
junction with the Long-Bell Lumber Co. saw- 
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mill nearby, offers commercial treatment to 
all manufacturers and dealers in the territory. 
The plant has two 100-inch treating cylinders, 
one of 65-foot and the second of 120-foot 
length. They are utilized for pressure treat- 
ment with Wolman Salts preservative and creo- 
sote, and their duplicate lines can be used 


interchangeably. An auxiliary tank used in the 
Rueping or “empty cell” process is directly 
above and parallel to one of the cylinders. 
The main structure houses the _ retorts, 
operating machinery, and the recording instru- 
ments necessary for accurate control of the 





Exterior, front view of the new treating plant at 

Joplin, Mo., comprising 50x80-foot main building 

that houses treating tanks, compressor, pumps and 

vacuum machine; 32x30-foot boiler house at rear; 

and the large tanks for storage of creosote and 

Wolman Salts. This Missouri plant treats principally 
southern pine 





processes. Behind it are six welded steel tanks 
for storage of preservatives. For the sake of 
protection and appearance, all tanks, pipes and 
exposed steel equipment are finished with 
aluminum paint. 


Treated Lumber Kiln Dried 


A double-track Moore dry kiln has been 
built at Weed for conditioning Wolmanized 
lumber after treatment, in cylindrical loads 
eight feet in diameter. 
equipment are 
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loads, and the elements of heat, humidity and 
circulation are under close automatic control. 
The kiln buildings are of all-wood construction. 
The treating plant’s daily capacity is approxi- 
mately ten carloads of lumber, and the kiln 
has sufficient capacity so when the plant is op- 
erating on full schedule the kiln can handle the 
proportion of Wolmanized lumber requiring 








Rear view of Weed plant shows storage tanks. 

Against the background of snow-covered Mt. 

Shasta, this plant presents a fine appearance, since 

tanks, pipes and all exposed steel are finished with 
aluminum paint 
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conditioning. Fir is treated principally at 
Weed, although large quantities of western 
pines are likewise handled. 

With the completion in early spring of the 
DeRidder and El Paso plants, the American 
Lumber & Treating Co. will have built, pur- 
chased or leased fourteen pressure-treating 
plants in the past five years. Through national 
advertising, a competent staff of field represen- 
tatives, and close co-operation with the lumber 
industry, the company has developed sales of 
Wolmanized lumber to the point where they to- 
tal three times the sales of all other types of 
salt-treated building and construction lumber 
combined. 





| Lumber Company Official Sees Expan- 
sion of Home Building 


Detroit, Micu., Feb. 21.—The more liberal 
mortgage rules of the amended FHA program 
should prove to be the needed stimulus to resi- 
dential construction, in the opinion of B, A. 
Chaplow, general sales manager Currier Lum- 
ber Co., but he warns that from a long range 
point of view, “the successful development of 
the plan to sanction 90 percent loans on houses 
worth $6,000 or less is essentially dependent 
upon sound appraisals, good construction and 
management.” 

With the revised housing act adopted by 
Congress, builders and contractors with 
whom we have contact report a quick re- 
sponse to the easier financing terms in the 
form of inquiries and sales; sales of lumber 
and material have increased appreciably in 
the past three weeks, Mr. Chaplow said. 

With home ownership easier than ever be- 
fore in history, there should be a gradual 
pick-up of building activity in the metro- 
politan area, and I confidently expect this 
coming season to be one of the most active 
periods in building we have ever experienced. 

There is no doubt that the amendments 
permitting Federal insurance of loans up to 
90 percent of the appraised value of a home 
in the low-price class, lower interest charges, 
and extension of these benefits to small farm 
and resort construction, will bring a prompt 
response in- the form of sales and increased 
building. 

A sustained period of home construction 
throughout the metropolitan area in the near 
future is assured, Mr. Chaplow believes, by the 
tremendous backlog of home buyers which has 
been created in the past few years. 

Among tne persons composing the backlog, 
stated Mr. Chaplow, are those thousands of 
families which were unable to buy dwell- 
ings with a 20 percent down-payment, but 
who will be able to do so with a 10 percent 
down-payment; those who delayed home 
building in 1937 in order to take advantage 
of possible liberalization of the FHA regula- 
tions; and those who are awaiting an upturn 
in business conditions. 

Mr. Chaplow considers that much of the im- 
petus in the residential construction field in De- 
troit, manifested quite clearly in the past few 
weeks, is due to a new spirit of co-operation 
among various allied agencies in the financing 
and construction fields. 

For the first time in the history of build- 
ing in this area, said Mr. Chaplow, represen- 


tatives of financial institutions, material 
manufacturers and dealers, building contrac- 
tors, real estate dealers and brokers, civic 
associations and municipal governments are 
working together not only in the planning of 
new developments, but in the encouragement 
of individual home building by wage earn- 
ers in the moderate brackets, 

This cohesion of interest) and effort, he 
added, has been brought about by recogni- 
tion of national and community interest in 
the wide-spread movement toward home 
owning. 

Revival of building will unquestionably in- 
crease consumer purchasing power and spur 
the velocity of money turnover, he declared. 
Building construction ranks second only to 
agriculture among America’s basic indus- 
tries. In normal times it accounts for $10,- 
000,000,000 of the nation’s income. It directly 
employs 2,300,000 workers and for every man 
so employed, two other men are kept busy 
supplying his materials, his food and his 
clothing. Altogether, the building industry 
Should normally provide a livelihood for 
more than 7,000,000 families. It seems clear 
that real national prosperity will not be at- 
tained until there is normal building activ- 
ity, and to accomplish this end the govern- 
ment has now focused its attention. 


Looking toward future housing development, 
Mr. Chaplow predicted that the immediate 
trend in housing in the near future will be the 
direct result of government interest therein, 
which is the result of a growing social con- 
sciousness of the need of providing clean, airy, 
sanitary homes for those in the low-income 
brackets. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
Feb. 12, 1937, totaled 1,107,731 cars, as follows: 
Forest products, 53,112 cars (an increase of 
1,111 cars above the amount for the two weeks 
ended Jan. 29); grain, 64,538 cars; livestock, 
22,470 cars; coal, 27,269 cars; coke, 11,962 
cars; ore, 13,583 cars; merchandise, 294,899 
cars and miscellaneous 409,898 cars. The total 
loadings for the two weeks ended Feb. 12 show 
a decrease of 15,778 cars below the amount for 
the two weeks ended Jan. 29. 












él 


ERGUSON 








ray ' 





~ ARKANSAS — 
== SHORT LEAF PINE 
sas 5 aaa HARDWOODS 


A5th YEAR 


= T. Ferguson Lumber Co. has 
a record of Continuous Service 
in the Lumber Business since 
1893. 


Through these 45 years of development 
and growth this company’s efforts have 
been devoted to giving the best pos- 
sible service to users of lumber prod- 
ucts. Today our large and ever-grow- 
ing family of customers can draw on 
the resources of 17 mills—modern mills 
with new-day machines and_ finest 
equipment. 





ce 














Let Ferguson supply your needs in 
Yellow Pine, Hardwoods, Cypress, West 
Coast Products, Treated Lumber, Hard- 
wood Flooring, Cedar Closet Lining, 
Plywood, Grain Doors, Veneers, Shin- 
gles. Why not write us today? 


W. T. FERGUSON 
LUMBER C St.Louis 








= Mo. 
——Manufacturers of — 


¥ Quality 
HARDWOOD LUMBER 
OAK FLOORING 
of St. Francis Delta Oak 


Wire for Quotations. 


Chapman & Dewey 
Lumber Company, 
Memphis, Tenn. 

















Dealers Who Know 
This Flooring... 


know that it is an exception- 


ally good brand to sell. It is 
well- manufactured and the 
quality is good. Satisfaction 
invariably follows its sale. It 
builds and holds trade. Write 
for samples and prices. 


BISMARCK, MO. 
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How Showing 
Helps In Selling 


(Continued from front page) 


in the old basement. The mantel and wall in 
which the fireplace is set are of natural-finish 
redwood, waxed and polished. The door at the 
left is a Rezo, waxed. 

The side walls and ceiling are covered with 
insulating plank, tile and board. Colors are 
pastel shades harmoniously blended. The old 
stairway was repaired and altered slightly. Un- 
derneath it is a service bar or refreshment stand, 
with the wall behind papered. Wall paper was 
applied over insulation board, the edges of 
which were glued. The hard concrete floor was 
treated with one coat of Colorite enamel. Mod- 
ernistic lighting fixtures in the ceiling, and com- 
fortable and attractive furniture lend the room 
a homey atmosphere. The two-tone design in- 
side the circles on the floor is a block “L” 
partly superimposed on a block “W.” 

Behind the door at the side of the mantel is 
an unfinished room where light lunches can be 
prepared for service in the new room. Organi- 
zations of women have been invited to hold 
afternoon meetings in the basement, and many 
of them have taken advantage of the oppor- 
tunity. 

After the modern basement room had been in 
use for about five months, Mr. H. E. Webb, 
secretary and treasurer of the company, said, 
“We have already sold a lot of basement mod- 
ernization jobs from this room, and it has easily 
paid for itself.” 

The feature of the main display room above 
is a small Cape Cod house built at the rear of 
the store and furnished complete. The front is 
J-M plank and shingles, and the roof contains 
five different types and patterns of material. The 
entrance door, windows and all interior wood- 
work are by Curtis. In front of the house is a 
low picket fence and an artificial grass lawn. 
At the left, under the protecting canopy, is a 
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This basement under the display room gave little promise of what it might become with 
skilled remodeling—but look at the result as shown in other picture! 


flagstone porch with a glider placed on it. The 
entrance hall walls display four different appli- 
cations and treatments of plywood, while the 
wainscoting is %-inch white pine crating lum- 
ber, cherry-stained. A powder room at the end 
of the hall is finished with Flexboard walls. 
The living room is equipped with a fireplace, 
and walls and ceiling are J-M plank and tile re- 
spectively. A bedroom, a bath and a kitchen 
complete the house. Floors throughout are oak 
in strip, tile and plank. Fourteen kinds of ceil- 
ing are used in the several rooms. The kitchen 
is modern in appointments and decoration. Cur- 
tis cabinets, General Electric sink, linoleum 


This is samé space in basement after the modernizing process. Note insignia on floor, 
indicating company's leadership in Housing Guild movement 


worktop, Kelvinator stove and refrigerator and 
a Duplex fan are scientifically arranged. Inte- 
rior decoration was planned by Miss Louise 
Hatcher, and furniture for permanent display 
was placed on the floors by a local furniture 
dealer. 

The front part of the display room (see front 
cover) was finished in various kinds of insulat- 
ing board, plank and tile, and in some places, 
large display panels were hung on the walls. 
An unusual feature seldom found in display 
rooms is an interior stairway complete with 
handrails, newels and spindles, and including a 
landing and a right angle bend at the midpoint. 
The stairway is visible in the foreground of an 
accompanying photograph. The desks in the 
same picture are homemade articles with Hard- 
board tops and Insulite sides. They are placed 
for the use of contractors and their customers. 
The homemade stand built around the center 
column contains advertising literature and mag- 
azines with building information. and advertis- 
ing. The cutaway section just beyond the stair- 
way demonstrates the application of Sheetrock 
finished with Textone and Textolite. Near the 
front are several Curtis windows on homemade 
stands, and two corner cabinets. At the time 
the room was opened, windows were given over 
to paint displays. 

Mr. A. B. Lowrie, president of the company, 
said, “This whole idea belongs to Mr. Webb 
and to Mr. E. G. Lowrie. They felt that it 
would help everybody concerned—our custom- 
ers as well as ourselves and the contractors with 
whom we work—if we had these display rooms, 
and I agree with them. Judging from the num- 
ber of architects and contractors who came at 
our invitation for the opening, and the use they 
have made of the rooms since that time, it is 
fulfilling a real need. We had several speakers, 
including Mr. Foley of the FHA, and served a 
light lunch. A good many contractors have al- 
ready closed deals here, and they report that it 
is a lot easier than ever before, because their 
customers don’t have to guess about what the 
materials look like.” 

Mr. Webb, commenting on the room said: 
“We don’t have to talk price now. We can talk 
quality materials and show what we mean. Re- 
sistance to quality merchandise on a price basis 
has almost disappeared. We make the room 
free to contractors and architects at all times. 
Even at night they can use it with one of our 
men present, or if they prefer, we turn the key 
over to them and let them have the place to 
themselves. This service is much appreciated.” 
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Wood Constructed Home Gets 
First Loan Under Altered NHA 


SEATTLE, WASH., Feb. 19—The Red Cedar 
Shingle Bureau with the co-operation of the 
National Retail Lumber Dealers Association 
has scored a victory for wood constructed 
homes by receiving the “Loan No. 1” from the 
FHA under the amended act of 1938. The 
house, officially known as “The Certigrade 
Home,” is under construction on a site in 
Arlington County, Virginia, within four miles 
of the White House. A model of the dwelling 
has been shown at many conventions of retail 
lumber dealer associations this winter. 

The specifications call for wood construction 
wherever it can be used. The roof will be 
16-inch No. 1 Certigrade red cedar shingles 
factory stained moss green, sidewalls will be 
of the same grade and length shingles laid 
double course with 12-inch exposure and will 
be painted white after application. All other 
lumber items will be best grade for each class 
of Douglas fir, western hemlock and western 
red cedar. All transactions connected with the 
construction will be through regular business 





RIGHT 
It is particularly fitting that 
such a small but beautiful cot- 
tage as this, which is within 
the cost bracket of the great- 
est number of home-conscious 
prospective buyers, should have 
received “Loan No. |" from 
the Federal Housing Adminis- 
trator under the amended act 
that went into effect Feb. 3. 
Constructed of wood through- 
out wherever it can be used, 
the dwelling is a gem in homey 
attractiveness on the exterior 
and well designed efficiency 

inside 





BELOW 
The compact but roomy ar- 
rangement of the Certigrade 
Home, discussed in the ac- 
companying story, is seen at 
first glance at the floor plan. 
More careful study of the lay- 
out will show how every litle 
convenience for livability and 
comfort has been considered 


channels. A. C. McMillen of Clarendon, Va., 
is buying all of the building materials from 
Murphy & Ames at Arlington, Va., a member 
of the Virginia Lumber & Building Supply 
Dealers Association. 

The details of construction meet all FHA re- 
quirements. In addition to the materials men- 
tioned in the preceding paragraph, western red 
cedar will be used for exterior trim, door and 
window frames, window pulley stiles, window 
and sash sills, all inside finish and cabinets, as 
well as for fence and gate material. Finish 
floors will be clear, all heartwood vertical grain 
western hemlock. Only the best grades of each 
item are to be used as the FHA desires to have 
this Loan No. 1 home as perfect as possible. 

Frank Carnahan, secretary of the National 
Retail Lumber Dealers Association, has ar- 
ranged to buy the Certigrade Home, which car- 
ries the official blessing of his organization. 

“Every action we take in connection with 
FHA,” stated W. W. Woodbridge, manager of 
the Red Cedar Shingle Bureau, “is on a defi- 
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nite policy of routing all building purchases 
incident to the nation-wide housing program 
through established retail lumber dealers.” 

Arlington County is already being referred 
to in Washington circles as the “national hous- 
ing proving ground” of the NHA. Public atten- 
tion will focus on this first job of house build- 
ing under the amended NHA, and every home- 
minded person in the nation will learn the 
merits of lumber as an ideal material for resj- 
dence construction. 





Many Guess Age of Tree Section 
Shown at Conventions 


Kansas City, Mo., Feb. 21.—Many who 
have attended various State association con- 
ventions this season have tried their guessing 
ability at the exhibit of the Dierks Lumber & 
Coal Co. The firm had a cross section of an 
Arkansas shortleaf pine displayed and asked 
individuals to estimate its age. Its age, it is 
now announced, was 275 years. The specimen 
was secured after two sixteen-foot logs had 
been cut from the tree, thus the section shown 
came from the part about thirty-five feet above 
the ground. 

At the Illinois Lumber & Material Dealers’ 
Association convention in Chicago the follow- 
ing guessed 273 years as the age: 

F. R. Linroth, Beverly Lumber Co., Chi- 





cago; Ben Perrine, Stotlar-Herrin Lumber 
Co., Johnson City, Ill.; Floyd E. Covall, Mc- 
Henry Lumber Co., West McHenry, III; 
George W. Orth, Jr., Tibbits Cameron Lum- 
ber Co., Arlington Heights, Ill.; M. J. Rom- 
mers, El Paso Elevator Co., El Paso, IIl., and 
A. Gruenenfelder, Gruenenfelder Lumber Co. 
Highland, Ill. L. E. Rollo, Chicago & River- 
dale Lumber Co., Chicago, estimated 272 
years; Mrs. Ted Middendorf, Middendorfs 
(Inc.), Quincy, Ill., guessed 278 years, as did 
Mrs. R. F. VanVoorst of Bonfield Lumber Co. 
Bonfield, Ill. H. F. Pullen, Alexander Ware- 
house & Sales Co., Chicago, estimated 270. 


At the convention of the Ohio Association 
of Retail Lumber Dealers in Columbus, 4 
specimen of the same tree received the follow- 
ing estimates : 

270 years, R. S. Wann, Laird Lumber C0. 
East Orwell; Charles Judy, Springfield (II) 
Builders Supply; M. W. Clemm, Mt. Gilead 
Lumber Co., N. E. Taylor, Webb & Webb, 
Newark, Mrs. J. R. Hedges, Hedges Lumber 
Co., Ashville and Ray Sullivan, Grandview 
Lumber Co., Columbus, all 275 years; H. J. 
Huffman, Athens Lumber Co. and Mrs. Albert 
Banbury, C. V. Banbury & Sons, Danville, 27 
years; Mrs. Howard Banbury, Danville, and 
H. O. Rees2, Sunbury Lumber Co., 280 years; 
E. J. Young, Bremen Mill & Lumber Co., 271. 
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FOREIGN LUMBER NEWS 


Find Anzacs Strong for Empire 
Unity in Trade 


Vancouver, B. C., Feb. 2i—Australia is one 
of the brightest spots in the lumber market 
picture, according to J. H. McDonald, J. G. 
McConville and A. R. Macfarlane, members of 
a British Columbia trade mission from the lum- 
ber industry to the South Seas. 

Mr. McDonald, formerly president of the B. 
C. Lumber & Shingle Manufacturers’ Associa- 
tion, and a pioneer of the business of promoting 
goodwill overseas for B. C. lumber, and Mr. 
McConville, of Associated Timber Exporters & 
Seaboard Lumber Sales, returned to Vancouver 
recently after spending several weeks in Aus- 
tralia and New Zealand. Mr. Macfarlane, of 
the Eburne Lumber Co., did not include New 
Zealand in his itinerary, and returned by way 
of Honolulu and San Francisco. 

Members of the trade commission found that 
Australians and New Zealanders were keenly 
interested in the extension of trade with Can- 
ada and retention of the preferential agreement. 
“As a matter of fact,” said Mr. McDonald, 
“the Australians would like to see the tariff 
preferences extended. We did not discover any 
criticisms of the present schedules, and there 
was no inclination to regard Canada as having 
the better part of the deal. They are solid for 
Empire unity in trade.” 





European Exporters Make Fur- 
ther Cut in Quotas 


Vienna, Austria, Jan. 22.—A general meet- 
ing of the European Timber Exporters’ Con- 
vention was held in Warsaw on Jan. 20 and 21. 
The meeting, at which delegates from the nine 
E. T. E. C. countries were present, was opened 
by President Kempe, of the E. T. E. C., on 
whose proposal Count Ostrowski, Warsaw, was 
elected president of the meeting. The follow- 
ing amendment of the decision, taken at the 
Stockholm meeting, was unanimously accepted ; 
viz., that a further decrease in the quotas for 
1938 of 180,000 standards is made, thus making 
a total decrease in quotas of 580,000 standards. 





Exporters Testify on Discrimina- 


tions in Ocean Rates 


Tacoma, Wasu., Feb. 19.—Shippers of a 

wide variety of products derived from wood are 
dissatisfied with the service of present Pacific 
Coast-European Conference steamship lines, it 
developed at an informal hearing conducted here 
Feb. 11 by the United States Maritime Commis- 
sion. The hearing was one of a series held in 
principal Pacific Coast ports this month to col- 
lect data on shippers’ needs. 
_ Both exporters and importers were unanimous 
In urging upon the commission the need for a 
United States merchant marine, They ex- 
pressed apprehension of what would happen to 
shipping facilities during a major war, whether 
or not it involved the United States directly. 

Norman O. Cruver, secretary-treasurer of the 
Wheeler-Osgood Sales Corp., of Tacoma, door 
and plywood manufacturers, testified to the need 
of American carriers, at least to supplement ex- 
isting lines. 

Axel Oxholm, managing director of Pacific 
Forest Industries, plywood exporters, told of an 
Instance of cargo rates with a $9 differential 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 


between the British Columbia-to-South Africa 
rate, and that from Puget Sound to the same 
destination, being quoted by foreign ships. As 
a result, he said, the fir flooring business in 
South Africa was lost entirely to Puget Sound 
mills. 

A. S. Penketh, export manager for the Fair- 
hurst Lumber Co., which exports large quan- 
tities of railroad ties to the Orient, said ships 
had arbitrarily quoted rates of 65 shillings from 
British Columbia to the United Kingdom, and 
80 shillings from Puget Sound ports to the 
United Kingdom, although the distances are no 
greater. 

Others who testified included lumbermen, log- 
ging operators, port managers, pulp men, fruit 
packers, representatives of chemical firms and 
similar industries. 





European Beechwood Conven- 


tion Starts Statistical Service 


Vienna, Austria, Jan. 20.—The first meet- 
ing of the executive committee of the Euro- 
pean Beechwood Convention was held in War- 
saw Jan. 17-19, and was attended by delegates 
from each of the four countries adhering; i.e., 
Czechoslovakia, Poland, Roumania and Yugo- 
slavia, and by representatives from the British 
Hardwood Agents and Brokers Association. 

The subject of the discussions was the prac- 
tical execution of the terms of the convention. 
The institution of a regular sales statistical 
and informatory service was decided upon, in 
order that a complete survey of the develop- 
ment of the international beechwood trade 
should be provided and a stabilization of the 
beechwood market thus brought about. 

An exhaustive discussion of the market posi- 
tion disclosed the fact that the stocks in the 
exporting countries had been reduced con- 
siderably in comparison with those on hand in 
the previous year, and that, moreover, the quo- 
tations that had hitherto been unsatisfactory 
have stiffened in Great Britain since the Vienna 
meeting, whilst the consumption in that market 
continued to be good. The position and ten- 
dencies in the other markets continue to be 
satisfactory. 

The executive committee, which will have to 
control the execution of the terms of the con- 
vention, and in particular to watch the move- 
ment of the market, decided to hold the next 
session in Prague. 


Difficult for British Columbia to 


Co-operate with Europe 


Vancouver, B. C., Feb. 19.—According to 
advices received here, European timber export- 
ers, in convention at Warsaw, Poland, have 
decided on further 5 percent reduction in their 
exports, bringing the total reduction for the 
coming year up to 15 percent, less than for 
1937, and fixing the export quota at 3,420,000 
standards. The convention agreed to ask 
Canadian lumbermen to negotiate for the 
avoidance of competition in the British market. 
Representative British Columbia lumbermen 
say that the industry in British Columbia 
would be glad to give sympathetic considera- 
tion to the request of the Warsaw convention, 
but are in a position very different from that 
of the Continental European producers. Euro- 
pean sawmill operators, for instance, are able 
to regulate production and deliveries much 
more easily, because of their proximity to the 
market. Canadian lumbermen, however, do not 
feel that they are in any sense gaining a larger 
share of the British market than is justified. 
Even with its record-breaking shipments of 
the last two years, Canada still sells to the 
United Kingdom only about one-fifth of that 
rich market’s total softwood requirements, and 
of Canada’s contribution British Columbia’s 
quota is usually between 60 and 70 percent. 








Construction 


That Endures 


IER 


LONG LEAF 


YELLOW PINE 


Aristocrat of Structural Woods 


For long life and satisfactory service sell this 
time-tested quality-proved lumber. Recommend 
it for any building purpose, from foundation to 
roof boards. It’s good business to supply your 
customers with lumber like this. It’s beautiful 


stock, yet it has the toughness and strength that 
give enduring wear. 
order for you. 


Let us quote or fill an 








Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 


We specialize in Oak and Poplar. 


Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 
Careful attention to inquiries and 
orders, Let us hear from you. 


WILDERNESS 
LUMBER CO. 
| 
Rough, Green, Clear Tank Stock, 
Pole Stock and Special Clears 


NALLEN, W. VA. 
DOUGLAS FIR 

TRIO LUMBER CO. 
EUGENE, OREGON 














Ask Your Wholesaler 
for “ALGER” BRAND 


LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 
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Laminated, Connectored Walking Beam Goes 


Through “Lab” 


San Francisco, CaA.ir., Feb. 
19.—The development and mar- 
keting of a new type laminated 
wood walking beam for use in 
pumping oil is the latest contri- 
bution of Western Timber Struc- 
tures (Inc.), a subsidiary of West 
Coast Lumbermen’s Association, 
to the increasing variety of pre- 
fabricated heavy timber  struc- 
tures being made available. The 
new “Westims” beam consists of 
three horizontal laminations of se- 
lect structural grade of Douglas 
fir, fastened together with bolts 
and TECO split-ring connectors. 

One of the first installations of 
the “Westims” pre-fabricated walk- 
ing beams was at Bartholomae Oil 
Corp. well No. 4 on the Brea Can- 
yon Road near Fullerton, Calif. 
This beam was put into operation 
pumping oil from a depth of 4,113 
feet, with a pump bore diameter 
of 2% inches, at a rate of 250 
barrels a day. It has a safe work- 
ing load capacity (rated according 
to American Petroleum Institute 
Standards No. 4) at 37,910 pounds. 

Wood, say the makers of 
“Westims” beams, has always 
been the preferred material for 
walking beams, but, as wells are 
drilled to greater depths it be- 
comes increasingly difficult to get 
one-piece beams of the proper size, 
and the larger sizes present new 
problems of warping, checking and 


overcome, 


twisting which are difficult to 
The 
was especially designed to elimi- 
nate these difficulties. 

“Westims” walking beams are 
.26 feet long, consist of three pieces 
of timber and come 


“Westims” beam _ inches. 


in standard 





A “Westims" 14x30-inch by 26-foot Douglas fir laminated walking beam in 
operation near Fullerton, Calif., pumping oil from a depth of 4,113 feet 


cross sections from 14x18 to 18x30 
Two rows of split-ring 
connectors, 4 inches in diameter, 
are inserted between the top and 
center timbers, and between the 
center and bottom timbers. 
three timbers are held together by 


and Field Tests 


3% inch bolts. ‘“Westims” is de- 
signed as a simple beam in accord- 
ance with accepted principles of 
engineering practice. Horizontal 
shear between laminations is re- 
sisted by TECO split-ring con- 
nectors. Bolts through the three 
laminations resist the overturning 
moment of the connectors and hold 
the pieces together. It is recom- 
mended that each lamination be 
treated under pressure with a 
chemical preservative. The beam 
may be purchased unassembled or 
fully assembled. Special sizes are 
made to order. 

A 14x24-inch by 26-foot “West- 
ims” laminated wood walking 
beam demonstrated, under test at 
the University of Washington, an 
ultimate strength of 98,000 pounds. 
Upon completion of the test, the 
three members of the beam were 
unbolted and taken apart. The 
final failure of the beam was due 
to compression in the upper lami- 
nation, followed by a tension at 
the center of the beam in the 
lower lamination. None of the 
cores inside the split-ring connec- 
tors had sheared. The center lami- 
nation (734x14 inch section) was 
then tested as a beam of width 
14 inch and depth 7% inch. It 
failed at 11,000 pounds plus, which 
is about one-ninth of the ultimate 
load to which the three-piece beam 
was subjected. 


The 


What You Can and Can Not Do Under the 


Robinson-Patman Act 


One of the most interesting books that has 
come to the attention of AMERICAN LUMBER- 
MAN recently is “The Robinson-Patman Act 
—What You Can and Can Not Do Under 
This Law.” Written by Congressman Wright 
Patman, co-author of the Act, this is an ex- 
haustive analysis prepared in response to more 
than a thousand requests for information on 
specific problems sent in by business men in 
various lines. In the preface the author refers 
to the confusion that existed in the minds of 
many business men after the passage of the 
Act, due largely to conflicting opinions and 
interpretations, and then says: 

As a result, many perfectly sound prac- 
tices were abandoned, some confusion -fol- 
lowed for a few months, and the first reac- 
tion of business was unfavorable. Price lists 
were suspended, advertising allowances were 
withdrawn, and pricing policies were revised. 
Most of this was unnecessary, as subsequent 
events proved, 


The author says this Act is not “a reform 
bill” but rather “a long forward step toward 
the arming of business with effective weapons 
against the relatively few outlaws who will not 
play fair.” 

Essentially the Act provides that when a 
man sells a product to two or more customers 
who are in competition in the resale of that 
product, he must not discriminate between them 
in such a way that one is given an unfair ad- 
vantage over the other. 

Step by step Mr. Patman supplies a de- 
tailed analysis and interpretation of the law. 
He answers nearly 400 specific detailed ques- 
tions as to what is and what is not permitted 


under the law. These questions cover situa- 
tions and trade practices arising out of all 
sorts of distributing arrangements. Many of 
the questions are of particular interest to lum- 
bermen—manufacturers, wholesalers, retailers, 
commission men etc.—and the law affects both 
seller and buyer. 

There are chapters on promotional allow- 
ances, brokerage allowances, wholesalers, pool 
buying and selling, and many others of espe- 
cial interest. Some examples of the questions 
and answers are these: 


QUESTION. Does the Robinson-Patman 
law prohibit a broker from splitting his brok- 
erage with a buyer? 


Opinion. Yes. It applies to any person. 
The intent of Congress, the reports of com- 
mittees, and the Act are all specific on this 
point, The payment of any brokerage b:) 
the seller to the buyer is prohibited. The 
relationship of the broker to his principal 
is a fiduciary one. He is, in fact, represent- 
ing the seller in this instance and would be 
liable. ‘ 


QUESTION. A seller pays his salesman on 
a commission basis, The salesman, unknown 
to his employer, splits his commission with 
the customer. Is the employer or the sales- 
man, or both, liable under the Act? 

Opinion. Both salesman and employer are 
liable under the Act. The employer is 
charged with responsibility for the acts of 
his agent when they are within the scope of 
his employment. 

QUESTION. May I continue legally to pay 
brokerage to a group buyer for services ren- 
dered? 


What does the service consist of? 


Opinion, 





If it is just the service of being a customer 
and buying from you, then the payment of 
brokerage is illegal. The clause “for serv- 
ices rendered” does not open the door for 
continuation of the brokerage practices at 
which the Act was aimed. If the group buyer 
is the agent of the retailers, you can not 
legally pay him a commission. 


QUESTION. Can a manufacturer, selling 
exclusively to the wholesale trade, sell 4 
wholesaler-retailer all his goods on a whole- 
sale price basis? 


Opinion, Yes, as long as the wholesaler- 
retailer performs the full wholesaling func- 
tion to the same degree that the other whole- 
saling customers do, and does not use the 
price differential to undersell other local re- 
tailers of the same manufacturer’s product. 


This analysis is a helpful contribution, as it 
will make clear many points over. which there 
have been doubts and misunderstandings. It 
is a book of over 400 pages, published by Ron- 
ald Press Co., New York, and can be supplied 
by the AmertcAN LUMBERMAN at the pub 
lisher’s price, $4.50. ; 





Foundation to Carry on Scien- 
tist's Work In Paper Research 


Attanta, Ga., Feb. 21—The Georgia legis- 
lature completed a bill on Feb. 12 to set up 4 
foundation to carry on the work of Dr. 
Charles A. Herty, scientist of Savannah, Ga. 
who perfected the process of making papet 
from pine trees. 
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February 26, 1938 


(Continued from page 52) 
(Wm. H. White Lumber Co.) was re-elected 
secretary; and A. M. Dammen (Central Lum- 
ber Co.) Fargo, treasurer. 


Elected directors for one year are A. D. Hea- 
ton (Heaton Lumber Co.) Dickinson; G. I. 
Feton, Jamestown, and Albert Aitken, Glen- 
burn, N. D 


Summary of Resolutions 


The resolutions committee, composed of Dan 
Opperman, Fargo, as chairman; and E. B. 
Murphy, Jamestown, and Joseph Martineck, 
Mandan, presented resolutions, which were 
adopted— 

Pledging support to the Federal and State 


governments in their efforts to improve 
agricultural conditions. 


Disapproving of disproportionately high 
real estate taxes, and demanding that local 
budgets be kept within the bounds of sound 
economy and, specifically, that real estate 
prices be kept at an absolute minimum. 


Declaring that a shortage of skilled labor 
in the building trades is impeding the build- 
ing program in many communities, and 
pledging support to any movement by trade 
schools, colleges, or others that offers a gen- 
eral training course for building tradesmen 
and lumber yard managers. This resolution 
further pledged the efforts of members for 
the recruiting of students for such courses 
whenever they become available. 


Petitioning Congress to enact legislation 
imposing a sales tax on goods sold in inter- 
state commerce to buyers located in States 
having a State sales tax, so that discrimina- 
tion may be eliminated. 


Protesting discriminatory railroad freight 
rates, and declaring that in view of the rail- 
roads’ appeal for higher rates it is inconsist- 
ent for them to penalize one portion of the 
shipping public for the benefit of another. 


Amermcanfiunberman 


Asbestos Quarry Operates 
Throughout Winter 


Ninety men, ordinarily laid off in mid-winter, 
were provided with continuous employment dur- 
ing December and January at Eden, Vt., in the 
asbestos mining and milling operations of Ver- 
mont Asbestos Corp., a subsidiary of The 
Ruberoid Co., it was announced recently by W. 
B. Harris, president of the Vermont corpora- 
tion. Three reasons were assigned by Mr. Har- 
ris for increased activity this winter—a sustained 
demand for the chrysolite asbestos fiber pro- 
duced at Eden, an unusually open winter which 
facilitated quarrying operations, and the instal- 
lation last summer of greatly increased wet rock 
storage facilities which made inside milling op- 
erations possible without regard to weather. 





To Rebuild Mill and Cut 35 
Million Feet Annually 


OROVILLE, CALIF., Feb. 19.—Recent activities 
here in connection with the Feather River Pine 
Mills (Inc.) indicate the comfany may soon 
announce the rebuilding of its mill, which burned 
in 1927. A mortgage from the company to the 
Reconstruction Finance Corp. to secure a $385,- 
000 loan, and one to the Crocker First National 
Bank of San Francisco as trustee for 65 note 
holders, were placed on record in the county 
recorder’s office here recently. A. H. Land, presi- 
dent of the lumber company, asked the coun- 
try supervisors to improve the Oroville-Lump- 
kin road, which would allow the company to 
operate eleven months out of the year above 
Mooretown, east of here, where sawmill and 
finishing plant would be located. The proposed 
mill would have a minimum cut of 35,000,000 
board feet a season. 








Many millions of feet of lumber are being used on Treasure Island, site of the Golden 
Gate Exposition to be held at San Francisco in 1939. The Island will connect to the 


mainland via causeway to Yerba Buena Island. 


In the foreground of the above pic- 


ture may be seen one of the arches of the Gates of the Pacific. To the left appears the 
Tower of the Sun, which rises 400 feet from the exact center of the Court of Honor; 
it is one of the tallest steel structures being erected in the world today. Surrounding 
the Court run logia that lead to the various exhibit palaces. In the distance there is 


shown a distant view of the San Francisco-Oakland Bay Bridge 





| For Spring Needs | 


“ere SALLIS 


Get ready now to take care of every 
need of your customers. Let Sallis 
help you to balance your stocks. 
Count on us for everything you need 
in top quality Short Leaf from Cen- 
tral Mississippi. Yard and Shed 
Items, “Eased Edge’ Dimension, 
Flooring, Ceiling, Siding, Finish, 
Mouldings. Casing, Base. Shed stock 
is kiln-dried. Air-dried items are 
Lignasan-treated. 


SALLIS 

















CALCASIEU 





WELLOW PINE 


Complete line of kiln dried 
Yard and Shed Stock 


Eased Edge Dimension 


Timbers, chemically treated to 
prevent stain. 














be DUSTREAT = 
LUMBER CO.,Inc. 
ELIZABETH, LOUISIANA 





Specialists in 
NO. 2 


AIR DRIED BOARDS 


Can also supply other well- 
manufactured Short Leaf items 
—Lignasan treated stock — 


prompt, careful service. Write 
and tell us what you need. 





HURTSBORO, 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


_Wasuincron, D. C., Feb. 21—Following is the National Lumber Manufacturers Association’s report for two weeks ending Feb. 12, and for 
six weeks ended that date, covering mills whose statistics for both 1938 and 1937 are available, and percentage comparison with statistics of 
identical mills for the corresponding period of 1937: 





Av. No. Production Percent Shipments Percent Orders Percent 
TWO WEEKS: Mills 1938 of 1937 1938 of 1937 1938 of 1937 
Softwoods: 
RN, nan ae Gide She «4a Cw Ce tawe’ 125 55,330,000 84 57,842,000 75 57,393,000 77 
had a ain & Cine Ua de oe eatceusae bea 143 126,448,000 87 145,991,000 88 160,953,000 94 
eats oss 2 bad @ 6 0's el eelee aa eS 114 43,488,000 oJ 92,280,000 74 102,970,000 82 
EE eee 13 12,258,000 68 8,762,000 51 13,194,000 68 
os ccimendwaacge Wok Chemwne 8 4,352,000 78 4.048,000 72 3,494,000 59 
CTL. oc. cs soe sn dbanku nel beeen 10 1,866,000 313 2,543,000 29 3,032,000 42 
Northern Hemlock ................. tee eeeee 18 3,637,000 1,438,000 40 1,468,000 29 
Total Softwoods ..............ecececeecees 431 247,379,000 "82 312,904,000 78 342,504,000 84 
Hardwoods: 
Southern Hardwoods ..............0eeeeeeees 86 11,461,000 * 9,884,000 * 12,015,000 * 
POUR DENIOOED cdc cc ee cticcccecseseeces 18 7,832,000 so 2,974,000 39 2,829,000 39 
Total Hardwoods ...........ceececcecesees 04 19,293,000 rn 12,858,000 14,844,000 
Ps vedas ook Gnees eben bode oeeee 17 266,672,000 325,762,000 357,348,000 
SIX WEEKS: 
Softwoods: 
NS irs aces dhe id 6% dee hte 64 ob Rae eke 129 169,797,000 87 180,257,000 79 192,295,000 84 
CE eek ktome ne oe ekeene dee CHR aEmeee 143 389,088,000 91 411,465,000 97 442,147,000 83 
ccna tbe can 6 owns hohe e «ee eeesene 112 116,876,000 55 282,938,000 73 317,932,000 80 
California Redwood ...............--eeeeeeee 13 30,912,000 59 30,758,000 CA 40,206,000 57 
ID weeecer'ccctheeceneeeeeevoes 8 12,701,000 77 9,424,000 59 8,529,000 54 
eR ks eee ek ween + eae kaka eek eee 10 03,091,000 248 7,932,000 48 9,737,000 51 
PC IEEE cccrséecevissoseeseseeters 18 9,485,000 55 4,223,000 41 7,054,000 _& 
Se IE ac cccdctucecceequuessces 3 731,950,000 79 926,997,000 82 1,017,900,000 79 
Hardwoods: : 
SD DIOS occcccccecectentoceesces T83 29,586,000 * 26,077,000 * 30,535,000 ’ bs 
Northern Hardwoods ......cccccccccccccccces 18 24,439,000 93 8,107,000 40 7,973,000 _36 
EE OS. 6 ken dno c waded ne eeunees 101 54,025,000 34,184,000 38,508,000 
ET ED ivr birws horeneh eters onae aes 516 785,975,000 961,181,000 1,056,408,000 


TUnits of Production. 


*No report for last year. 





West Coast Review 


[Special radiogram to AMERICAN LUMBERMAN] 

SEATTLE, WaAsH., Feb. 23.—The 149 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended Feb. 19, reported: 
Prod'’ction 131,932,000 
Shipm’nts 130,591,000 1.02% under production 
Orders 168,961,000 28.07% over production 

A group of 143 mills, whose production re- 
ports for 1938 to date are complete, reported as 
follows : 
Average weekly cut for seven weeks: 

” Gite a Owed ae oecee ote oe 74,515,000 

a Bea Oe ae Se eee 64,999,000 

a esis ee Gone ae a hate oath 65,364,000 

A group of 149 mills, whose production for 
the two weeks ended Feb. 19 was 131,932,000 
feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
) ares 60,842,000 63,614,000 107,297,000 

Domestic 

cargo ... 50,744,000 79,291,000 154,433,000 
Export ... 6,262,000 13,313,000 54,599,000 
Local ..... 12,743,000 pe ee eee 
130,591,000 168,961,000 316,329,000 


A group of 143 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1937 and 1938 to date, reported as fol- 


lows: Aver. for 2 
weeks ended Aver. for 7 wks. ended 
Feb. 19, Feb. 19, Feb. 20, 
938 1938 1937 
Production 65,364,000 64,999,000 74,515,000 
Shipments 64,502,000 68,179,000 77,686,000 
Orders 83,769,000 75,001,000 88,860,000 





Western Pine Summary 


PorTLAND, OreE., Feb. 21—The Western Pine 
Association reports as follows on operations of 
identical Inland Empire and California mills 
during the two weeks ended Feb. 12: 

Report of an average of 114 mills: 

Total for 2 Weeks ended 


Feb. 12, 1938 Feb. 13, 1937 
Production ...... 43,488,000 60,674,000 
Shipments «e+. 92,280,000 124,441,000 
Orders received.. 102,970,000 125,952,000 

Reports of 115 identical mills: 

Feb. 12, 1938 Feb. 13, 1937 
Unfilled orders .. 151,564,000 343,068,000 
Gross stocks ....1,601,793,000 1,350,705,000 


Reports of 115 identical mills: 
c——Total for Year——, 
1938 1937 


Production ...... 118,151,000 211,576,000 
Shipments ...+.+ 287,458,000 386,153,000 
OPGETB ..-ccccece 318,279,000 396,648,000 





Recent Rulings on Social 
Security Taxes 


By J. S. SEIDMAN, 
Certified Public Accountant 


i-w 


There are at least “57 varieties” of bonus 
plan. Nearly all of them are subject to pay- 
roll taxes. Two of them have recently been 
ruled upon officially. One ruling holds that 
where a bonus is based upon the salary of a 
prior ten-year period, only that part is taxable 
which is attributable to services rendered after 
Jan. 1, 1936. In the other case, although con- 
ditioned upon at least five years’ services, the 
entire bonus was held taxable, for the reason 
that the bonus itself was to be a share of the 
company’s profits for the preceding year. 


* * * 


Executors of estates are not regarded as “em- 
ployees” for payroll tax purposes. However, 
where the estate operates a business, the execu- 
tor’s active participation in such business would 
make his salary for such work subject to tax. 


* * * 


Generally speaking, persons engaged by a 
fiduciary to assist him in the conduct of an es- 
tate’s affairs are the estate’s—not his—em- 
ployees. In a recent case, however, a financial 
agent, hired by an executor and paid by him 
personally out of his commissions, was held 


to be an employee of the executor—not of the 


estate. 
a 


“Christmas gifts’’ worry the social security 
collector long after Christmas. A recent ruling 
holds that amounts paid by a company to its 
employees as Christmas gifts constitute taxable 
wages, since such amounts are “in connection 
with, and as a result of, the employment re- 
lationship.” 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New Oreans, LA., Feb. 23.—Following is a 
summary of reports from southern pine mills 
for the two weeks ended Feb. 19: 


Average weekly number of mills, 115 
Units7, 102 


Total for 

Two Weeks 

Three-year average production*... 62,316,000 
pO ee ere” 54,795,000 
PORES Se oor .- 54,160,000 
CPGCEW TOOCIVES once cis csiceseesecbcs 55,102,000 


Number of mills, 113; Units, 105 


On Feb. 19, 1938 
NS re re ee 71,308,000 
MIT Wo cb 6 Hawes Se cmeweien 453,951,000 


*October, 1934, to October, 1937. 


+Unit is 308,000 feet of “3-year average” 
production. 4 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Feb. 21—Following is statement for eight groups of identical mills 
and two groups of hardwood flooring plants of unfilled orders and gross stock footage on Feb. 12. 





No. o Unfilled Orders Gross Stocks 

Softwoods— Mills 1938 1937 1938 1937 
Southern Pine ................05 115 68,641,000 123,839,000 501,687,000 356,795,000 
IS 6 ois 5 8.6 4 NN ve deb awens 143 295,779,000 872,406,000 986,486,000 1,148,158,000 
.. ..£, aero > 115 151,564,000 343,068,000 1,601,793,000 1,350,705,000 
California Redwood ............. 13 31,262,000 85,647,000 311,361,000 283,981,000 
ORNS CPU wes scccccccccce 8 4,441,000 8,976,000 164,424,000 153,496,000 
TOOPEOUNE TIN Go i 26's cin F600 vee ae 10 5,857,000 17,822,000 161,652,000 126,980,00 
Northern Hemlock® ............. 11 4,554,000 9,579,000 110,327,000 85,831,000 

Total Softwoods ..-....ccce0 “415 562,098,000 1,461,337,000 3,837,730,000 3,505,946,000 
H di = 
Tevuaee Marnweeeet 6.269.003 16 13,567,000 22,863,000 123,225,000 —«-97, 417,000 
Sant Plsecing Ce er << any 75 24,061,000 63,148,000 84,840,000 60,794,000 


*Unfilled orders reported by 11 and 16 mills respectively; stocks by 17 mills. 
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Tell Yard Managers Re- 
tailers Need New Ideas 


(Continued from Page 28) 
in the United States, oil burners outsold 
stokers 8 to 1. In 1937 the ratio dropped to 
92 to 1. This year, I predict there will be 
a stoker sold to every 1% oil burner. 


Mr. Steele urged the line yard men to “get 
behind stoker sales, learn all about the stoker’s 
operation and see that the right sort of coal 
is used. 

“We have demonstrated in the Twin Cities, 
Duluth and Superior,” he said, “that stokers 
afford a 35 to 40 percent saving as compared 
with other fuels. The stoker is clean; it is 
safe; it is practical and works automatically. 
We can combat our competitors on their own 
ground, with their own arguments.” 


Prove Merit of Goods Before Selling 


Harold Purvis, general manager of the Min- 
neapolis division of the Curtis Co. (Inc.), 
traced the development of a merchandising pro- 
gram from “ordinary stock woodwork to the 
present line of architectural woodwork which 
we have been developing since 1920.” He said: 

We found that the steel people were mak- 
ing window frames, both double hung and 
casement, that seemed to have an appeal 
to the architect. At any rate a lot of them 
were being sold all over the country. So we 
went to work to develop the Silentite frame. 
We made it as good as we knew how and 
then took it to the testing laboratory in 
Pittsburgh, and asked for a test of the frame 
for a certain length of time under varying 
conditions. When the laboratory had tested 
it out and made a lot of recommendations, 
we took it home and worked it all over 
again. In other words, we did not throw 
the Silentite frame on the market as an un- 
tested article. It had four years of testing 
before we tried to sell it. I believe that’s 
the right sort of procedure and the best 
method of combating competition. 


A Proved Plan for Increasing Farm Sales 


Cad <A. Foster, Minneapolis manager of 
Johns-Manville, speaking on a “Five-Year 
Farm Selling Plan,” said: 


This is a long pull plan for selling the 
farmer. The idea is to win the farmer’s con- 
fidence and make him see that there is a 
possibility of some of his dreams coming 
true. Then get his permission to map his 
farm. Plot the building: sites, marking in 
all existing sites and proposed construction. 
In this way more detailed information can 
be secured than through the use of any other 
method. You will learn what improvements 
are needed in the dairy barn, perhaps that 
a new machine shed should be built, fences 
improved, outbuildings added, hog houses or 
chicken houses constructed, a milk house 
built. Last but not least, complete informa- 
tion should be obtained from the housewife 
as to what she wants, both in the interior 
of her home and on the exterior. 

Once the plates and work sheets are com- 
pleted, a five-year plan is worked out. The 
idea is to arrange for a developing program. 
Then the total cost is divided into five parts. 
The first year plan is broken: down into 
monthly or seasonal payments, and the whole 
thing is presented to the farm customer with 
the object of getting the first year’s program 
under way; immediately. 

This plan was actually used by one of our 
W isconsin'dealers. It proved so successful 
in a town of twelve hundred that in the past 
year customers there purchased almost $10,000 
worth of roofing and other materials, or eas- 
ily five times their usual purchases. 


Paul Francis, assistant sales manager of the 
N. W. Fuel Co., gave a short talk, and the 
remainder of the Wednesday session was de- 
voted to questions and answers pertaining to 
problems of individual yards. 


Company Problems Are Threshed Out 


The entire Thursday session, including 
luncheon, was given over to closed meetings 
devoted to the company’s problems, including 
a review of 1937 operations and a discussion 
of plans for improved operating in 1938. 
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Speakers were members of the organization. 
They included Messrs. Little, Bystrom and 
Vice-President E. A. Brackett. Mr. Bystrom 
introduced Division Superintendents H. A. 
Gahr, Ivar Ruud, A. M. Milsestuen and D. A. 
Pankratz, who led short discussions. There 
were also short talks by several of the yard 
= and by members of the general office 
staff. 


Banqueters Review Growth of Company 


The entertainment highlight of the convention 
was the closing banquet, and the brightest spot 
on the program was the tribute paid by Mr. 
Little and his associates to Vice President 
Brackett, who is rounding out forty years of 
service with the Central Lumber Co. itself in 
its fortieth anniversary year. One hundred 
five persons, including the entire general office 
force, attended the banquet. 

“This company started in a small way,” Mr. 
Little, the chief speaker at the banquet, re- 
called. “It prospered and grew until it con- 
trolled yards in Minnesota, Iowa, and North 
and South Dakota. We started with one yard 
at Annandale, Minn., and we are proud of 
the record our company has made. At one time 
we had one hundred and eight yards. Then 
came the depression, and some of the unprof- 
itable ones had to go. Now we have eighty. 
Last year was fairly prosperous, though some 
say it has not been as satisfactory as it might 
have been. Tonight we are celebrating, not 
the date, but the year of our fortieth anniver- 
sary.” 


Official Honored for His Services 


Mr. Little said the company had adopted an 
idea of the Johns-Manville firm in honoring 
employees who had been with it for twenty-five 
years or more by installing them as members 
of the “Quarter Century Club.” He briefly 
reviewed the records of some of the members, 
and introduced several of them. Then he re- 
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counted how “an ambitious youth, seeking 
worlds to conquer” and who didn’t “wait for 
opportunity to knock” applied and obtained a 
job as bookkeeper with the lumber company. 
“As the company grew, this youth continued to 
grow with it,” Mr. Little recounted. “He took 
over more and more responsibility, until he 
was made an official and advanced to executive 
positions. Now he is vice president. I take 
great pleasure in introducing E. A. Brackett.” 

Mr. Brackett bowed his acknowledgments 
amid a clamor of cheering, and accepted as a 
gift from the company a fine traveling bag. 

Mr. Little promised the assembly that “if 
things go well this year, maybe we can have 
another gathering like this.” 

A later convention will be held in Aberdeen, 
S. D., to accommodate managers of yards in 
the western part of North and South Dakota. 





Firm Is Largest Employer in 
Northern Idaho 


Lewiston, Ipano, Feb. 19.—Three sawmills, 
and the woods operations, of Potlatch Forests 
(Inc.) employed more men during 1937 than 
all the mines of the Coeur d’Alenes, or any 
other industry in northern Idaho with the 
possible exception of agriculture, it was re- 
vealed here when individual social security 
reports were completed for the Government. 
During 1937 there was an average total of 6,137 
men employed. Drawing, as it does, from local 
communities and giving preference to Idaho 
residents in employment, the company spread 
most of its $4,678,000 payroll in the Inland 
Empire, according to C. L. Billings, vice presi- 
dent and general manager. Data from employ- 
ment statistics of the Coeur d’Alene mines, 
next biggest employer of labor, indicate that 
5,000 men on the average were on the payrolls 
during 1937. 
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=+BRADLEY, MILLER & COMPAN 


In supplying your customer with... . 


BRADLEY-MILLER FRAMES 


you give him most and best for his money 


That's the sort of selling that helps make MORE selling. These 
Bradley-Miller Genuine White Pine Frames, famous for super- 
quality, do not shrink, swell, warp, split, crack or rot. 


LUMBER—Direct mill shipments or mixed cars—Northern and Idaho 
White Pine. Ponderosa. Yellow Pine, White Spruce, Fir, Red Cedar 
Lumber and Shingles, Western Forest Products. Quality Box 
Shooks. Let us quote. 


BAY CITY, MICHIGAN 













OAK FLOORING CEDAR LINING 


Beauty Durability in every inch of 
Williams & Voris Flooring 





HARDWOODS 






















WILLIAMS & VORIS LUMBER CO., 


This finer flooring has the super qualities 
that make it the choice of careful choosers. 
Precision-made, silky-smooth, uniform in tex- 
ture. You'll like our Cedar Closet Lining. 
Mixed Hardwoods—large stocks. Straight or 
Mixed Cars. Let us quote. 








CHATERANOOGA, TENN 
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Here’s What's New-- 


New Casement Window Is Complete 
Unit Ready for Installation 


A new casement window delivered complete 
and ready for installation has just been an- 
nounced by the Rolscreen Co., Pella, lowa. The 
new window is fitted, assembled, screened, 
weather-stripped and storm-glazed at the fac- 
tory, is built to fit all walls, and meets the rigid 
requirements of modern heating and air condi- 
tioning. Stock sizes can be combined in any 
practical proportion of length and width. The 











windows are equipped with Pella Rolscreens 
and adjustable spring bronze weatherstripping. 
A single removable panel of glass protects 
against winter and summer heat. Frames are 
1/16-inch rustproof, non-flaking, zinc-coated 
steel, 55/16 inches wide. The frame is lined 
with clear white pine for insulation and 
beauty. Sash are genuine white pine 134 inch 
thick, hung on non-extension, self-cleaning 
hinges. All wood parts are toxic treated. The 
under-screen sash operator is a built-in worm- 
gear type. Glass is arranged either in small 
panes or long horizontal lights. Sash is fur- 
nished either glazed or unglazed. The assembly 
includes sub-sill, mould, installation screws and 
caulking. Complete information with illustra- 
tions is available upon request. 


New Price Catalog on Abrasive 
Paper and Cloth 


Simplified Prices for Coated Abrasives is the 
name of a new price catalog just issued by the 
Behr-Manning Corp., Troy, N. Y. Prices for 
abrasive papers and cloths in belts, rolls and 
sheets are given for various weights, sizes and 
quantities. Each product is completely described 
with respect to size, weight and grit number. 
The book is of file size, and designed to provide 
the dealer with immediate price information on 
all sizes and quantities. It is in loose-leaf form 
with a sturdy paper cover. Copies of the new 
price book will be sent upon request to the 
manufacturer. 


New Stainless Steel Product Easy to 
Handle, Low in Cost 


Ludlum Steel Co., Watervliet, N. Y., an- 
nounce Ludlite, a composite product having a 
surface sheet of strong, thin, stainless steel, 
backed by a tough, non-metallic material. The 
backing is waterproof and flexible. The Sil- 
crome facing and the backing are permanently 
joined. Ludlite can be attached easily to plas- 
ter, wood, fiberboard, concrete and other sur- 
faces. A special waterproof cement for this 
purpose has been developed. The backing dead- 
ens sound and has thermal insulating qualities. 
The facing offers the resistance to rust and 


tarnish that distinguishes stainless steel. The 
steel face being light gauge, Ludlite can be cut 
with heavy scissors, shaped or bent by hand, 
and nailed, screwed or cemented in place with 
ease. Installation costs are low since the ma- 
terial does not have to be pre-fabricated in a 
specially equipped metal working shop. It can 
be installed by any craftsman. Moldings for 
trim and for covering edges and intersecting 
surfaces are available. Ludlite is made in rolls 
two feet wide and 50 or 100 feet long, and in 
tiles four inches square. Complete information 
will be sent upon request to the manufacturer. 


New Tool Has Many Uses in 
Yard and Mill 


A new tool adaptable to a variety of practical 
uses in both the lumber manufacturing and re- 
tailing industries, and known as the “Come- 
Along” has just been introduced by the J. E. 
Shaffer Co., 621 E. Cameron St., Tulsa, Okla. 
It is designed for use as a binder for log and 
lumber loads, and as a pulling, lifting and 
stretching tool. Dealers can use the “Come- 
Along” for binding loads, and as a tool to rent 
or sell to farmers for stretching wire fence, and 
for hoisting loads. The tool is equipped with 
five feet of 34-inch chain with a grab hook at 
one end. The hook can be attached to another 
chain or to a rope or wire. A 2000-pound load 
can be pulled with the handle. Ratcheting the 
handle either way tightens the chain, and the 
handle left in any position provides a positive 
lock. Total weight is 20 pounds, and price 
complete with chain is $8.50. Complete infor- 
mation, illustrations and suggestions for use will 
be mailed to manufacturers and dealers upon 
request. 


Maker of Floor Sanders Offers New 
Merchandising Plan for Dealers 


Lincoln-Schlueter Co., 242 W. Grand Ave., 
Chicago, Ill., manufacturers of floor machinery, 
have announced a new 
merchandising plan for 
dealers to aid them in in- 
creasing profits with floor 
sanders. The new plan for 
promoting the use of the 
Lincoln-Schlueter sanders 
includes a five-day free 
trial offer. Complete de- 
tails on the five-day trial 
offer and the new mer- 
chandising plan will be 
sent upon request to the 
manufacturer at the above 
address. 


Johns-Manville Completes Plans for 
Better Homes Contest 


Complete plans for the nation-wide $15,000 
“Better Homes for a Better America” contest 
to be sponsored by Johns-Manville during the 
months of April, May, June and July, have just 
been announced by H. M. Shackelford, vice 
president in charge of sales promotion. In ad- 
dition to the national contest, details have been 
worked out which will enable building material 
dealers in all parts of the country to tie in 
their own local better homes contests. 

Johns-Manville will feature the contest in its 
magazine and radio advertising, and will supply 
dealers with a complete plan for publicizing 
both the national and local contests through lo- 
cal media. The material for dealers will include 
suggested newspaper advertisements, newspaper 
articles and feature material, hand bills, posters, 
and radio transcriptions for local stations. Com- 
plete details of the plan and material needed to 
set up local contests as well as to tie in with 
the national contests will be sent immediately 
upon the request of building material dealers. 
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New Line of Wall Paint Combines 
Two Exceptional Developments 


A complete new line of Valdura oil wall 
paints just announced by the American Asphalt 
Paint Co., Chicago, combines two exceptional 
developments. The first of these is the entire 
removal of all paint odors through a newly dis- 
covered process. The second property of the 
paint is what is known as a “thixotropic” body. 
The paint appears thick and semi-buttery in the 
can, but a little ac- 
tive stirring quick- 
ly thins it to easy 
flowing _ brushing 
consistency. The 
heavy elastic body 
enables the paint to 
hold more pigment 
in constant suspen- 
sion, Settling and 
caking in the can 
is entirely elim- 
inated. The ten- 
dency of the paint 
to quickly regain 
its heavy buttery 
body eliminates 
sagging or curtain- 
ing around moldings, window sills and beading. 
Valdura is supplied in flat, egg-shell and gloss 
finishes in popular colors. 











New Ornamental Lawn Fence 
Ready for Delivery 


The new ornamental lawn fence, just an- 
nounced by Pittsburgh Steel Co., 1637 Grant 
Bldg., Pittsburgh, Penn., is built for both beauty 
and enduring service. It is built of heavy elec- 
trically welded crimp wire. Top scrolls are 
made to overlap, providing effective resistance 
to distortion. Welded bottom strand cannot pull 
away from the picket strands. Complete in- 
formation is available, and will be sent with 
illustrations and specifications to dealers who 
request it. 


Wall Paper Company Announces 
1938 Dealer Helps 


The February issue of the Co-Operator, 
monthly house-organ of the Lennon Wall Paper 
Co., Joliet, Ill., has sandwiched in between its 
usual pot-pourri of homely humor and sage 
philosophy, an announcement that the company’s 
1938 dealer helps will soon be ready. Release 
will be in full time for the great volume of 
spring trade that is expected. Included in the 
dealer helps this year will be several effective 
newspaper advertisements for the use of deal- 
ers. Copies of the Co-Operator and full in- 
formation on the new dealer helps will be sent 
by the company to all dealers who request them. 


Announces Improved Waterproofing 


for Concrete Surfaces 


The Ranetite Mfg. Co., St. Louis, Mo., an- 
nounces an improved product to make base- 
ments, pits, dams and similar concrete struc- 
tures waterproof and damp-proof. Called Rane- 
tite Iron Waterproofing, the product is a chem- 
ically processed iron powder which is mixed 
with water and then applied like paint. The 
mixture oxidizes and expands, and hardens to 
a steel-like glaze, affording enduring protection. 
In addition to large size units, the product 1s 
packed in five, ten and 20-pound containers. 
Complete information can be obtained by writ- 
rr to the company at 1917 Broadway, St. Louis, 

- 


Attractive Demonstrating Display 
Stand for Locks 


A practical self-service demonstrating display 
stand featuring automatic keyhole locks has just 
been introduced by Independent Lock Co., 
Fitchburg, Mass. The lock is a miniature cylin- 
der type with two keys. It can be locked inside 


the keyhole of an ordinary mortise lock, effect- 
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ually plugging the keyhole, and preventing 
illegal entry by means of a skeleton key or by 
picking. The metal display stand enables cus- 
tomers to try the lock in the keyhole provided. 
A rack in front holds 12 cartons, and inside the 
stand is space for a reserve stock. The display, 
made of metal is finished in red, silver and gold, 
and is given free with an initial order of two 
dozen of the locks. 


New Door Folder Includes Many 
Merchandising Suggestions 


A new folder has been added to the line of 
literature featuring the various types of WOCO 
and Laminex doors offered by Wheeler-Osgood 





, WOoco 
GARAGE DOORS 


get 





Sales Corp., Chicago, Ill. Available to dealers, 
the folders describe the 138 line garage door. 
Because the 134-inch garage door is such a 
marked departure from the 134-inch door, the 
folder treats construction details fully. Numer- 
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ous suggestions for selling the 138 line of 
WOCO doors are included. 


Announces New Small Diesel Track- 
Type Tractor 


Offering Diesel economy in a practical size 
to tractor loggers, Caterpillar Tractor Co., 
Peoria, Ill., announces a new track-type tractor, 
the Diesel D2, which develops 25.5 drawbar 
horsepower. Well suited to all kinds of logging 
work, the new unit will skid out big loads, or 


do similar jobs on 1% gallons of low-cost fuel ' 


when conditions are average. The engine on the 
Diesel D2 tractor has only three operating ad- 
justments—the fan belt, the water pump, and 
the valve clearance. Fuel injection pumps and 
injection valves are set at the factory and re- 
quire no field adjustment. A hot water mani- 
fold on the front side of the filter housing keeps 
the Diesel fuel oil at proper temperature, re- 
gardless of climatic or operating conditions. 
Twin radiators are a unique feature of the new 
D2. One cools the water and the other cools 
the lubricating oil. Wiéith great leverage on the 
steering clutch levers, the tractor literally has 
finger-tip control. The entire machine is un- 
usually accessible in regard to maintenance and 
clutch adjustments. Full information will be 
sent upon request to the company. 


New Sawmill Machinery Catalog 
and Price List 


Catalog No 238 describing and _ illustrating 
the Cunningham machinery line has just been 
made available by the Cunningham Machinery 
Corp., Shreveport, La, The book contains 
photographs of complete machines and parts of 
many of them. Included with the new catalog 
is a price book in the form of a supplement. 
Prices of all standard machines in various sizes 
are plainly shown. Copies of both books will 
be sent upon request to the manufacturer. 
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The topic of absorbing inter-| haul 
est in the offices of the Twenty- 
second street district is the 
strike on the C. B. & Q. All 
other trade considerations sink | neers. 

into insignificance compared to be 
that, and there is sufficient rea- 
son for it. No lumber can be 
shipped by carload out of the 
district except over the “Q” 


them away. 
Pate of the Wholesale Lumber 
Association called a conference 
with Chief Arthur of the engi- 


Robert Larkins SOrt 
turned from the Pacific Coast, |The trade at that point is com- 
where he assisted in the or- 
ganization of the Union Lum- 


President |stocks. It is the first large 
rail shipment from Cloquet to 
Chicago. 

* #* #@ 
In the slang parlance of the 
* boys, the hardwood dealers of 
lately re- Minneapolis have a soft thing. 


paratively new, and dealers are 
not hampered by inspection 


tracks, which are shut out of 
traffic through the refusal of 
engineers and firemen to run 
their locomotives. The situa- 
tion is complicated. The “Q” 
engineers and firemen having 
quit work, it was thought that 
the strikers would not object 
to letting engines from the 
other roads come into the dis- 
trict and handle cars in and 
out. The Eastern Illinois man- 
agers ordered in engines, but 
their drivers squarely refused 
to set in or take out cars over 
the “Q” tracks. It was then 
proclaimed that no outside en- 
gineers would touch the Twen- 
ty-second street traffic. This 
was a pretty kettle of fish, and 
made the dealers extremely dis- 
gusted. A few were for war 
and proposed to hire engines 
and switch in and out their own 
cars. It is estimated that about 
1,000 loaded cars are standing 
on track waiting for engines to 





ber & Supply Co., which starts 
off with a capital stock of 
$300,000. Mr. Larkins was 
elected president of the com- 
pany, and has joined financial 
fortune with it to a certain ex- 
tent. A. H. Carey is vice presi- 
dent and H. T. Gordon, secre- 
tary. Directors are M. L. 
Wicks, R. M. Baker H. T. Gor- 
don and W. A. Straton, H. 
Carey and Robert Larkins. The 
purpose of the company is to 
establish several yards and 
carry in stock redwood and 
Oregon pine lumber, sash, doors 
and blinds, lime, cement and 
other builders’ supplies, coal, 


etc. Hardwood lumber will 
also be held in stock. 
a * a 


A sale of 2,000,000 feet of 
uppers by the Cloquet Lumber 
Co., Cloquet, Minn., to Chicago 
parties is noted, induced by 
low freight rates and low 


rules that in older and more 
settled markets fetter the ambi- 
tion and opportunity of buyers. 
When the Minneapolis dealer 
wants lumber he goes out alo..g 
the railroads and picks it up in 
round lots at prices agreed on 
between the mill man and the 
buyer. The mill operator sim- 
ply throws out the culls when 
he piles the lumber, and offers 
the clear and common to the 
highest bidder. This simplifies 
business wonderfully. A Chi- 
cago yard dealer would like a 
chance at such deals, and doubt- 
less gets them when he goes up 
into north Wisconsin after red 
and white oak. The building 
of the Minneapolis, Sault Ste. 
Marie & Atlantic railroad 
opened up a vast supply of 
hardwood that will be largely 
tributary to Minneapolis and 
St. Paul. Hardwood mills will 
go in along that line numer- 





ously. 


North Carolina 


PINE 
Choice HARDWOODS 
Superfine FLOORING 


The old-established firm of Lightsey Brothers 
can supply you with practically everything in 
the line of lumber. The Lightsey mills are 
headquarters for North Carolina Pine and 
Hardwoods. The mill equipment is modern 
and Lightsey Lumber Products have every 
quality and refinement that new-day manu- 
facturing processes can give. Here are modern 
kilns and planing mill facilities of the very 
best. The Lightsey Line includes four kinds of 
Flooring—Pine, Oak, Maple and Gum; Kiln- 
dried Mouldings, Finish, Base, Casing, Kiln- 
dried and Air-dried Roofers. 


Get acquainted with 
our MIXED CAR 
SERVICE and _ with 
the surpassing quality 
and dependability of 
the Lightsey line. 
Write us today. 


LIGHTSEY BROTHERS 


MILEY, SO. CAROLINA 





CARR 
Lumber Company, 
Manufacturers of 


“BILTMORE” 
FLOORING 


“BILTMORE” 
HARD WOODS 


Yellow Poplar— 
Basswood, Chest- 
nut, etc. 

Pisgah Forest, N.C. 








Red and Sap 
Tupelo, 
Black Gum, 
Oak, Ash, 
Cottonwood, 
Elm, Maple, 
Sycamore, 


CYPRESS 


Band Mills, 
Yards, Kilns 
and Planing Mills 


Estill, S. C. 
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72 
Seattle, Wash. 


WEST COAST WOODS—tThere are evi- 
dences of further improvement in at least 
three consuming markets of West Coast 
woods. The statistical position of the mills is 
very good; low inventories make it unneces- 
sary for any dumping on the market. De- 
spite the sma!l volume of orders, prices have 
been maintained, and those of some items 
advanced. 

RAIL—Mill stocks of rail items are badly 
broken. The shortage of C and D uppers is 
so acute that most quotations have been 
boosted $1 @ $2. Other prices remain firm. 
Six-inch flooring is stronger than 4-inch. 
Mills which have been holding uppers above 
actual market are now getting the bulk of 
the business, because they have better stocks. 
It is often difficult to get a mixed order 
filled. Railroads are buying very little. 


INTERCOASTAL—Eastern buyers are in- 
different. Offers to buy are made at around 
$11.50 off, as against $11 sought by shippers 
here. Space is plentiful. 


CALIFORNIA—A large volume of lumber 
is moving south from Puget Sound, mostly 
into the Los Angeles area. Some local mills 
have withdrawn from the Atlantic coast mar- 
ket in order to accept California business, 
which is considered just as desirabie and 
easier to ship. 


EXPORT—Some business in both merchant- 
able and clears is coming from the United 
Kingdom and the Continent. France is very 
quiet, and there is practically no inquiry from 
Italy. Germany is buying some lumber from 
Canada and the United States. South Amer- 
ica is inactive. Japan is not buying lumber, 
and the only Oriental orders are a few from 
south China. 

SHINGLES—tThere has recently been a 
considerable reduction in shingle stocks, and 
Nos. 2 and 3 are very scarce. Prices are firm 
to higher. Production is still very low. 


LOGS—Hemlock logs are selling for $10 
instead of $11, but prices of other species are 
unchanged. Supplies of logs are decreasing, 
many camps being down, but there are large 
supplies of hemlock in the water. Shingle 
logs are none too plentiful. Fir and cedar 
log prices are firm. 


San Francisco, Calif. 


COASTWISE MOVEMENT — Increasing 
movement of lumber and other cargoes in 
the coastwise trade during February has re- 
sulted in the recommissioning of a number 
of idle steam schooners, and reduced the 
number of tied up coasters in this port to 
approximately thirty, compared with some 
forty in the previous month, It is anticipated 
that several other idle vessels will be called 
into service shortly. Most of the schooners 
are operated by lumber companies and small 
operators, while others belong to regular 
coastwise lines. Further signs of increasing 
activity in the coastwise trade comes with 
a recent report that James K. Nelson, a 
former part owner in the San Diego & San 
Francisco Steamship Co., has obtained the 
franchise from that company and will resume 
operations between San Francisco and south- 
ern California ports on a basis of two sail- 
ings per week, with space to be provided on 
vessels of the Consolidated-Olympic Line. 


LUMBER RECEIPTS—Lumber cargoes re- 
ceived at San Diego Harbor totaled 4,060,000 
board feet during January, 1938, as compared 
with 3,823,000 board feet during December, 
1937. December was the lowest month since 
last August. Monthly receipts at the harbor 
for the last part of 1937 were 6,258,000 feet 
in September, 5,771,000 feet in October, and 
4,847,000 feet in November. 


REDWOOD—Businss is good and shows 
definite signs of being on the up-grade. De- 
mand is improving in both eastern and west- 
ern markets. Due to curtailed production at 
mills, shipments have been ahead of output 
for some time. Heavy wind and rain storms 
on land and gales at sea slowed operations 
and shipments to a considerable extent dur- 
ing the first part of February. Shortages 
exist in a number of items, and it is believed 
that many more items will become scarce as 
soon as demand gets into full swing. Note- 
worthy shortages exist in wide siding and 
certain common grades. 


CALIFORNIA PINES—There has been only 
a little improvement in the Ponderosa mar- 
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ket. Buyers continue to sit tight. Mill 
stocks are in fair balance, with inventories 
about normal for this time of year. The 
demand for moulding continues good, with 
prices firm. Moulding lumber supplies are 
short. Box lumber is in good supply. Ex- 
port demand is light. The sugar pine market 
has strengthened somewhat. Mill inventories 
are being reduced. Heavy snow and wind 
storms temporarily tied up deliveries of some 
mills recently. 


DOUGLAS FIR—A definite strengthening 
in demand appears to be developing, with a 
firming up of prices. 


Portland, Ore. 


WEST COAST WOODS—Some improvement 
in demand, market under tone and prices is 
reported by the Pacific Northwest lumber in- 
dustry. Restricted production and an _ in- 
crease in orders are again reported, resulting 
in a slightly larger backlog of unshipped 
business. Peace is slowly spreading in the 
lumber industry here, with the result that 
those mills which have been crippled since 
last summer are gradually getting back to 
an operating basis. Some mills are still 
affected by the inter-union dispute. Logging 
is being resumed. 


INTERCOASTAI-East Coast demand has 
shown the most marked gains, and the trade 
here is of the opinion that buying is against 
probable further price advances. Orders are 
more liberal and better prices are being ob- 
tained. Ample space is available for several 
weeks ahead at $14 per one thousand feet. 


CALIFORNIA—Buying has been somewhat 
better sustained than it was expected to be. 
The rate is firm at $5 to both San Francisco 
and Los Angeles, and space, while still plen- 
tiful, is tighter than it was a month ago. 
The prospective advance in rail rates is ex- 
pected to bolster the coastwise steamer rate. 


NEARBY, - LOCAL—Slightly 
mand is reported. 


improved de- 


HAWAII—The -Hawaiian market has re- 
vived materially and bookings have been 
heavy for many weeks. Prices are in line 
with those on business done elsewhere, but 
still are too low. 


Kansas City, Mo. 


SOUTHWEST MARKET—A further im- 
provement in the market was noted last 
week, as recent price advances were main- 
tained. The bright spot was the increased 
moisture throughout the farm area, which 
promises increased crops and farm purchas- 
ing power. Retail and line yards still have 
sizable stocks, but these generally are con- 
sidered insufficient for normal spring busi- 
ness. Shipments from mills:are prompt and 
mixed car orders are difficult to obtain. Log- 
ging operations have been hampered by 
heavy rains throughout the south, as well 


_as the extreme cold. 


SOUTHERN PINE—The market has shown 
more strength than since last summer. A 
large number of producers have advanced 
their prices though a few have not marked 
up items they wish to move in carloads. It 
was estimated that today’s prices are an 
average of about $1 over those prevailing at 
the start of the year. Demand has picked 
up. Mill stocks are badly broken. Uppers are 
not plentiful and flooring is scarce, but most 
mills have adequate stocks of commons, 
though a few are short on a few items. Many 
mills have had to turn down orders because 
of their inability to supply certain items. 


DOUGLAS FIR—Inquiries have been very 
slow and the market is slightly weak. There 
was little change in prices on common items, 
but some reductions have been made on 
uppers. Dealers are not experiencing much 
difficulty in getting prompt shipment on their 
mixed-car orders. 

WESTERN PINE—The Ponderosa market 
remained steady at the level of early Janu- 
ary. Mill stocks generally are in fair assort- 
ment, with commons quite plentiful except 


- curtailed 


for items which are always in heaviest de- 
mand, Lath seem to be plentiful. Demand 
has been exceedingly light. 


SHINGLES—Most large red cedar shingle 
mills advanced prices an average of about 
10 cents a square on all three grades. Stocks 
of Nos. 1 and 2’s are more than sufficient to 
take care of the rather light existing demand. 
No. 3’s, however, are exceedingly scarce: 
There has not been much improvement in the 
demand for shingles throughout the middle 
West, but demand from other sections has in- 
creased. 

CYPRESS—Prices are unchanged. Stocks 
are in fair assortment, except that those of 
some upper items are rather low. Mill rep- 
resentatives report that there has been an 
increase in the number of inquiries during 
the past two weeks. 


Tacoma, Wash. 


WEST COAST WOODS—Although markets 
continue quiet, lumbermen here believe that 
the period of stagnation in the domestic 
market is about over. Inquiries have picked 
up, and operators are confident of a general 
increase in both rail and domestic water- 
borne business. Export business, however, is 
still practically at a standstill. Southwest 
Washington logging operators are clearing 
the decks for what they anticipate will be 
a period of renewed activity. Sawmills 
throughout the southwestern part of the 
State either have been closed down entirely 
or have been running far below capacity, and 
even plywood mills have been operating on a 
basis. Southwest Washington 
shingle mills got under way again this week 
after a period of several months of compara- 
tive inactivity. Shipment of railroad ties 
from here to California markets, once a 
profitable source of business, was resumed 
this week, 


Birmingham, Ala. 


SOUTHERN PINE prices started advancing 
a bit about Feb. 10. Alabama building opera- 
tions have increased each week, though not 
in larger cities. Today’s average prices of 
many items are above January level. Floor- 
ing, No. 3 common, 1x3- and 4-inch, is $12.50; 
No. 2 common, $18; No. 1 common, $35, and 
B&better, $44, with 1x6-inch ranging close 
to this level. Drop siding in 1x6- and 1x8- 
inch is $1 over flooring prices. Finish and 
trim held their own, and No. 2 and dropping 
grades advanced $1.50. Short-length 2x4- to 
2x8-inch is off 50 cents, while No. 1 common 
18-foot and up advanced $1. Factory flooring, 
8x6- and 8-inch, is $18 for No. 2, and $26 for 
No. 1. Green timbers, 4x4- to 8x8-inch, moved 
back to $23, mill, while larger sizes held at 
Jan. 1 level. Air dried shortleaf S4S boards 
were up to $14 for 1x6- and 8-inch, $15 for 
1x10-inch and $17 for 1x12-inch. Production 
by small mills is active, as small operators 
still find a market for green lumber at 4 
price, but larger mills are on curtailed 
schedules. 


Minneapolis, Minn. 


NORTHERN PINE—With very few Head 
of Lakes region mills in operation, sales con- 
tinue to lead output by a considerable mar- 
gin. Sales continue behind those of a year 
ago, and, because some of the smaller mills 
have been more active than usual, production 
is around three times that for 1937 up to this 
date. Trade is fairly active for this season, 
but retail buying is mostly hand to mouth, 
with speedy shipments of mixed material 
stipulated. While supplies in the hands of 
manufacturers are somewhat larger than 
they were a year ago at this time, they are 
gradually being cut down, and there is 4 
shortage of many items, particularly in low 
grade boards and dimension material, of 
which box and crating interests continue to 
be chief purchasers. Prices continue stable. 


NORTHERN WHITE CEDAR—Both posts 
and poles are fairly active for this season. 
Labor troubles cut down production at the 
season’s height, and utilities companies, par- 
ticularly those aided by the Government, are 
planning more construction work than usual, 
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Many items are in short supply, with the re- 
sult that retailers are anxious to stock up. 
There is the prospect of a general price in- 
crease all along the line early in the spring. 


MILLWORK—tThe sash and door market 
continues fairly active. Some factories are 
devoting their time to the manufacture of 
stock goods. Considerable small residential 
building is continuing throughout the win- 
ter in larger cities, and considerable repair 
work is being done in the rural areas and 
the smaller towns. Manufacturers report that 
the storm goods business, now practically 
over for the season, has been unusually good. 


Shreveport, La. 


SOUTHERN PINE—Demand continues ra- 
ther slow and variable and prices are greatly 
depressed. Since the first of the year, de- 
mand has picked up a little. The mills have 
very good stocks and can fill orders promptly. 
Dealers buy only as they need stock, and 
most orders are of the “fill in’ variety. 


SOUTHERN HARDWOODS—tThere is some 
placing of future business, but all buyers are 
shopping around and trying to get as low 
prices as possible. The mills have fairly good 
stock of both common and FAS in gum. It 
would not take much demand to bring about 
a better price situation. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—In the past 
few weeks, domestic sales have increased by 
from 8 to 10 percent; export demand is nearly 
109 percent above that of a month ago. 
Flooring sales are up considerably. Prices 
of practically all hardwoods and _ flooring, 
however, have not changed. Purchases are 
in anticipation of an enlarged spring build- 
ing campaign. Production by mills in this 
territory is at the same level as it was a 
month ago, but sales exceed it by around ten 
percent. Shipments are slightly higher than 
production. Wholesalers and hardwood job- 
bers are the heaviest takers. The furniture 
industry is buying only for immediate needs 
or to replace broken stocks, it appears. Floor- 
ing sales are at 45 pércent of normal pro- 
duction of the principal flooring mills; a 
month ago the figure was 36 percent. Floor- 
ing production is steady at 30 percent of 
capacity, with shipments at 34 percent. Stocks 
of flooring are around a normal of 85,000,000 
feet, with orders held by flooring manufac- 
turers estimated at 21,000,000 feet. Settle- 
ment of the ocean freight rate dispute has 
resulted in the sale of a large quantity of 
hardwoods, although it is believed that ex- 
ports would be much greater if no increase 
had been allowed. Hardwood mills are oper- 
ating on a part time basis throughout the 
mid-South. Heavy rains and overflowed low- 
lands in many sections of Arkansas will un- 
doubtedly reduce hardwood production. 


Warren, Ark. 


~ ARKANSAS SQFT PINE—There has been a 
fair increase in orders recently, with some 
slight improvement in prices on certain items 
of which supplies have been reduced, par- 
ticularly 1x6-, 8- and 10-inch Nos. 1 and 2. 
Prices have stiffened on 1x6-inch and wider 
No. 3. Stocks of 1x6- and 10-inch No. 1 have 
been cleaned up. Considerably more finish, 
casing and base has been sold than has been 
produced since the first of the year, resulting 
in a lowering of stocks. Some mills are sold 
up on 4-inch casing and 1x8- and 10-inch 
base and finish. Certain mills report only 
limited stocks of 6/4 B&better door jamb 
Stock, with mixed car demand absorbing sup- 
plies. No. 2 1x12-inch in 10- and 20-foot is 
Scarce at most mills and certain lengths of 
dimension are none too plentiful. In No. 1 
dimension, 12-foot items are in short supply, 
and in both Nos. 1 and 2 the 18- and 20-foot 
lengths are scarce. Shipments from small 
mills have been slightly restricted by con- 
tinued wet weather. Log supplies are limited. 


SOUTHERN HARDWOODS—The market is 
better than for several months. Hardwood 


flooring mills have booked more business so 
far this month than in any similar period for 
some time. Flooring shipments and orders 
are exceeding production by a comfortable 
margin and some mills have cleaned up sur- 
plus stock of certain items, including 13/16- 
inch x 24-inch clear plain red oak, %-inch x 
1%-inch clear plain red, and No. 1 common 
and No. 1 and better shorts. An occasional 
mill is reported sold up on 13/16-inch x 2%- 
inch No. 2 common. FAS gum 4/4 is in 
limited supply at a few mills, but gum is 
fairly plentiful on the whole. Continued rain- 
fall has caused overflows of most creeks and 
rivers throughout this State. Log supplies 
are limited, and there will be little chance 
to operate in bottom lands for sixty days 
or more, 


Jacksonville, Fla. 


SOUTHEAST TRADE—Some species are 
showing an up-trend. The improvement in 
cypress demand has continued, and business 
is said to be substantially above January 
level. Shortleaf mills are operating at about 
40 percent of capacity; longleaf operators 
need business. Hardwood demand is very 
slack, and with inventories in fair shape, 
mill operations are at the low point. Demand 
for cypress shingles and lath continues fairly 
good. Shingle sales cover approximately 
present production. Shortages continue in 
32-inch lath, and in the 4-foot, No. 2 grade. 
Very little activity is reported in exports. 
Some mills are booking a little business for 
South American destinations, but prices are 
unsatisfactory. 


Houston, Tex. 


SOUTHERN PINE—The market has shown 
an inclination to slow up. Most mills, how- 
ever, have sufficient orders to move their cut 
for February. Lower grades of practically 
all items are in surplus while upper grade 
boards and particularly No. 1 and B&btr con- 
tinue scarce and are firm. In dimension, No. 
2, 2x4-inch ‘items are less plentiful than 
others. A number of small inquiries are 
out for special cutting for export, and find 
quotations firm. 

HARDWOODS — Furniture manufacturers 
are closed down and not buying. Prices are 
holding firm on hardwood lumber, with most 
mills running only 50 percent of normal. Oak 
flooring quotations are steady. 

SHINGLES AND LATH—Lower grades of 
shingles are scarce, No. 1 Perfections appar- 
ently being the weakest item on the list. 
Yards are buying only such shingles as they 
ne need. Lath continue firm, with stocks 
ow. 





Love of Nature Inspired These 
Verses 


The following verses reveal true appreciation 
of the charm and beauty of nature. They were 
written by Harriet Batchelder, wife of Secre- 
tary Harry F. Batchelder, of the Bergen Ma- 
terialmen’s Club, Dumont, N. J., for the litera- 
ture and drama department of the local 
Woman’s Club. 

NATURE GRIEVES 
Summer lingering, loath to go, 
Sings her swan song, soft and low, 
Nature bids her fond farewell, 
Brightly painting hill and dell. 


Maples, red and gold, she blends, 
Yellow to a white birch lends, 
Scatter shining golden rod 

Over every dying sod. 


Gold she tints the elms below 
*Gainst the mountains purpled glow, 
Crimson spills where tall oaks stand, 
Frost green ferns fall from her hand. 


Azure lakes she tucks away 
Under low hung mists of gray; 
Summer’s o’er, and as she leaves, 
Decked in color, nature grieves. 


Send Your 
Orders to 
CRATER 
LAKE 
Box & 







Men who place their orders with 
an eye to value give preference to 
this famous Klamath Ponderosa. 
It’s pine of superior quality plus 
expert manufacturing. Depend on 
Crater Lake Box & Lumber Com- 
pany for all your particular needs 
in 


SELECTS and COMMON, s4s, 
PATTERNS or ROUGH, 
SHOP and BOX 


Let us send you quotations or fill an 
order for you. Write today. 


Crater Lake Box & Lumber Co. 


Sprague River, Oregon 
HUNTINGTON TAYLOR, General Manager 





THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 


SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


FIR 


TIMBERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 























Idaho— 


Ponderosa— 


California White 
and Sugar Pine 


WHITE PINE 


Also 


Fir Wallboard $733" 2°, oducts 


William Schuette Company 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Feb. 21.—The lumber in- 
dustry of New England is in a fairly strong 
strategic position for entering upon an expan- 
sion program in the construction field. Stocks 
at most building material yards are well below 
the average at this season. Most dealers expect 
a small volume of new construction through the 
first half of the year. The position of the 
intercoastal distributors of fir and hemlock has 
swung back to normal as regards spot stocks 
at the terminals or on the distribution yards, 
for, while the retail dealers have been securing 
their supplies from these local stocks and have 
placed very few orders for mill shipment, the 
intercoastal offices have been bringing in few 
unsold lots by water, and pressure to market 
the heavy accumulations of last summer and 
early winter is not in evidence today. As to 
West Coast red cedar shingles, important 
changes are developing daily. Curtailed produc- 
tion has brought mill supplies into close bal- 
ance with demand. The lower grades are 
oversold. There are rumors that British Colum- 
bia import quota to July 1 will soon be filled. 
With the drop of 13% cents per hundred to 90 
cents in the rail rate, calling for delivery at 
the buyer’s yard, compared with a rate of 
approximately 70 cents by water to which must 
be added handling, wharfage and back haul 
trucking charges, I am reliably informed by 
both rail and water shippers that the move- 
ment of West Coast shingles to New England 
yards has shifted so definitely in recent months 
that fully 90 percent is now moving all-rail. 
Developments of the past two weeks are of 
real importance to the producers and distribu- 
tors of Eastern spruce. Provincial operators 
have obtained a reduction in the mean rate 
to the English market, to 80 shillings a stand- 
ard (1980 feet) and large “tramp” steamers 
are now offering space at 65 to 75 shillings. 
This brings a rate of $9 to $10 a thousand 
feet. English buyers are again negotiating 
with the larger Provincial mills. The way is 
thus cleared for a steady spruce price basis on 
this side of the line through 1938. 

WEST COAST FIR AND HEMLOCK—Yards 
are carrying light stocks and are securing 
their requirements from wholesale distribu- 
tion yards. At the latter, holdings have 
dropped back to normal, while receipts by 
water are at the low point of any period in 
recent years. To date in February two boats 
have landed a total of 1,125,000 feet, and this 
compares with the average in February in 
the previous eight years of 7,805,070 feet. For 
new business, most mills have dropped back 
to the $10.50 discount basis, and are holding 
firm. To dealers, round lots at the Boston 
terminals are available at a range of $9.50@ 
11, while the smaller lots at the distribution 
yards are quite uniformly held at the $5 dis- 
count from page 16 of the West Coast 
manual, 

EASTERN SPRUCE—Mill representatives 
and wholesale offices have booked very little 
business for early spring delivery. Prevail- 
ing price strength for Provincial spruce 
comes from two sources—an apparent reduc- 
tion of close to fifty percent in log output, 
followed last week by an official reduction 
of the Conference steamship rate to England. 
There are no local price changes. There have 
been freer sales of dry dressed boards, held 
today at $32@34 for the 4- and 5-inch, $35@ 
37 for 6- and 7-inch. Bundled furring is 
being held by larger standard mills at 
$31@32 for 2-inch, and $1 more for the wider. 
This stock is available at the smaller mills 
at $1@2 lower. 


LATH AND SHINGLES—There is little 
trade action in spruce lath at $4@4.25 for the 
1%-inch, and 25 to 50 cents higher for the 
wider. For eastern white cedar shingles de- 
mand is light, and offerings are not excessive 
at $4.35@$4.50 for extras; $4 for clears; $3.50 
for 2nd clears, and $3@3.10 for clear walls. 
For West Coast red cedars, the yards have 
turned definitely to all-rail shipments. Cur- 
tailment of production has brought better 
market balance, and the price list is $10@15 


cents higher, on all grades. Delivered at New 
England points by rail, the 18-inch Perfec- 
tions have moved up 10 cents to $4.67 per 
square for No. 1, and $3.92 for No. 2. For 
the 16-inch XXXXX No. 1 today’s delivered 
price is $4.15; No. 2, $3.55—up 15 cents; No. 3, 
$3. The lower grades of 16-inch are all 
heavily oversold, and, as the quota of British 
Columbia shingles for Jan. 1 to July 1 will 
soon be exhausted, the outlook for the Wash- 
ington product is materially improved. 


EASTERN HARDWOODS—Operations at 
the Pennsylvania, Adirondack, Vermont and 
Canadian mills have been sharply curtailed 
in an effort to balance production with cur- 
rent demand from the woodworkers and fur- 
niture plants, which is far below normal 
spring volume. Prices show a wide range. 
The bright spot in the market is the resump- 
tion of buying of thick maple by the heel 
shops. They had carried over heavy sup- 
plies from last season. Then came the change 
in January to wider heels which called for 
9/4 maple. The short, cross-cut lots of this 





Colonial Manor "Triplex" 
New Custom-Built Home 


Yonkers, N. Y., Feb. 7—Housing Equities 
Corp., New York City, in its development, the 
Colonial Manor community, in the midst of 
Colonial Heights, a private estate since 1784, 
has erected a number of homes in authentic 
American Colonial and modernized Georgian 
styles. 

These custom-built homes, under the super- 
vision of Arthur J. Henchey, who has long been 
known as “Builder for the Four Hundred,” are 
provided with the latest type of heating and air 
conditioning equipment and insulation and are 
finished and equipped with the luxury “touches” 





Custom-Built “Triplex House of Georgian 
Colonial Style 


possible at their selling prices of $18,500, $19,- 
500 and up. 

Miss E. M. deBoo, lumber manufacturers’ 
agent, 535 Fifth Ave., New York City, writes 
the AMERICAN LUMBERMAN that in her opinion 
the builders “are doing a rather unusually good 
and interesting job of real home construction... 
I understand they are considering the construc- 
tion of another group in New Jersey.” 

In describing the “Triplex” house, 
deBoo said: 

“While strictly Georgian Colonial in archi- 
tecture, the novel room arrangement and 
triple elevation levels have resulted in coin- 
ing the word ‘Triplex,’ new to the vocabulary 
of the building industry. The ground floor 
level contains the living room, dining room, 
breakfast room, kitchen and to the left of the 
entrance foyer, the maid’s room, guest lava- 
tory and bath. On the second level is a self- 
contained suite which may be used as a mas- 
ter bedroom and bath or as a separate guest 
apartment, permitting complete isolation 
from the rest of the house. The third, or 
second normal floor level has two bedrooms 
and one bath and a hall dormer which may 
be utilized as a sewing or writing nook. 
There is a two-car built-in garage and a 
finished playroom in the basement.” 


Miss 
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size are being held by the maple mills at 
$90 delivered at most New England points, 
with the 8/4 of the same grade—90 percent 
usable for heels—selling freely at $85, which 
is a clear price gain of $3@5 over December 
prices. Full length 2-inch plank are quite 
firm at $75. 

PINE BOXBOARDS — There are liberal 
offerings of inch round edge at prices rang- 
ing from $13@16 f. o. b. the mill yard. Sales 
are in small volume. The supply of inch 
square edge of the box grades is normal, de- 
mand is steady, and the price range is from 
$32@34 for the No. 3, 6- to 9-inch, and 
$24@30 for the 6- to 10-inch No. 4 common, 


J. Edward Downes, of the Downes Lumber 
Co., prominent retail dealer at Boston, with 
his wife and daughter are spending February 
at one of the resort hotels at Palm Beach, Fla. 

F. Howard Hinckley, of John Hinckley & 
Son, Yarmouthport, Mass., and second vice 
president of Northeastern Retail Lumbermen’s 
Association, celebrated his fifty-fourth birthday 
on Thursday, Jan. 27, while attending the New 
York convention at the Hotel Pennsylvania. 


By reason of the protracted illness of Harry 
E. Pearsall, vice president of Guernsey-West- 
brook Co., of Hartford, Conn., the branch office 
in Mr. Pearsall’s home city of Newton Center, 
Mass., has been closed. The company will be 
represented in the Boston area by James A, 
Pray, whose headquarters will be at 988 Me- 
morial Drive, Cambridge, telephone Trow- 
bridge 9044. Mr. Pearsall has not been able 
to leave his home since returning from a 
sojourn in Bermuda six weeks ago. 


C. H. Grinnell, sales manager Seaboard Lum- 
ber Sales Co., of Vancouver, B. C., visited the 
fir and hemlock buyers at Boston several days 
last week, leaving for home on Saturday. 

Richard Cook, Cook Lumber Co., retail deal- 
ers, Nashua, N. H., arrived at one of the shore 
resorts in Florida on Feb. 16 to devote several 
weeks to rest and golf. 


NEW YORK, N. Y. 


Large housing projects are coming to the 
surface almost daily, and a number of these ap- 
pear to be backed by private capital and are 
well financed, partially or wholly independent 
of Federal assistance or guaranties. Several of 
this type are found in the boroughs of Richmond 
and Queens, and in Westchester County, as well 
as the residential sections of upper Long Island, 
where dealers report much activity developing 
in the line of private home construction of the 
better type. Statistics broadcast this week 
by the Engineering-News-Record lists a 
number of near-by residential projects that 
run into many millions, including one at 
Springfield, Pa., to cost $4,000,000, and at 
several New Jersey and Connecticut points 
involving $800,000 to $1,000,000 each. Deal- 
ers here feel that the housing problem has 
been publicised so thoroughly by lumber 
groups, the banks and the Federal Housing 
drive that the public is becoming quite hous- 
ing minded, and will be heard from in in- 
creasing numbers through the year. 

“Our prices are lower than they were one 
year ago,” said a prominent dealer, “and we 
are buying most varieties of lumber at lower 
prices delivered on our yards. That is in 
exact reverse to the steadily mounting costs 
we were facing a year ago. These favorable 
prices will continue, and building should be 
encouraged if production at the mills and 
transportation to the consuming markets is 
not again halted by labor disputes and crip- 
pling strikes.” 

Excessive stocks assembled .at the ter- 
minals and distribution yards handling West 
Coast fir and hemlock, in the period from 
May to November following the marine 
strike, have been moved at sharp price con- 
cessions, and, as current receipts and un- 
sold lots afloat are very low, the price level 
to dealers has been stabilized at the $9.50 
to $10 discount from page 16 of the West 
Coast list in truck lots at the terminals, 
and $5@5.50 at the wholesale yards. A sur- 
vey of current opinion of 150 salesmen Op- 
erating in Atlantic Coast markets, made to 
the West Coast Lumbermen’s Association and 
just made public, indicates a drop in market 
requirements for fir and hemlock in the first 
quarter of 1938 of approximately 31 percent 
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when compared with the same period one 
year ago. 

The New York group of intercoastal lum- 
ber distributors will hold a luncheon meet- 
ing on Wednesday of this week at the Na- 
tional Republican Club, when the directors 
and a special committee on terms of sale 
will consider a number of important recom- 
mendations. Secretary Titus has arranged 
for a series of Friday evening meetings at 
7:45 at the rooms of NYLTA Club in the 
Grand Central Terminal, at which employees 
of the local yards will receive instructions 
from a competent -inspector of the West 
Coast Lumbermen’s Association in the proper 
grading of fir and hemlock. 

The spruce offices here report a satisfac- 
tory volume of new orders for eastern spruce 
in carlots, but have thus far booked little 
if any business for water shipment here from 
the Provinces. There have been no changes 
in the price lists. Idaho pine is slow, but 
firm in price. Southern pine flooring is gain- 
ing in sales volume but prices are disap- 
pointing, as are those of oak flooring. East- 
ern maple and birch are little called for, 
though thick maple for wood heels is more 
active and firmer in price at $95@100 for 
the 9/4 at the Brooklyn and Philadelphia 
shops, and $10 lower for the 8/4. Mahogany 
shows more activity, with f.o.b. prices for 
FAS African at $155, and for Mexican at $180. 

With the new rules for grading eastern 
spruce, developed during the past year by 
the Northeastern Lumber Manufacturers’ As- 
sociation, formally adopted by the Canadian 
Lumbermen’s Association at Montreal on Feb. 
2, few details remain to be attended to be- 
fore the association will have the rules in 
printed form for distribution. 

A visitor in the market during the week 
of Feb. 7-12 was Charles E. Miller, sales 
manager ‘of the Youngs Bay Lumber Co., of 
Warrenton, Ore. 

The latést word from the sickroom of Otis 
N. Shepard, manager of the local office of 
Shepard & Morse Lumber Co., who has been 
confined to his bed three months, indicates 
that, while he is on the mend, it will be four 
to six months before he will be able to take 
up his regular duties. 


Buffalo, N. Y. 


The lumber trade has been rather quiet 
lately, as compared with the activity of a 
year ago, though the weather has been open 
all this month, The lack of the usual amount 
of industrial activity, and the increase in 
unemployment in consequence, have had a 
disturbing effect. Lumber prices have not 
shown much change recently. 


HARDWOOD demand is reported to be 
considerably under normal for this time of 
year. Woodworking plants are in many 
cases on a much reduced basis, so that the 
buying is limited to immediate needs. Stocks 
held by consuming plants are not large, and 
some early replenishment is looked for. 


WESTERN PINES—Demand has not shown 
much increase, as needs of both industrial 
concerns and retailers are less than usual. 
No large amcunt of home construction in this 
section is in sight as yet, but there is evi- 
dence of a growing interest in the remodel- 
ing of dwellings. Prices are steadier than 
they were a short time ago. 


NORTHERN PINE—Retailers are not add- 
ing largely to their stocks. Industrial pur- 
chases are on a smaller scale than sometimes 
at this season. With no heavy stocks at the 
mills, lumber prices are holding about steady. 


Norfolk, Va. 


NORTH CAROLINA PINE trade has been 
very quiet, although there have been occa- 
sions when a slight betterment seemed to 
presage a much better business. Throughout 
the South, contractors and builders, as well 
as retail yards, are figuring on a lot of pro- 
posed construction work. In prices there 
have been no further declines, and none are 
expected, for the very good reason that many 
mills have been closed and others will shut 
down very shortly. There has been a fair 
demand for better grades, and some widths 
are very scarce. Some large mills with kilns 
are drying green rough boards from small 
mills, and working these into stock for mixed 
car orders. Prices of good rough lumber, as 
well as dressed, including flooring, ceiling 
etc. are firm, but quotations on roofers and 
dressed boards are very low. Yards can buy 
dressed stock much cheaper than rough, even 
though they get some “pickings” out of small 
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mill lumber that is shipped log run, so there 
is not much call for rough boxboards. The 
demand for air dried roofers has been light, 
but there has been no further change in . 
prices. The 6-, 8- and 10-inch air dried 
roofers are quoted $12.50 f. o. b. cars Georgia 
Main Line rate, and $9.50 for 4-inch. Yards 
have been buying a little more rough fram- 
ing, but are trying for still lower prices. For 
water shipment, framing is in very small de- 
mand, rough or dressed, though yards in the 
North and East are figuring on a lot of new 
work, 





Hymeneal 


DUTCHER-PBARSALL — Mr. and Mrs. 
Harry E. Pearsall of the Chestnut Hill sec- 
tion of Newton, Mass., have announced the 
engagement of their daughter, Patricia Pear- 
sall, to Darrow Arthur Dutcher of Rochester, 
N. Y. Miss Pearsall attended the Beaver 
Country Day and the May Schools, and was 
graduated from Smith College in 1935. Mr. 
Dutcher was graduated from Dartmouth Col- 
lege in 1933, and from Harvard Law School 
in 1936. The prospective bride’s father who 
has been critically ill fully a year, is vice 
president of the Guernsey-Westbrook Co. of 
Hartford, Conn. 


CAUSEY - HAMMERSCHMIDT — Miss Zeta 
June Hammerschmidt, daughter of A. P. 
Hammerschmidt, president of the Hammer- 
schmidt Lumber Co., Harrison, Ark., was re- 
cently married to Fred Elmore Causey. The 
couple will make their home in Harrison. 


ROWSEY-MOSS—Miss Louise Moss, daugh- 
ter of Mr. and Mrs. Herbert Moss, Rochelle, 
La., was married Feb. 5 to Gentry Lewis 
Rowsey at the All Saints Episcopal church, 
Austin, Tex. The bride’s father is sales mana- 
ger of the Fremont Lumber Co., Rochelle, La. 





New Arkansas Mill Starts Soon 


Kansas City, Mo., Feb. 21—C. F. Mc- 
Knight, president of the McKnight Lumber 
Co., has announced that the new mill of the 
Burnett-Wyss Lumber Co., at Ola, Ark., will 
soon be in production with sufficient stocks 
to handle a large volume of yard business. 
The Burnett-Wyss Lumber Co., in which the 
McKnight Lumber Co. has an interest, has 
been operating a number of years at Russell- 
ville, Ark. 





CLARK BAND MILLS 


— 


42” Mill 


5 Foot No. 1 Mill with Saw 30’-9” Long 
5 Foot No. 2 Mill with Saw 32’-3” Long 
Saws are 10” wide 16 Gauge 


Will Handle Logs Up To 48” Dia. 


42” Mill with Saw 23’-11” Long 


Saws are 8” wide 17 Gauge 


Will Handle Logs Up To 40” Dia. 


SAWMILL DIVISION 


CLARK BROS. CO. 
OLEAN, N.Y., U.S. A. 
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R. H. No. 2—5 Ft. Mill 
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Newsy Notes of Persons and Places 


and OFFICE 








John F. Barr, president Barr-Thomas Lum- 
ber Co. (Inc.), Fairmont, W. Va., was elected 
president of the Fairmont Business Men’s As- 
sociation, Feb. 1. 


Moses Apple, president of the South Park 
Lumber Co. in St. Joseph, Mo., was recently 
taken to his home from the St. Joseph hospital 
where he had been seriously ill. 


J. Edward Hackstaff, president of the Uni- 
versity Park Lumber Co., Denver, Colo., was 
injured recently when his automobile over- 
turned following a collision. 


C. Stanley French, retail lumberman of At- 
lantic City, N. J. and Mrs. French have been 
guests of his brother and _ sister-in-law, Capt. 
and Mrs. R. M. French, Coral Gables, Fla. 


Ben F. Jensen, manager of the Green Bay 
Lumber Co. branch yard in Exira, Ia., has 
announced his candidacy for the Republican 
nomination as congressman in the Seventh Dis- 
trict. 


Frank B. Fowler, president of the Indiana 
Lumbermen’s Mutual Insurance Co., Mrs. 
Fowler and their daughter, Barbara, sailed Feb. 
18 from New York City for a two-months’ 
stay in Italy. 


Fred C. Gardner, secretary-treasurer E. C. 
Atkins & Co., saw manufacturers of Indianapo- 
lis, has been elected president of the Columbia 
Club. He has been a member of the club for 
many years, and previously served as treasurer. 


Cliff Melander, secretary of the Southwestern 
Woodwork Association in Kansas City, Mo., 
for the past several years, has resigned his 
position. He plans to leave Kansas City 
March 1 and enter the real estate and building 
business near New York City. 


Guy Martin, head of the lumber company in 
Denver, Colo., carrying his name, and Mrs. 
Martin, have returned from a Florida vacation. 
He did considerable fishing as testified to by 
the fact that one day his party caught 105 
and seventy-seven on another. 


F. T. Fehrenkamp, of F. T. Fehrenkamp & 
Sons, well known retail lumber dealers of Moul- 
ton, Tex., recently has been elected mayor of 
his town. Just another example of the interest 
the average retail lumber dealer takes in the 
welfare of his community. 


Chester F. Sturgis, lumberman of Arkadel- 
phia, Ark., was elected a member of the board 
of directors of the Arkansas Power & Light 
Co. on Feb. 3 in Little Rock. With his brother, 
W. P. Sturgis, he owns and operates the Stur- 
gis Bros. lumber plant at Manning, Ark. 


Tom P. Wier, vice president of the Wier 
Long Leaf Lumber Co., one of the most popu- 
lar lumbermen of Houston, Tex., recently was 
elected as a member of the board of directors 
of the Houston Chamber of Commerce and was 
appointed chairman of the manufacturers’ com- 
mittee. 


Plans are under way to move general offices 
of the T. J. Stewart Lumber Co. from Okla- 
homa City to Shawnee, Okla., it is announced. 
William Stewart, general manager, was elected 
president of the Southwestern Lumbermen’s As- 
sociation at the meeting in Kansas City, Mo., 
Jan. 26-28. 


Management of the Central Reserve Lumber 
Co., Kansas City, Mo., has been given to Earl 
N. Boutell, who in the past has been associated 
with the Dierks Lumber & Coal Co. and pre- 
vious to that connection with the Dickason- 
Goodman Lumber Co., when the latter was in 
Kansas City. 


Believed to be one of the oldest active busi- 


nessmen in Texas, Willard Burton, 88, head of 
Burton-Lingo Co., with headquarters in Ft. 
Worth, inspected the yard at Odessa recently. 
The company’s unit in Odessa was established 
in about 1900, and is one of the oldest businesses 
in the section. 


Herman O. Schumacher, president Monroe 
Street Lumber Co., Spokane, Wash., attended 
the conference of small businessmen in Wash- 
ington, D. C. He was on the sub-committee 
on trade practices, and stated that the recom- 
mendations showed that the problems of all 
persons in business are the same. 


A. Floyd Scott has been appointed Johns- 
Manville housing guild co-ordinator for the 
Longview, Wash., retail yard of the Long-Bell 
Lumber Co., according to C. B. Sweet, yard 
manager. Mr. Scott is a past commander of 
the Longview American Legion post, and a 
former city councilman of Longview. 


Lardon & Hodge, who now operate a saw- 
mill at Crabtree, Ore., will establish a new 
30,000-foot capacity mill at Albany, Ore., for 
which complete new equipment will be pur- 
chased. The plant at Crabtree will be sold as 
it stands, according to Paul Lardon and 
Charles Hodge, owners, who have operated 
the latter mill for four years. 


New and slightly larger offices are now hous- 
ing the Red Cedar Shingle Bureau at 5508 
White Building, Seattle, Wash. Private offices 
formerly separated by a corridor are now 
grouped with the general office and a stock room 
in one suite. W. W. Woodbridge, secretary- 
manager of the bureau, is in Washington, D. C., 
working in behalf of the shingle industry. 


Corydon Wagner, vice president and treas- 
urer St. Paul & Tacoma Lumber Co. who re- 
cently returned from a trip through Germany, 
and Axel Oxholm, managing director of Pacific 
Forest Industries who made a trip to South 
America and the Mediterranean countries, ad- 
dressed the Presidents’ Council of Tacoma 
(Wash.) women’s organizations recently. 


Commenting on the outlook, J. F. Wiggin- 
ton, president Florida Louisiana Red Cypress 
Co., Jacksonville, Fla., expressed the opinion 
that there will be a slow but steady improve- 
ment, followed by an increasing volume by the 
middle of the year. He said, “We look for a 
very heavy demand the latter part of the year 
when the Federal housing financing plan is 
developed to the fullest extent.” 


C. Leary & Co., of London, England, long 
established and well known to many lumber 
concerns in the United States, recently have 
announced that they have taken into partner- 
ship W. H. Spence, S. W. Kedge, H. W. 
Churchill and CG. R. A. Potter, all of whom 
have held responsible positions in the business 
for a considerable time. The firm of C. Leary 
& Co. was established in 1841. 


Julius Heller of Vienna, Austria, has spent 
some time in Ellicottville, N. Y., observing 
the operation of sawmills and log handling 
methods. He is a member of a ranking family 
in Austria, and a personal friend of Adolph 
Hitler, Benito Mussolini and other European 
heads. Ellicottville is one of the world’s largest 
manufacturing centers of last blocks for shoes, 
and also is a manufacturing point for rough- 
turned bowling pins. 


John W. McClure, secretary National Hard- 
wood Lumber Association, recently has been 
greeting his visitors with an even more expan- 
sive smile than usual. The reason—he has be- 


come grandfather to John W. McClure III. 
This most recent addition to this well known 
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lumber family was born to Mr. and Mrs. John 
W. McClure II at Garden City, La., where the 
father is sales manager for May Bros. 


Announcement has been made by Burdett 
Green, secretary-manager of the American Wal- 
nut Manufacturers Association, that Bernard C, 
Jakway who for several years has directed the 
organization’s merchandising and trade exten- 
sion activities is now headquartered in New 
York City instead of in Chicago. Mr. Jakway 
will concentrate more of his time in the New 
England, New York and Pennsylvania areas 
than has been possible heretofore. 


A retail lumber dealer who has been promi- 
nently identified for a number of years with 
civic enterprises is Ray A. Coale, president and 
general manager, Coale Lumber Co., Beaumont, 
Tex. Mr. Coale has been a member of the city 
council of Beaumont for eight years, for the 
past four years has served as city commissioner 
and a member of the Beaumont port commis- 
sion. Now, in response to requests from many 
of the citizens, he has announced himself a can- 
didate for mayor. Mr. Coale, a native of Beau- 
mont, served in the United States Marine Corps 
during the World War and has been in the lum- 
ber business in Beaumont since 1927. 


COMINGS & GOINGS 


LeBANon, On10-——Orville Hullinger, formerly 
bookkeeper of the Osborn Lumber Co. at 
Osborn, is now manager of the Lebanon Lum- 
ber Co. He was in his former position eight 
years. 

Vivian, La.—The late Charles C. Patterson 
has been succeeded by John Lindsey as man- 
ager of the Vivian Lumber Co. 


LEVELLAND, TEX.—L. G. West, for the past 
six years manager of the Higginbotham-Bart- 
lett Co. in this city, has been named manager 
of the office at Lubbock. Mr. West is followed 
here by J. C. Peeler, manager of the company’s 
— at Matador. Henry Ford succeeds Mr. 

eeler. 


Pitor Point, Tex.—J, L. Jennings, manager 





‘of the Foxworth-Galbraith Lumber Co. of 


Krum, has been transferred to Pilot Point, 
succeeding F. O. Byrd. 


East Lynne, Mo.—Francis Ellis of Russell, 
Kan., has assumed the managership of the 
R. J. Hurley Lumber Co., here, succeeding 
C. C. VanNoy, who was transferred to Harri- 
sonville. 

ANADARKO, OKLA.—Fred Adkins, manager of 
the Antrim Lumber Co. at Sentinel, Okla., for 
eleven years, has been placed in a similar posi- 
tion by the company here. 


Metiotr, Inp.—Earl Haines of Covington, 
Ind., has succeeded Ed Keeling as manager of 
the Mellott Lumber Co. 


New York City—Thomas McMurray has 
been appointed manager of the new Grand Cen- 
tral zone yard just opened by the Dykes Lum: 
ber Co. at 731 First Avenue. 


Epon, Outo—Paul J. Saylor has become 
manager of the Edon Lumber Co., replacing 
F. J. Alspaugh. 


McComs, Miss.—The McComb Lumber & 
Coal Co. and the Citizens Lumber Co. have 
employed Jack A. Carbett as contact man and 
collector. 

Marenco, Iowa.—L. E. Johns of Iowa Falls, 
Ia., has assumed management of the George W. 
Cable retail lumber yard here, succeeding N. S. 
Mercer, who was with the company nearly 
twenty-three years. Mr. Johns has been con- 
nected with the building material business for 
the past eighteen years. 

Cuapron, Nesr.—W. J. Spear became man- 
ager of Reitz & Crites (Inc.) on Feb. 1. For 
the past fourteen years, Mr. Spear has been 
manager of the Crawford (Nebr.) Lumber Co. 

AMaRILLO, TEx.—S. P. Munson has been ap- 
pointed manager of the Brazelton Lumber 
branch in Amarillo. He states that the local 
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yard will stress FHA loans for home builders 
during the coming year. 


Stockton, Mo.—John Keep has resigned as 
manager of the Sac River Lumber Co., and 
plans to go to California. He has been replaced 
by J. H. Crouch. 


Los ANGELES, CALIF.—H. A. Todd has suc- 
ceeded Owen S. Dalton as manager of R. W. 
Dalton & Co. 


INGLESIDE, TEX.—M. W. Blake, of Houston, 
has been appointed manager of the branch yard 
of the John F. Grant Lumber Co., which has 
re-opened its local unit. 


Resepa, Catir.—G. E. Nelson has resigned 
the managership of the Patten-Blinn Lumber 
Co. branch yard here after filling it for twelve 
years. E. G. Whittker has been named man- 
ager of the lumber yard to succeed Mr. Nelson. 


COMPANY LEADERS 


New PHILADELPHIA, OH10—The officers and 
directors of the Union Lumber Co. have been 
re-elected as follows: 

President, §S. J. Reeves; vice president, 
w. A. Korns; secretary, A. J. Krantz; treas- 
urer and manager, C. H. Singhaus; directors, 
Cc. F. Baker, David Phillips, R. H. McCreary 
and the four officers. 


Winona, Minn.—At the annual stockhold- 
ers meeting of the Botsford Lumber Co., officers 
were elected as follows: 

President and manager, G. F. Streater; vice 
president and treasurer, J. D. McMartin; sec- 
retary, W. L. Baldwin; assistant treasurer 
and assistant secretary, L. A. Geise. 





DatLtas City, Itt.—The officers of the Pio- 
neer Lumber Co. were re-elected as follows re- 
cently : 

President, A. H. Black; vice president, A. D. 
Storms; treasurer, Harry E. Conwell; secre- 
tary, C. J. Schramm. 


PortsMouTH, OnI0O—R. B. Lukemire has 
been re-elected president and treasurer of the 
H. Leet Lumber Co. Miss Constance Leet and 
H. L. Small are vice presidents; C. M. Hartley, 
secretary, and Miss Catherine McCaffrey is 
assistant treasurer. The officers with Mrs. 
Lukemire and W. W. Dorman form the board 
of directors. 


Port CLinton, Oun10—The stockholders of 
the Port Clinton Lumber & Coal Co. re-elected 
the following directors recently: Dr. W. H. 
Lausten, O. A. True, Arthur Libben, Henry 
Libben, Mrs. Grace Shepherd and Mrs. Ade- 
laide Brokate. Dr. Lausten is president; Mr. 
True, vice president, and Fred Wettlaufer, sec- 
retary-treasurer and manager. 


CoLumsus, On10—At the annual meeting of 
the directors and stockholders of the Grand- 
view Lumber Co., officers were re-named as 
follows: 

President, A. W. Dorbert; vice president 
and general manager, J. C. McNally, and 
secretary-treasurer, P. B. Kemmerer. 


FAIRFIELD, ILt.—Stockholders of the South- 
ern Illinois Lumber Co. have elected the fol- 
lowing officers for the coming year: 

President, Charles Racster; vice president, 
J. V. Heidinger; treasurer, D. L. Garrison; 
secretary and manager, Fuhrer Dickey. 


Rock Istanp, Itt.—John H. Hauberg of this 
City was re-elected president Rock Island Lum- 
ber Co. by the directors recently. The other 
officers and directors are: 

Vice president, Walter S. Rosenberry, IJr.; 
secretary, Charles C. Cook; treasurer, Fred- 
erick Weyerhaeuser, Jr.; assistant secretary- 
treasurer, C. J. McGough. The directors are 
the officers and F. E, Weyerhaeuser. 


STRASBURG, OuI0—The Garber Lumber & 
Construction Co. held its annual stockholders 
meeting recently. The officials were re-elected 
as follows: 

President and treasurer, Ross Garber; vice 
president, C. W. Lash; secretary-manager, 


H. M. Taylor; directors, J. F. Stein, Al Kep- 
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linger, Harry Garver, J. P. "Miller and the 
above officers. 


SoutH Haven, Micu.—T. C. Tiedebohl was 
re-elected president and treasurer of the Michi- 
gan Shore Lumber & Supply Co., recently. F. 
G. Smith was retained as secretary, and C. O. 
Monroe and Mrs. Vina Hocker were kept as 
directors. 


Cepar Faris, lowa—The directors of the 
Townsend & Merrill Co. has as its president 
and treasurer for the ensuing year H. S. Gil- 
key. Other officers elected were: John Leavitt, 
vice president, and Brooks Baughman, secre- 
tary-manager. F. W. Clausing and Roger 
Leavitt and the officers are directors. 


VINELAND, N. J.—Eugene M. Kimball was 
re-elected president of the Kimball & Prince 
Lumber Co. for the twenty-third consecutive 
year at an annual stockholders’ meeting Feb. 7. 
His father, Myron J. Kimball, was one of the 
firm’s founders. Other officers re-elected were: 

Vice president—Lawrence M. Kimball. 

Secretary-manager—Carlton S. Hughes. 

Assistant secretary and sales manager—Al- 
lison G. Carney. 


CoLumBus, Onto.—T. A. Jones, an official 
of the Doddington Co., Columbus, Ohio, for 
many years, was named president of the reor- 
ganized company, known as Doddington Corp., 
at the annual meeting Jan. 24. He succeeds 
the late Elihu Doddington. At the same time, 
four new vice presidents were named and in- 
cluded managers of the firm’s four subsidiaries 
in the city. They include Harry Graham, East 
Side Lumber Co.; E. G. Clement, Clintonville 
Lumber Co.; J. Willis Slyh, West Side Lumber 
& Coal Co., and Edwin Thomas, West Side 
Planing Mill Co. Ralph Lucas was again named 
secretary-treasurer. W. G. Smith, Akron, op- 
erator of the Lyman-Hawkins Lumber Co., who 
was added to the Board of Directors, was named 
chairman of the board. 





Notes From the East 


BurFFato, N. Y., Feb. 21.—Mr. and Mrs. 
Michael Murphy of Ellicottville, N. Y., cele- 
brated their golden wedding anniversary Feb. 
14 with a dinner at Hotel Lincoln. Thirty 
members of the immediate family and guests 
were present. Mr. Murphy is head of M. 
Murphy & Son, which operates last block mills 
in Ellicottville and Natural Bridge, N. Y., 
and Eldred and Honesdale, Pa. The firm also 
manufactures rough-turned ten pins and rollers. 
Mr. Murphy is also interested in several other 
enterprises and is a director of the Citizens’ 
Bank of Springfield. He was formerly mayor 
of Ellicottville. 

Seth B. Abbott, retail lumberman of Ham- 
burg, N. Y., and his brother, Charles Abbott. 
are spending a vacation in Florida. 

Nelson S. Taylor, secretary of Taylor & 
Crate, Buffalo lumber wholesalers, is spending 
a fortnight at Tucson. Ariz. 


Ex-Mayor George J. Zimmerman, ‘whose 
term. of office expired Jan. 1, has returned to 









Cedar boat lumber. 








C. SCHREIBER LUMBER CO. 


I Cermak Road & Throop St.' 


Phone Canal 0262 


Lumber for Immediate Delivery 


Mahogany and Walnut, Kiln-Dried Hardwoods, Factory Pine, 
Pattern lumber, Cypress, Philippine Mahogany and White 


LET US HELP YOU SELL THE ABOVE ITEMS AT A PROFIT 


77 


the lumber business in Buffalo with the Zim- 
mermann Lumber Co. 

L. J. Lewis, president of Palburn (Inc.), 
Buffalo lumber wholesalers, leaves with his 
wife and daughter Feb. 24 for a voyage to the 
West Indies and Panama Canal. 


Recent visitors to Buffalo lumber offices in- 
cluded C. L. Hubble, sales manager. Big Lake 
Box Co., Klamath Falls, Ore., and C. L. Jim- 
erson, sales manager, Algoma Lumber Co., 
Algoma, Wash. 

Albert J. Phinney, president of the Iroquois 
Door Co., Buffalo, and his wife and daughter 
have been spending a vacation at Santa Monica, 
Calif., for several weeks. 

Oliver J. Veling of Dohn, Fischer & Co., 
and lately retired as president of the Northeast- 
ern Retail Lumber Dealers’ Association, gave 
a talk to the members of the Buffalo Lumber 
Exchange at the regular meeting Feb. 11. Over 
thirty members were present. He expressed 
the opinion that remodeling of dwellings would 
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Public Accountants 


332 S. MICHIGAN AVENUE 
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Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg. 228 N. La Salle St., Chicago 


Arating guide to the Contracting trade of 
Cook County and Cook County dealers 
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To Employees of 
LUMBER DEALERS 


This Free Trial Lesson, “‘How te 
Read Blue Prints.”” and a set of 
blue print plans—to show you 
this 34 year old School for Builders 
trains lumber yard employees to list material, 
estimate costs, etc. 

LEARN IN SPARE TIME AT HOME 

Men with this training are needed now to 
f handle expanding business in lumber yards. 
Lumber yard officials urge employees to get 
this training. For Free Trial Lesson address: 


CHICAGO TECHNICAL COLLEGE 
B-422 Tech Bidg., 118 E. 26th St., Chicago, Ill. 












HAVE SOLD MILLIONS OF FEET OF 
PONDEROSA PINE 


to Wholesale Trade in last few years: now 
seek good Mill connection to take care of 
increased volume. Exclusive Eastern repre- 
sentation, commission basis only. Box “L. 
90,’° care American Lumberman. 




















Chicago, Ill. 
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bring the lumbermen some good business this 
year, even if new home construction is not 
in large volume. 





Notes From Arkansas 


Vol Brashears, owner of the Vol Brashears 
Hardwood Co. of Berryville, whose hobby is 
raising rabbits and Jumbo bull frogs, recently 
received a letter from Shanghai, China, re- 
questing prices and a catalog on frogs. Mr. 
Brashears has shipped frogs for breeding pur- 
poses to all of the 48 States, besides the 
Dominion of Canada, London, England, and 
Paris, France. . 


Fred Wintker, superintendent of the National 
Cooperage & Woodenware Co., Clarendon, has 
a crew of sixty men employed full time at the 
mill, and says this has been the case for almost 
the entire past year. The mill is going at top 
speed and will not slow up unless the weather 
prevents obtaining necessary timber. 


Approximately fifty painters and paint deal- 
ers attended a dinner at El Dorado recently 
sponsored by the National Lead Co., manufac- 
turers of Dutch Boy products, at which W. L. 
Frazee and J. E. Kelley, company representa- 
tives, were principal speakers. Mr. Frazee gave 
painting demonstrations, showing painters the 
latest trend in exterior and interior decorating 
and painting. Local lumber companies co- 
operating with the National Lead Co. at the 
dinner were the Arkmo Lumber Co., the Su- 
perior Lumber Co. and Hanna & Co. 


A total of 65,632,289 board feet of lumber 
was cut from Arkansas’s forest lands during 
December, 1937, according to report released by 
the Arkansas Forestry Commission. Heaviest 
cutting of timber for lumber was in Arkansas 
county, where 4,000,000 board feet were cut. 
Calhoun county was second with 3,364,000 feet 
and Dallas county was third with 3,261,000 
feet. Railroad ties cut during December to- 
taled 112,543 and 19,661 cords of cord-wood, 
used mainly for pulp production and stave bolts, 
were also cut. 


Gilbert Stacy, general manager of the East 
Arkansas Builders Supply Co., Little Rock, and 
president of the Arkansas Association of Lum- 
ber Dealers, has been seriously ili at his home 
the past two yeeks. 


L. K. Pomeroy, of Monticello, president of 
the Ozark Badger Lumber Co., of Wilmar, and 
leader in the forestry and lumber industry of 
southeast Arkansas for the past. twelve years, 
has been appointed to the Board of Trustees of 
the Agricultural & Mechanical College, at Mon- 
ticello, by Gov. Bailey of Arkansas. 





Three Address California Meeting 


Eureka, Cauir., Feb. 19.—Wilson Compton, 
secretary-manager of the National Lumber 
Manufacturers’ Association; Charles French, 
director of information of the National Small 
Homes campaign, and Harry Uhl, secretary of 
the Timber Engineering Co., were speakers be- 
fore a large group of Humboldt County lum- 
bermen at Eureka Inn here recently. Follow- 
ing this meeting, Messrs. French and Uhl left 
for San Francisco, but Dr. Compton remained 
several days and during his stay delivered an 
aaeeting address before the Eureka Rotary 

ub. 


“No Cost" Loan System Aids Sales 


for Texas Lumber Firm 


Fr, Wortu, Tex., Feb. 21—An increase in 
sales for January over the corresponding month 
in 1937 in the Sloan Lumber Co. is attributed 
by A. B. Sammans, manager, to a “no cost” 
loan arrangement, whereby home repairs, re- 
modeling, and new building can be secured at 
no cost. 

“This plan permits repayment in small 
monthly installments on unsecured loans up to 
three years, and secured loans up to five years,” 
explained Mr. Sammans. “We have helped 
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scores of home’ owners to do improving which 
had been delayed because of the ‘red tape’ and 
high cost of securing a loan. Under our loan 
system cash lumber and building material prices 
can be had and a substantial saving realized.” 








New Kilns Double Drying 
Capacity at Arkansas Plant 


Forester, ArK., Feb. 21.—Through continu- 
ously buying timber holdings in Pike, Mont- 
gomery and Scott counties in Arkansas, the 
Caddo River Lumber Co. has secured extensive 
holdings which will give it a source of supply 
for many years to come. However, these at- 
tainments have shifted the center of the com- 
pany’s holdings away from the old plant at 
Glenwood and much 
nearer the new mill 
here. 

This made it advis- 
able to obtain larger 
kiln capacity at Fores- 
ter and to close down 
the old plant at Glen- 
wood. In an effort to 





T. W. ROSBOROUGH, 
President, 
Caddo River Lbr. Co. 





secure the desired addi- 
tional capacity, without 
the necessity of new 
buildings, platforms, 
sheds and tracks, it was 
decided to change the 
old kilns to the modern 
Moore cross-circulation 
system. 

During the past year the company has con- 
verted the seven old type kilns at Forester to 
five double track and two single track Moore 
cross-circulation kilns. It is interesting to know 
that by converting these kilns the plant has 
doubled its drying capacity, although still us- 
ing only the seven original buildings. 

The buildings themselves are of brick and 
concrete construction, with concrete slab roofs 
and with fast, reversible, cross-circulation fan 
systems located beneath the tracks. They are 
especially designed for charge operation with 
end piling and are equipped with metal ducts, 
partitions and ceiling baffles. 

The Caddo River Lumber Company was 
founded early in the year 1906 by T. W. Ros- 
borough, W. E. Cooper, Lee W. Wilson, and 
M. R. Smith. Present officers of this progres- 
sive firm'are: W. F. Ingham, chairman of the 
board; T. W. Rosborough, president; W. E. 
Cooper, vice-president; Hal Shaffer, secretary- 
treasurer. The plant is under the supervision 
of R. E. Dismukes, and Roy Douglas is the 
kiln operator. 











Loads of edge-to-edge stacked lumber entering 
the battery of modern Moore cross-circulation 


kilns of the Caddo River Lumber Co. 
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Three Generations in Company 


Dex Rio, Tex., Feb, 21—Three generations 
of the Earnest family are serving the Del Rio 
Lumber Co., and helping to make it a ‘success- 
full business enterprise. 

C. W. Earnest organized the concern in 1913, 
and his management has resulted in continued 
prosperity and growing business. In 1916, his 
son, W. A. Earnest, who had been in the lum- 
ber business in Sabinal for several years, moved 
to Del Rio and became a part of the firm. Two 
years ago, C. W. Earnest’s grandson, William 
Blackmon, joined the company. 





$2,000,000 Home Building Project 
Planned in Indiana City 


Fr. Wayne, Inp., Feb. 21.—Plans have been 
made for a $2,000,000 home building project in 
Ft. Wayne this year which will provide accom- 
modations for nearly a thousand families. The 
program, announced by George A. Poag, repre- 
sentative of the Realty Factors of America 
(Inc.) of New York, will be financed by private 
capital. The new residences will occupy a sub- 
division of from 75 to 100 acres. 





lowa Yards Report Good 
Business 


OsKAaLoosa, Iowa, Feb. 21.—Ralph Burnside 
of Portland, Ore., was here recently for the 
annual meeting of the Hawkeye Lumber Co., of 
which he is president. Other out of town di- 
rectors present were Z. H. Hutchison of St. 
Paul, Minn., and W. E. Downer, Muscatine, 
Iowa. Reports indicated that the company, 
which operates a line of yards across the south- 
ern half of Iowa, did a good business in 1937 
and is expecting a larger business in 1938. C. 
M. Porter, vice president and general mana- 
ger, expressed the opinion that increased con- 
struction will result from the new National 
Housing Act and the Hawkeye yards will be 
prepared to take care of the largely increased 
business. 





Prices Reduced by Central California 
Dealers to Stimulate Building 


Fresno, Cauir., Feb. 19.—Lumber prices in 
central California will be reduced about 10 per- 
cent along toward the end of February, it was 
said by Bernard B. Barber, secretary of the 
San Joaquin Valley Lumbermen’s Club, in an 
attempt to stimulate building activity under 
the Federal Housing Act. 





Chicago Lumberman Given High 
Award in Boy Scouts 


G. A. Vangsness, well known Chicago hard- 
wood wholesaler and secretary of the National 
Association of Hardwood Wholesalers, received 
the second highest award given by the Boy 
Scouts of America on Feb. 16, when he was 
presented the Silver Beaver in recognition of 
his work in the DuPage Area Council. Mr. 
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Vangsness has been in scouting for fourteen 
ears. 

. Walter A. Head, president of the national or- 
ganization of the Boy Scouts, was present at 
the meeting in Glen Ellyn, Ill., when the award 
was made. It is the highest honor conferred 
in a region, the top rank of Silver Buffalo be- 
ing presented only at national meetings. Chi- 
cago is in the region consisting of Illinois, In- 
diana, Wisconsin and Michigan. In addition to 
the Silver Beaver emblem, Mr. Vangsness was 
given a scroll containing information about the 
award signed by national Boy Scout leaders and 
President Roosevelt. 





Retailers Push Campaign for 
Grade Marked Lumber 
(Continued from Page 29) 
warp and result in unsightly plaster cracks and 


uneven walls. 


Sheathing. Insist on sheathing that will hold 
nails, remain tight and keep out wind and 
weather. 


Sub-flooring. Refuse sub-flooring that will 
shrink and open up, causing trouble with the 
finished floor. 


Flooring. Order hardwood flooring that has 
been carefully dried to the exact degree which 
will insure lasting satisfaction. 

Mr. Lingo says that when this cam- 
paign was first launched some of the deal- 
ers were not particularly interested in it, 
in fact some of the yards were not han- 
dling grade-marked lumber of any kind. 
He said that reports from local dealers 
indicated that during the months of Octo- 
ber, November and December, 1937, Dal- 
las dealers purchased grade-marked lum- 
ber to the amount of 6,500,000 feet. 
Wholesale salesmen report that sales of 
grade-marked lumber in Dallas have in- 
creased 25 to 75 percent. 

Only a few miles from Dallas are some 
sawmills which have been selling lumber 
direct to the contractors in Dallas, and 
trucking the material direct to the job 
sites. This business grew until it caused 
considerable worry to the local retailers, 
and as it of course was not possible to 
compete with these sources on price, it 
was decided to educate the public, through 
an advertising campaign, as to the advis- 
ability, indeed the necessity, for the use of 
better lumber, at least on FHA insured- 
mortgage jobs. The results have been 
gratifying to the local dealers, and the 
consensus is that sales of trucked-in lum- 
ber at the present time are so small as to 
be of very little consequence; and, filling 
out the picture of improved conditions, is 
the fact that as a result of the campaign 
better lumber is being used for building 
Dallas homes. 

Attention is called to the two signs ob- 
served in the accompanying photograph; 
one of which, erected by the developers 
who built the house, reads: “These homes 
are being constructed entirely with SPA 
kiln-dried, grade-marked lumber, assuring 
the purchaser of the best in construction,” 
followed by the SPA official grade-mark. 
Tying-in with the developers’ sign is an- 
other erected by the Lingo concern, read- 
ing: “Material by Lingo Lumber Co.,” 
followed by its slogan “There’s a Ma- 
terial Difference,” street address, and 
phone number. 
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There were thirty-eight States in the Union, 
Grover Cleveland was serving his first term as 
President, farmers could raise as much produce 
as they pleased, the Spanish-American War was 
nine years distant, women’s clothes weighed 
considerably more than half a pound, highways 
did not wear a fringe of gas stations, no one 
in his wildest delirium conceived the possibility 
of crossing from the Atlantic Coast to the 
Pacific Coast in less than eight hours by means 
of an air machine, a person’s sleep was not 
disturbed by radios nor speeding motor cars, 
the movie industry was unborn, and a strike 
by engineers and firemen on the Chicago, Bur- 
lington & Quincy Railroad at the Twenty-Sec- 
ond Street district in Chicago caused a tie-up 
of over 1,000 carloads of lumber during the 
first few days of its existence—when Frank F. 
Teal, superintendent of the AMERICAN LUMBER- 
MAN composing room, started his career fifty 
years ago this month as a printer on The Tim- 
berman, which consolidated with the North- 
western Lumberman in 1899 to form the AMER- 





ICAN LUMBERMAN. Mr. Teal’s biography is 
likewise a history of this publication and the 
lumber and building material industries. 

In a series of little black books, the printer 
has jotted down succinct notes about the busi- 
ness during the past half century. His first 
one records the fact that on Feb. 13, 1888, he 
received his first pay from The Timberman, 
$9.31 for part of a week’s work. He was glad 
to go to work steadily for he had married three 
months before. Mr. and Mrs. Teal observed 
their Golden Wedding anniversary last Nov. 24. 


SMALL STAFF PUT OUT PAPER 


In those early days of his association with 
the publication, it printed from 24 to 32 pages 
a week, but under the dynamic direction of 
J. E. Defebaugh, who founded it in 1886, the 
paper grew. by rapid strides. As Mr. Teal re- 
calls, The Timberman’s staff in its first years 
consisted of Mr. Defebaugh who wrote the edi- 
torials and much of the other matter, a market 
editor, a bookkeeper, one woman printer and 
himself. The office was in a building at LaSalle 
and Randolph Streets. In those days the maga- 
zine had a larger page size than at present, 
measuring approximately 10x15 inches. 

For several years after he started working 
for The Timberman, Mr. Teal recalls that all 
of the type in both the editorial matter and 
advertisements was hand set. It was an arduous 
task as can easily be imagined, and on Thurs- 
days when the forms went to press the light 
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usually burned in the composing room and 
offices until nearly dawn on Friday. Speaking 
of lights, there are still several kerosene lamps 
in a back room at the AMERICAN LUMBERMAN 
which were kept filled and ready for use when 
current used to fail in the embryonic stages of 
electricity. The lamps were often needed for 
the emergencies usually arose on Thursdays, it 
seemed, when every minute was important. Gas 
lights were the means of illumination when Mr. 
Teal became associated with printing. 

The stories in the AMERICAN LUMBERMAN 
today are generously illustrated with pictures, 
which in most cases are taken by staff repre- 
sentatives. Fifty years ago, the few illustra- 
tions sprinkled through the articles were wood- 
cuts, and most unlifelike in comparison with 
modern photographic halftones. 


FIFTY YEARS OF STEADY GROWTH 


“It has certainly been a half century of steady 
progress,” reflects Mr. Teal as he reviews his 
long association with the business. “The climb 





Frank F. Teal, printer 
with the AMERICAN 
LUMBERMAN =esand ° its 
predecessor, The Timber- 
man, for fifty years this 
month, is seen at work 
in the composing room 





has been gradual but constant during the years. 
It was a big job when we combined with the 
Northwestern Lumberman in 1899 to form the 
AMERICAN LUMBERMAN and moved into the 
Manhattan Building, but we never missed an 
issue during the confusion. In fact, in all of 
its long life, the paper has never failed to go 
to press on time!” 

Mr. Teal remembers the frequent visits to the 
office of such lumber figures as Frederick Wey- 
erhaeuser, Edward Hines, R. A. Long, F. R. 
Gilchrist, and dozens of others. 

During all of his fifty years on the paper, 
Mr. Teal has always shown that co-operative 
spirit that begets his fellow workers’ help, 
while giving freely of his own. The association 
has been mutually happy. A half century of 
service has been pleasantly performed with the 
prospect of many useful years ahead. 





Entertains 300 Employees 

Oconto, Wis., Feb. 21.— Approximately 
three hundred Holt Lumber Co. and Holt 
Hardwood Co. employees were guests of the 
firms at the annual banquet in February. Fol- 
lowing a dinner, guests were entertained with 
a well diversified program, with Donald R. 
Holt acting as master of ceremonies. W. A. 
Holt, president of the companies, revealed that 
the payroll had increased from $394,687 in 1936, 
to $543,031 in-1937, indicating a steady upward 
trend in business. 
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SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales price on 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made 
in the period Feb. 14-17, but, where prices for this period were not available, prices for 
the month to date have been inserted and starred (*): 








West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard No. 1 Shiplap and No. 1 Fencing, 10-20 No. 2 Shortleaf 
Lengths Boards, 10-20’ ee sVdees 42.75 43.40 Dimension 
1x3 rift— eye 42.37 41.70]1x6 ...... 42.75 42.91] 2x4 
B&btr Sht. 61.13 55.50fx5&10 ... 47.19 47.81 12 & 14... 19.17 17.05 
No. 2 . 35.00 *38.08fx12 ..... 59.90 62.56] No, 2 Fencing & CM |!6 .------- 18.85 17.48 
1x3 flat Surfaced Finish, Standard Lengths 2x6 
grain— 10-20’ epee ae 11.50 ....]12 & 14... 15.49 16.52 
—: 45.80 40.28ipepbetter a 14.56 15.38|16 .....--. 15.93 16.25 
41.33 37.00]lInch thick— 2x8 
No. 202.12 25:83 chien ee 55.00 51.00] No, 2 shiplap ana |12 & 14... 17.15 16.99 
1x4 rift— : eeeneete 55.10 51.00 Boards, Std. Lgth. |1° .------ 18.13 17.36 
camdenen 56. 51. 
B&btr Sht. 54.79 60.00j1x10 ..... 60.20 58.56 |Shortl’f— 3x10 
No. 1, Sht. 43.19 55.71hx5 ...... 60.41 56.40]ix8 ... 17.72 17.31 12 & 14... 19.86 19.06 
No. 2 ....%30.28 36.30h2 ....... 79.90 73.75]1x10 °°’ '° 17990 17°30 BG scocecs 19.63 19.31 
q eee 24.77 20.10)2x12 
— 5&6-4 thick— Longleat—, 12 & 14.:. 20.59 19.38 
* 
B&better.. 45.10 42.76 46 wns $9.50 63.33 meee Ye eae eae: 20.75 20.25 
No. 1 .... 40.59 38.18[;9° °°"*° 82°75 82:83 
mA. SD ives Se See 8 Oe ’ ; No. 3 Fencing, No. 3 Dimension, 
on Standard Lengths Random Length 
Ceiling, Standard — thick— Peer 9.67 10.00] shortleaf— 
Lengths 4 ........ 48.33 *47.00 ee 12.386 12.57}2x4 ...... 14.01 11.20 
meinen 4 ip epee 47.33 $46.15 1x6CM .. 11.97 12.41 
Herta ’ Y Long!l’f— 
B&better.. .... 35.00 <sai0' || $2.44 95583] No.3 Shiplap ana |SPoTtleaf & Long 
% x4— TD scehunn 67.25 *66.80 ~~ ere 12.47 12.16 
Bé&better.. 35.83 35.05 engt | Se 12.25 *12.29 
No. 1 .... 34.19 33.07 Reugh Dinkh pore: 13.28 13.13]2X10 ...-. 14.22 13.75 
10-20’ i—ae 13.17 14.00)2x12 ..... 15.74 *11.50 
Partition, Standara |B&better— 7 a ee 13.57 13.34 
Lengths Inch thick— Timbers, 20 & Under, 
% x4&6— 4 Pe eae ey cose ©4700 No. 2 Shortleaf No. 1 
Bé&better.. .... *45.38]/6 ........ *53.55 *47.00 Dimension 
aes roe £53.91 *47.50]2x4 jonetest— en 
1 .. 958.43 *53. —8X8.. 32. 
Drop Siding, Stand- |}>°°)° *"‘s7e75 ean oe 12 & 14... 23.62 23.211 5x10-10x10*39.00 
ard Lengths, 1x6” | - 2 5/4 —o , “| Shortleaf— 
thick— 12 & 14... 21.05 21.25) 3x4&4x4 .. 27.66 24.25 
No. 117— 4-8  . Seen eedaene ....... 21.21 22.50) 4x6&8x8.. 27.61 *22.60 
B&better.. 37.38 35.25l5@10°. |." : 73.00 *69.19|2x8 3&4x10 ... 30.27 *23.60 
No. 1 .... 36.29 36.17)}2 °° "> 87.00 *80.50]12 & 14... 22.53 22.83]5x10—-10x10*29.38 22.00 
No. 116— . ee 22.86 23.88) 3&4x12 .. 37.95 .... 
. Casing, Base & Jamb| 2x10 5x12-12x12*37.69 
B&better.. .... *42.95 10-20’ Oy etpecde 32.55 31.85 
No. 1 .... 44.04 *41.13 eee 33.03 *31.80 Plaster Lath 
B&better,  pbeteas: 33.00 32.00 
Assorted patterns— fix4 ...... 61.21 58.00)/2x12 x1 %6". 
Ba&better.. 44.50 41.25|1x6&8° |! : 64.00 59.60|12 & 14... 35.00 32.41)No. 1 .... 4.87 4.28 
No, 1 .... 39.75 39.25]1x5&@10 .. 68.50 63.2516 ....... 36.31 34.25|No. 2 ioce eee: ee 





CAROLINA PINE WESTERN PINES 


Following f. o. b. mill prices on actual 
Following are prices realized, Norfolk rate sales were reported to the estern Pine As- 
of freight on sales made during the week sociation by members during the period from 


ended Feb. 15: Feb. 7 to Feb. 12, inclusive. Averages include 
both direct and wholesale sales, and are 
Flooring based on specified items only. Quotations 
No. 1 No. 2 follow: 
Bé&btr. Com. Com. Ponderosa Pine 
2 eee $42.65 $39.85 $24.25 5/4x8 6/4x8 
Be seevisceessnenee 40.90 37.45 23.10 Ssiecrs, S2 or 4S— 1x8 & war. & wadr. 
ee isebe ceeuced $63.12 $71.25 bays = 
Ceiling J Sees 46.68 Sie ese 
SHop, S2S— No. 1 No. 2 
DG -2.cc00swannwes we $24.40 $22.05 $15.00 RE tals a pteret-eckee: hse ca) agenwel $37.90 $25.48 
ES cats a oh hes ak ce ek Wt 0 Shreya 41.38 27.95 
Finish, Dressed, B&btr. Commons, S2 or 4S— No. 2 er :. 
1x4 2... ss. see. $44.85 1x10 .......... $52.80 a: ee ee 
ROR : ae A : 
Divs gccwaneth 45.85 5/4x10 ........ 1.00 | TO © 8/8, WWHEs.....-.-0--02-eoeeves 14.68 
BE as:ause sean 46.65 5/4x12 ........ 69.85 Idaho White Pine 5-6/4 8 
Seiects, S2 or 4S— 1x8 & war. 
Beards, Dressed eo re $70.44 $90.42 
No. 1 No. 2 No. 3 SOUING CEPP Beds cc ccccinéces 56.17 75.00 
Com. Com. Com. Commons, S2 or 4S— 
aaa Sree $38.30 $19.35 Ser Coontat Stesping Gangerd 
8 Ripe a: 40.35 21.25 $14.60 P 1 No No. 3 
gg Besepercasvetss: 41.40 19.85 eeen te t.s eee $39-75 $32.15 $2 6.46 
Mit: Sbivheowseveres 42.90 20.45 16.80 | 1X12 «0. eee wee 69.17 43.77 26.3 
on a 46.85 21.50 apa proc ae Me Bo eee si7 ee 
BOSE - ec ews besSeceudss 58.40 26.50 aise Sugar Pine 
1x 5/4x8 6/4x8 
Boards, Air Dried or Roofer Grade, Seiects, S2 or 4S— &wdr. & war. & war. 
No. 2 Common Dressed B&btr. RL ....... $78.25 $79.95 $80.68 
a ae $18.35 1x10 .......... ies: eet fea te eheees 78.00 77.00 76.00 
Mt: «btved cates 19.70 BESS sévseviwns cide h eee ee * Ae “<r zee see Tee 
SED - chadsccs dus 17.70 SHop, S2S— No. 1 No. 2 No. 3 
| eer ae $47.45 $28.5 $24.00 
Shortlieaf Dimension No. 2 Common, Dressed OS SSS 1 ane ae i 29.01 15.75 
SFE: . -sheabawwties 55.68 32.38 24.00 
aN ee ere Mt Larch-Dougias Fir 
I aia he a lars oo a tinSne aie 18.80 31.9% | Dimension, No.3, B26 ° cc0. 2052. cece wee $20.02 
RR RE es o- 20.25 23.05 Dimension, No. 1, SIE abs ig: 4 >, 00m «cae 19.26 
DE acacduke vaséFeuehodereaes 20.55 24.10 Boards, No. 3, - Ss ag apeepppe aes: 21.00 





DT 06 ¢autevdetébabweleeceas 23.15 24.65 Flooring, vert. ™ SE a 34.25 
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THIS WEEK’S LUMBER PRICES 


NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b, 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Brown Ash— FAS Sel Com Com Com 


4/4 wccccees $60.00 $50.00 $40.00 $30.00 $21.00 
B/4  cccccces 65.00 55.00 43.00 32.00 22.00 
6/4 cece --- 70.00 60.00 50.00 36.00 22.00 
8/4 wcccceee 75.00 65.00 53.00 38.00 23.00 


No.1 No.2 No.3 
Basswood— FAS Sel Com Com Com 


4/4 wccccees $78.00 $68.00 $52.00 $30.00 $22.00 

B/4 wccccece 83.00 73.00 56.00 32.00 24.00 

6/4 ..06- eee 36.00 76.00 56.00 32.00 24.00 

8/4 wccceeee 93.00 83.00 66.00 34.00 24.00 
10/4 ..cceeee 103.00 93.00 73.00 46.00 ..., 
12/4 ..cccee -108.00 98.00 78.00 51.00 


3/4 ...seccre 70.00 60.00 41.00 25.00 


Key stock, 4/4, No. 1 and better, $78; or on 
grade, FAS, $88; No. 1, $68; 5/4, No. 1 and 
better, $83, or on grades, FAS, $93; No. 1, $73. 


No.1 No.2 — 


Hard Maple FAS Sel Com Com 

|. eae $73.00 $58.00 oe = $36. 00 sin 00 
BAe 78.00 63.00 53.00 38.00 19.00 
BEG sceeees - 83.00 68.00 B80 38. 00 19.00 
OS ee - 88.00 73.00 61.00 38.00 20.00 
ae 88.00 73.00 61.00 39.00 20.00 
, ae 98.00 83.00 66.00 40.00 .... 
eee 83.00 69.00 40.00 

BEES crcecvee 118.00 103.00 81.00 43.00 
ar 118.00 103.00 81.00 43.00 


0 a x ees 
ZESE cccccce cee Bane SELLOO sce. souk 
No.1Com No. 2 No. 3 


- Elm— FAS & Sel Com Com 
eccceee + $49.00 $39.00 $27.00 $20.00 
6/4 Saeco dahil 54.00 44, 29.00 21.00 
ee 54.00 44.00 29.00 21.00 
eT 47.00 32.00 21.00 
Ses = 60.00 50.00 34.00 ove 
BEGG. ccovcees Wee 55.00 39.00 cos 
No. 1 No. 2 No.3 
Rock Elm— FAS Com Com Com 
4/4 ......--$60.00 $38.00 $22.00 $19.00 
Sh csenbene ee 43.00 24.00 20.00 
Pe. Gnvcahee 70.00 48.00 24.00 20.00 
ae scade coe Tee 63.00 29.00 22.00 
BOVE @eceoces 85.00 73.00 41.00 own 
DOE Bicueees 95.00 83.00 46.00 27.00 
No.1 No.2 No.3 
Birch— Se Co m 
7 ae $80.00 $70.00 $51.00 $33.00 $21.00 
Be. wewes sind 76.00 56.00 37.00 21.00 
, ee --- 90.00 80.00 61.00 42.00 21.00 
aa - 96.00 86.00 69.00 45.00 22.00 
|, Pear --103.00 88.00 77.00 45.00 
oo, ESS ese 108.00 93.00 82.00 50.00 
area 156.00 146.00 122.00... 
|. eres 62.00 42.00 29.00 
Oe wéviencs 74.00 64.00 45.00 30.00 
No.1 No.2 No.3 
Soft Maple FA & Sel Co 
-hemkecssme dogs $65.00 $48.00 $31.00 $20.50 
| ee en 70.00 652.00 32.00 21.00 
ee 80.00 57.00 37.00 21.00 
RE po aeuler ees oe 85.00 62.00 37.00 22.00 





DOUGLAS FIR 


Seattle, Wash., Feb. 19.—Current quota- 
tions f. o. b. mill on Douglas fir items in 
mixed cars for rail shipments direct to the 
trade appear below: 


Vertical Grain Flooring 


B&Btr. Cc D 
Cre $39.00 $34.00 $22.00 
Flat Grain Flooring 
Me ot oe a ee $27.00 $24.00 ~ $17.00 
... ener le eccccccce 32.00 30.00 22.00 


Drop Siding 
1x6 Pat. No. 106....$31.00 $29.00 $22.00 


1x6 Pat. No. 116.... 31.00 30.00 22.00 
Ceiling 
NR clea cies eeeticst $26.00 $24.00 $16.00 
Me Ss hese ee 27.00 25.00 16.00 
Common Boards and Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ....$18.00 $18.50 $18.50 $21.00 
No. 2 .... 15.00 15.50 15.50 16.50 
Wo.:.3 ...:css. 2000 10.00 10.00 10.00 
No. 1 eee oo 
ee - $19. 00 $19. ‘00 $20. 50 $21. ‘0 sat " 
Sf) Er 
LB Bt 18. 00 is: 50 th 50 30; 30 0 
EE ok secretin 20.00 20.50 21.00 21.00 


BE, tvcevere + $0 21.50 22.50 22.50 22.50 
No. 1 Common Rough and/or Surfaced 





mbers 
4x10 planks 20 feet and shorter and 
‘4x12, By ere eet aE vie FE $11.54 
TSRES BW BO BO LOSE. . 5 occ ccc cwabasnes® 130 
BEES BS GO OO GORE... ccc cee eect res 17. 





Febru 


\ 


Seat 
cedar 
8 to l 


4-inch 
6-inch 
6-inch 


8 -incl 
10-incl 
12-incl 


is 3° 
1x10” 
1x12” 
1x14” 
1x16” 
1x18” 
1x20” 
1x22&2 


1x3” 
1x4” 
Disce 
Series 
Listi 
Listi 


ig: 
1 ” 
1 ” 





Mich 
sod 4 
orin 
Feb, 1! 


Hx2y, 













SE ete ee 
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WESTERN RED CEDAR 


Seattle, Wash., Feb. 19.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, are: 


Beveled Siding, %-inch 


Clear “ar “B” 
41nch .cvsecsevetess $26.00 vee 00 $20.00 
SSG: (<s0neceuedneh 30.00 25.00 23.00 
S-inch .cccccccveser 33.00 30.00 27.00 

Clear Bungalow Siding, %-inc 
S cinch 0ic2ce ae sede sees sensates tens eu $52.00 
SANGER 656040008 05s bathebenesoeerebeu 58.00 
TINON 10-0605 See eee <o Onn enkekaeeeaeas 68.00 
Fintsh, B&better, 82 or 48, 6-16’ 
S28 or S48 
or Rough 
x 8” apg ahere aaa Caiaiuaaralate a6 ite --$ 70.00 
1x10” C6CCeR-E Oe ECOREROOeECeeeReREG EEE 
SES” ..0:0'snse ci eetewe ee watlbeds hae waune 80.00 
SIG” c0ccevemeseues adlk bine ocala vajaiateried 92.00 
SeiG” occccecdseedecrerere Wits cacaranen 97.00 
a ovens parted eee 6 bees esehens ceetueee 102.00 


1x2 
1x2&23" PLIASELI IPOS MAPLE TREN 
Ceiling or Flooring, B&better, 4-16’ 


WE" *, codseaeeetan takin eVhateevRaecad $33.00 

Cee” ok ascension a Sc 38.00 

Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 

Listing under $4..... ob tiedgbitns aie wanda 55% 

LAstingy Ge Se ee 60inie 640 < vib bwaisins< 50% 

Clear Lattice, 5/16”, 4 to 16’ 
100 lin. = 
TH? ccccccse ope Neeeeees os eeSees eaueveds Se 





F.O.B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Feb, 14: 





Qrtd. Red Gum Plain Poplar 
FAS— Saps & Sel.— 
o ae 73.00 7) Re 35.50 
| ae 74.00 No. 2A Com— 
ea wee 1 BFE inks 21.25 
No. 1 & Sel.— $4.50 
Seon iw" oom 
Plain Red Gum Beach , 
tr FAS— 
a o3) | 4/6 ...... 30.00 
6/4 rit! Ae tebe 
Qrtd. Sap Gum No. 2 Com.— 
rae ss.ce@enis Ss Sa 10.00 
de 808 | Ney 2 omen” 
No ey ; ae 17.00 
repartee 26.00 
G/F occ 27.00 —— 
na Sap Gum No. 1 & Sel. — — 
ee 35.00 . foe 23.00 
No. 1 & Sel.— ‘on ——- 22.00 
S/4 ..... 8000 @EeS To Sees P 
1 eee 41.50 Cottonwood 
8/4 ...... 44.50 es 
wn: 3 Cotas... te ee ee 42.00 
eS mie. 00@ 14. 50 | No. 2 Com 
C/E ccs) UL EP ie eesea 23.00 
Tupelo Sycamore 
No. 1 Sel.— FAS— 
|: ae 17.50 re 40.50@52.00 
No. 2 Com. _ 4 eee 44, 
an. 12.50 Se ere ee 46.50 
Qrtd. White Oak Willow 
No. 1 & Sel.— No. 1 & Sel.— 
Se Pe ae Pe 28.50 @30.50 
Plain White Oak SAO) Shick 32.50 
7 Magnolia 
4/6 ecee 53.0056. 00 FA 
hear asada a ieee 49.50 
No. 1 & Sel.— No 1 & Sel.— 
“4 garaveiate SLOO 1-4/6 °2. 6k 34.50 
A .00 Pecan 
Plain Red Oak FA 
SS Sere 46.00 
Hy ht anole 45.00 @ 48.50 SEZ 40.00 
tf. Ba arate 55. 00@65. 00 Ree 50.00 
t/q 2 & Se No. 1 & Sel— 
+) 27. .00@30. 50 4 Soe 23.50 
No 9 oe 83. ee 24.00 
tf 2 Com.— a 25.00 
Pacareree 19.00 _ . eer 30.00 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 


dort. the following prices realized f. o. 

Penne mill basis, during the week ended 
x91 First Second Third 
st Ae ate: $79.84 $69.94 $50.22 








Amemcanfiimberman 
RED CEDAR SHINGLES 


Seattle, Wash., Feb. 19.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 





ee | 


eee meee wee ee eee eee esresreeesresese 


ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 





weights, obtained by rkansas Soft Pine 
mills during the week ended Feb. 19: 
Flooring 
Edge grain— 38-inch 4inch 
ee sete stew alee ied ween ele $61.00 $59.00 
BU bc du n1b0-o Se soa OSS ae 54.00 52.00 
No. 2 Sans seit eb ehe eeebes eve 32.00 31.00 
Flat grain— 
eeevettte Stee ata ee bok oR ee $46.00 $45.00 
eee GS Sack beh saws ee cea 41.00 40.00 
No: 3 CSS eM SRS oe Ee tok 25.00 25.00 
Ceiling & Partition 
‘ Better No. 
OO OS SR ey ee $36.00 $32.00 
WP EEUOUE, WEEE 00's.c 5 0 -0j0s.e's c0e oes 6.00 41.00 
Boston Partition, }4x4.......... 42.00 38.00 
Drop Siding, 1x6 
0. 117 No. 
ica db tenedeawade ee -$39.00 $46.00 
WE oon RUNS See Yeo oe wae ewes 35.00 41.00 
ReneS hes ROR ES, 26.00 28.00 
B&better 


Finish, manne tee 


10 
s/¢ «+ -$57.00 $65.00 $58.00 $59.00 $67. 00 $83. 00 
5/4 ... 65.00 74.00 68.00 68.00 78.00 92.0 


Casing & Base, eee | 


ee oes. eed $68.00 $63.00 $66. 00 
RUE io wis. c'exuwkew 68.00 61.00 63.00 

samannigs Discount 
Ldnted at S38. And URGES «6 oceic cciccnsccuces 43% 
SPIE TNE oss 05 coed oat ed atratasmaekis sive cee 38% 


Boards and a 


Boards, S4S, No. 
or Shiplap No. 3 ‘ 


x6 1x12 
. $42.00 $40, dO $46 00 $53.00 
17.50 18.50 18.50 23.00 


No. 3.. 14.00 15.00 15.00 15.00 
Dimension, 84S, 16-Foot 

No. No. 2 
ME AMET Ans 5 och. sol gee ataiere ie mie a Oe eo ate eae $24.50 $19.50 
BEM Odn.'s hace Nose alewmnetsa lee 22.00 17.00 
MME respi a. aula wn. a k-eatate & Soe eee are 23.00 18.50 
BY 16 sans teornieihiioth dm ened cane tdlae 31.00 23.00 
BT Sans 044 46a bonctaee ba wmesl wate 36.00 25.00 

Lath, %x1%, 4-Foot 
MELE" ic'wg 4:de- 0 Gierdige bate a bile wialdie ede 6 wtalb eee $4.50 
PEE chee COP a sass CGR eee eco e a HORE ES 3.50 





WISCONSIN HEMLOCK 


Following are prices f. o. b. delivery points 
in Wisconsin: 


No. 1 Hemlock Boards, S1S or S1S1E: 


2 8’ , 12&14’ 16’ 
ee ae ere eres eee $30.50 $31.50 $33.50 
ee a ee 31.00 32.00 33.50 
SG Nepigwins. athe ses 32.00 33.00 34.50 
EL hs debin' = Sisrnie-s 9 33.50 34.50 36.00 
WU Sie weiss oeuken as 34.50 35.50 37.00 


For D&M, plain shiplap, or S4S add 25 
cents; for drop siding, ceiling, fancy shiplap 
grooved roofing or partition, add $2.75. 


No. 1 Hemlock Dimension, S1S1E or 84S: 


8’ 10, 12&14’ 16’ 
Ss $33.00 $33.00 34.00 
Pe. Wino aaa wie aces 32.00 32.00 33.00 
EE, Sisinrole so Vain sie 33.00 33.00 34.00 
EBS ee 34.00 35.00 36.00 
ear 35.00 36.00 37.00 





WEST COAST LOGS 


Seattle, Wash., Feb. 19.—Average prices of 

logs are. = foley’: 
Tr: $25-24; No. 2, #18. 16; No. 38, 
lumber logs, 





$12. batters ’No. 1, $32; No. "2, $26. 
Cedar: Shingle logs, $12- 14, 
$25-28. 
$10. 


Hemlock: No. 2&3, 
OAK FLOORING 


Following are current quotations on oak 
flooring carlots, f.0.b. Memphis and Johnson 





City, Tenn., and Alexandria, La., as points 
of origin. #x2y%” x14” 3x2" %x1 eo 
Clr. qtd. wht....$85.00 00 $70.00 
Clr. qtd. red.... 70.00 “79-00 59.00 +50,00 
Sel. qtd. wht.... 65.00 52.00 56.00 53.00 
Sel. qtd. red..... 62.00 52.00 52.00 54.00 
Clr. pln. wht... 68.00 54.00 60.00 48.00 
Clr. pln. red.. 65.00 54.00 56.00 47.00 
Sel. pln. wht.. 61.00 50.00 49.00 43.00 
Sel. pln. red.... 60.00 52.00 43.00 43.00 
No. 1 com. wht.. 52.00 44.00 38.00 33.00 
No. 1 com. red.. 52.00 44.00 38.00 34.00 
No. 2 common... 32.00 21.00 20.00 15.00 
%x2” %x1%” x2” 
a: $75.00 $75.00 Resins 
oo ee eae 72.00 72.00 
ae eS ea 71.00 68.00 mba 
SS MI sh. 0 0556 poe’ 70.00 68.00 — 
Co ee Se 67.00 66.00 62.00 
ee. Ee ES ose os bo rece 64.00 63.00 55.00 
ee 63.00 61.00 54.00 
ee eee re 62.00 60.00 54.00 
eS Se a rr 52.00 47.00 43.00 
IO. FCO: POR is oc cccee 48.00 44.00 41.00 
ae ed 22.00 18.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
re — $8; for %-inch, $4; for % and 

-inch 

Chicago delivered prices may be obtained 
by adding to the above the aan differ- 
entials figured on Memphis origin: For 
#-inch stock, $6; %-inch, $3; for %*- 
and f;-inch, $3.50. 


for 








THE BUSINESS RECORD 








Incorporations 


FLORIDA. Tampa—Consolidated Box Co., man- 
ufacturing. 

INDIANA. Chesterfield—Chesterfield Lumber Co. 
(Ine.); wholesale and retail. 
<— Louisville—Audubon Lumber Co.; 

,000. 

NEW YORK. Brooklyn—Frankel Lumber & Sup- 
ply Co. (Inc.), 6415 14th Avenue. 

Massena—Massena Lumber & Supply Co.; $50,000. 
Will open a general lumber, building supplies and 
affiliated products business on or about April 1. 

NORTH CAROLINA. Lenoir — Bernhardt & 
Laney Lumber Co.; to operate sawmills and own 
and sell timber. 

OHIO. Upper Sandusky—Stephan Lumber Co.; 
$40,000. 

OREGON. Lebanon—Lebanon Lumber Co., $30,- 
000. Sawmill. 

WASHINGTON. 
Corp.; $10,000. 


Business Changes 


Seattle— The Totem Shake 


ALABAMA. Tuscaloosa—Bridgers-Tidwell Lum- 
ber Co. succeeded by Bridgers Lumber & Building 
Material Co. 

CALIFORNIA. La Mesa—S. H. Washburne. suc- 
ceeded by David Maxwell & Sons. 

San Francisco—Julius S. Godeau (Inc.), 
cific States Casket Co.; succeeded by Pacific States 
Casket & Supply Co. (Inc.), 1262 Post Street. 

Yreka—Acme Lumber Co. purchased by Sam K. 
Avery. 


or Pa- 


FLORIDA. Panama City—W. B. Gray Lumber 
Co. succeeded by Gray Lumber & Supply Co. (Inc.). 

Tampa—Ritter-Ennis Lumber Co. succeeded by 
Ritter Lumber Co. 

INDIANA. Wakarusa—Werner Lumber Co. 
(Inc.) has been reorganized, with Rufus Smith and 
Charles E. Weber of South Bend as business mana- 
gers, and name of the corporation has been 
changed to General Lumber Co. (Inc.). 

IOWA. Harpers Ferry and Lansing—P. E. Reth- 
wisch succeeded by P. E. Rethwisch Lumber Co. 


KENTUCKY. Eminence—E. O. Tolle (Estate) 
succeeded by Mrs. E. O. Tolle. 


MICHIGAN. Grand Rapids—Howard W. Coulter 
(Inc.) succeeded by Kent Saw Mills Co. (Inc.), 
1300 Century Ave. S. W.; wholesale—no yard. 

Sebewaing—The Pigeon Lumber & Supply Co. 
succeeded by Sebewaing Lumber Co. 


MINNESOTA. Mapleton—John R. Norton Lum- 
ber Co. sold entire lumber business, including stock 
and buildings, to Standard Lumber Co. of Wi- 
nona. 

Mayer—Engler Lumber Co. succeeded by Mayer 
Lumber Co. 

NEBRASKA. Guide Rock—John B. Ely (Estate) 
succeeded by Ohmstede Lumber Co. 

Omaha—tTyson-Gleason & Co. succeeded by 
Gleason Lumber Co., Grain Exchange Building; 
wholesale. 

NEW YORK. Bliss—Bliss Novelty Co. succeeded 
by Bliss Ruler & Novelty ‘Manufacturing Corp. 

Dunkirk—Salhoff-Cain Co. (Inc.) succeeded by 
Cain Co. (Inc.). 

NORTH CAROLINA. Oakboro—Snuggs Lumber 
Co. succeeded by Stanly Lumber Co. 

NORTH DAKOTA. Erie—Bolmeier Bros. sold to 
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St. Anthony & Dakota Elevator Co. 
OREGON. Eugene—Snellstrom Bros. 
ceeded by Snellstrom Lumber Co. 


TEXAS. Alice, Alvin, Mission, and San Diego— 
Southland Lumber Co. at aforementioned places 
will henceforth be operated under the firm name 
of Lynch Davidson & Co., with the Southland Lum- 
ber Co, title being discontinued. The yards at all 
times have been owned by Lynch Davidson & Co., 
with headquarters in Houston. 

Midland—Velvin Lumber Co. 
vin-Strauch (Inc.). 

Wichita Falls—Sloan Sash & Door Co., until re- 
cently the Bowie Sash & Door Co., has been pur- 
chased by William Cameron & Co., 1302 Indiana. 

VIRGINIA. Lynchburg—Christian S. Hutter 
succeeded by C. S. Hutter Co. 

WASHINGTON. Vancouver—N. E. Allen Lum- 
ber Co. succeeded by F. Borchgrevink, and busi- 
ness will be known as the Bork Lumber Co. 

WISCONSIN. Birnamwood—Otis I. "Pennington 
succeeded by Pennington Lumber Co. 

Milwaukee—Advance Woodwork Co. succeeded 
by Burmeister Woodwork Co., 3465 W. Forest Home 
Avenue. 

Sheboygan—Sheboygan Roofing Co. 
ceeded by Ellinger’s Supply Co. 


New Mills and Equipment 


KENTUCKY. Owensboro—Chickasaw Wood 
Products Co., with headquarters in Memphis, 
Tenn., will establish a barrel plant at Owensboro. 

OREGON. Albany—Lardon & Hodge, sawmill 
operators at Crabtree, have selected Albany as the 
site for a new sawmill of 30,000 feet daily capacity. 


New Ventures 


CALIFORNIA. El Monte—Garvey Valley Lum- 
ber Dealers has opened a yard at 370 East Garvey 
Boulevard, with Jack Archer Hughey in charge. 

El Monte—Morse Lumber Co. engaged in business 
at 1211 East Valley Boulevard. 

Los Angeles—Dalton Lumber Co. opened yard at 
5941 S. Western Avenue. 

San Francisco—Bay Cities Separator Co., battery 
ews engaged in business at 761 Bryant 

reet. 


Temple City—Temple City Sash & Door Co., 219 
N. Sunset Boulevard. 

ILLINOIS. Centralia—Tulsa Rig & Reel Co. 
opened a yard here, to handle heavy lumber. cement 
and building materials. 

INDIANA. Fowler—Boswell Lumber Co. 
open a branch here about Apr. 1. 

KANSAS. Peru—Rippetoe Lumber Yard; build- 
ing materials. 

MINNESOTA. Albert Lea—Bertelson Lumber Co., 
1014 South Broadway, will handle all kinds of 
building materials. 

MISSISSIPPI. Sardis—D. B. Floyd Lumber Co. 
will open a retail lumber yard in connection with 
its hardwood mill, handling a complete line of 
building materials, including paints and hardware, 
cement and brick. 

MISSOURI. Kansas City—Stark & Co., 1815 
Campbell St.; wholesale. Will handle plywoods, 
moldings, oak flooring and other specialty items 
for the building trade, selling to retail dealers 
only. The new concern will have 15,000 square 
feet of floor space. 

NEW JERSEY. Verona—West Esex 
Supply Co., 40 Depot Street. 
plete line of lumber, 
insulation. 


NORTH CAROLINA. Marshall—Builders Sup- 
ply Co.; retail lumber and building materials. 
OKLAHOMA. Sulphur—M. H. Stephens Lumber 
Co., 800 West 11th Street; lumber and building 
materials. 

PENNSYLVANIA. 
retail lumber. 


TEXAS. Jefferson—Harrison County Lumber Co., 
Bonham and Walnut Streets. 
Electra—Foxworth-Galbraith 
opening a branch yard here. 


WASHINGTON. Yelm—Yelm Lumber Co.. a re- 
tail lumber and building material business, has 
been opened by Al. E. Huhndorf. 


Casualties 


LOUISIANA. Ferriday—Ferriday 
Supply Co. destroyed by fire. 

Natalbany—-Natalbany Lumber Co. planing mill 
destroyed by fire, with loss of approximately 
$110,000. Temporary quarters have been estab- 
lished and a new planing mill will be in operation 
at an early date. 

MONTANA. Lewistown—Montana Lumber 
destroyed by fire. 


NEW YORK. Rockville Center, L. I.—Wallace 
R. Post (Inc.) mill shop and lumber yard de- 
troyed by fire, with loss estimated at $50,000. 

TENNESSEE. Memphis—Mississippi Valley Hard- 
wood Co., Mallory Avenue, had mill and dry kilns 


destroyed by fire, with loss of $100,000, half cov- 
ered by insurance. 
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CEDAR HAS always been the favorite wood for 
posts in Michigan, but in recent years because 
of a shortage of that wood, and higher costs, 
farmers have been turning to others which 
could be cut on their own farms or nearby. As 
a result the use of oak has been increasing 
rapidly, and even such species as aspen, ash and 
elm have come into common use. 


Amemcanfimberman 


February 26, 1938 








OBITUARY RECORD 








LEE ZEAGLER, 48, Lufkin, Tex., operat- 
ing as B. L. Zeagler, lumber manufacturing 
firm, died Feb. 7. A native of San Augustine, 
Tex., he had lived at Lufkin since 1891 and 
as a small boy there had to support his 
mother as well as himself after the death 
of his father. -He started with the Martin 
Wagon Co. in 1910 and in a short time was 
in charge of the company, a position he held 
until 1931 when he resigned to take over the 
Boynton Lumber Co., Lufkin, which he oper- 
ated under the name of B. L. Zeagler. From 
1921 until 1931, he also operated a hardwood 
and pine mill. The Lufkin plant, although a 
small operation with a daily capacity of 
25,000 feet, was operated as a big-time mill 
in the way of machinery, kilns, etc. A pro- 
gressive citizen, he took an active interest 
in Chamber of Commerce work, and was a 
member of the First Baptist church, Lions 
Club and the Masonic lodge. Surviving are 
his widow, his mother and four sons, 
Buchanan, Millard, John and Lee Zeagler, Jr. 


F. A. RAUTENBERG, 61, for 25 years as- 
sistant treasurer of the Brooks-Scanlon Corp., 
interests, died Feb. 11 in a Thomasville, Ga., 
hospital following a short illness. Widely 
known in the lumber industry, he is sur- 
vived by a brother, J. R. Rautenberg, Port- 
land, Ore., and a sister, Miss Nilda Rauten- 
berg, Springfield, Mass. Funeral services 
were conducted Feb. 13 at the Presbyterian 
church, Perry, Fla. The body was sent to 
Lincoln, Ill., for burial. Honorary pallbearers 
included: M. L. Fleishel, Putnam Lumber Co., 
Shamrock, Fla.; E. G. Swartz, Burton-Swartz 
Cypress Co., Perry, Fla.; J. S., L. W., and M. 
J. Foley. Brooks-Scanlon Corp., Foley, Fla.; 
H. L. DeMuth, Vincent Armstrong, W. M. Mc- 
Crory, J. S. Farish, Jacksonville; C. L. Ep- 
pinger, John Moore, T. B. Puckett, Sr., 

harles Hastings, Fred Taylor, John Moore, 
W. I. Coleman, Murphy Boykin, Mark Lillard 
and Kent Warren. 


JAMES J. CARROLL, 61, Houston, Tex., 
lumber executive and ornithologist, died Feb. 
17 at the Memorial hospital, Houston. He 
was president of the Carter Lumber Co., vice 
president of the Carter Lumber & Building 
Co., and sales manager of W. T. Carter & 
Bros. He served as a director of the Union 
National Bank and was a member of the 
Houston country club, Eagle Lake Rod and 
Gun Club, Audubon Society and Tejas club. 
Surviving are his widow, Mrs. Lena Carter 
Carroll and three daughters; Mrs. John P. 
Bullington, Mrs. I emper, Jr., and Mrs. 
Dillon Anderson. 


J. M. SEALE, 60, Houston, Tex., purchas- 
ing agent for the Kirby Lumber Corp., died 
Feb. 6 after a long illness. A native of 
Nacogdoches, Tex., he entered the lumber 
business with the Gulf Lumber Co., Fuller- 
ton, La., and for the past 23 years had held 
positions of trust in the Kirby purchasing 
departments, at one time having charge of 
buying for 12 mills and 17 stores. A member 
of the Masonic lodge, he was an active 
church worker and held a deaconship in the 
Second Baptist church of Houston at the time 
of his death. His widow, two brothers, two 
sisters and a daughter survive. 


HARRY G. LYONS, 68, president of the 
Lyons Lumber Co., Jamestown, N. Y., died 
Feb. 13 at his home after a brief illness. A 
native of Columbus, Ohio, he had his first 
connection with the lumber business as an 
employee of the A. Miller & Son Lumber Co., 
Bradford, Pa. He established a retail lum- 
ber yard at Jamestown 30 years ago. He 
was a member of the Northeastern Retail 
Lumber Dealers’ Association and was active 
in church, civic and Boy Scout work. Surviv- 
ing are his widow and two sons, Mark W. 
and Bruce P. Lyons. 

GEORGE BEAN, 71. vice president and 
managing director of the Babcock Lumber & 
Coal Co., Clifftop, W. Va., died Feb. 13. One 
of the State’s pioneer lumbermen, he joined 
R. M. Smith Bros. Co., Orndorff, W. Va., in 
1889, and later located in Louisiana with the 
same company as superintendent. In 1917 
he was named general manager. Later, when 
the company was absorbed by the Babcock 
company. he assumed management of the 
Clifftop and Sewell operations. Surviving are 
his widow, two daughters and three sons. 


ALFRED HENNEN, 72, Monroe, La., repre- 
sentative of the Hyde Lumber Co., Memphis, 
for the past 25 years, died Feb. 15. A native 
of Hawesville, y., he was general manager 
of the Cincinnati Cooperage Co., Cincinnati, 
before moving to the South. He was a mem- 
ber of the Masonic lodge and the Presbyterian 
church. Surviving are his widow, two brothers 
and one sister. 


GEORGE H. FRANZEN, 60, president of 
the Geo. H. Franzen Lumber Co., Bensenville, 
Ill., died Jan. 29. A native of Bensenville, 
he associated with his father in the lumber 


business and later became owner of the com- 
pany. He retired in 1932 and the manage- 
ment of the company has been in the hands 
of a son, Eugene Franzen, who now succeeds 
his father as the owner. 


GEORGE WASHINGTON STOUT, 94, for- 
mer Indiana sawmill operator, died at the 
home of a daughter Feb. 10 at Petersburg, 
Ind. He retired from active business 15 years 
ago after disposing of his interests in Allen 
County, Ind. He served two terms as sheriff 
of the county. A native of Carroll County, 
Ind., he served in the Union army during the 
war between the States. 


FRANK A. FOX, 76, vice president of the 
George A. Hoagland & Co., and general 
manager of the. company’s.Council Bluffs, 
Iowa, yard, died suddenly Feb. 15 at his 
home. He had been associated with the com- 
pany for 48 years. He was active in civic 
and fraternal organizations. Surviving are 
his widow, one brother and one sister. 


CHARLES EMORY DAVIS, 82, for many 
years auditor of the Smoot Lumber Co, 
Provo, Utah, died during the second week of 
Feb. He was the father-in-law of Oscar A. 
Spear, long president of the Smoot Lumber 
Co., and a former president of the Western 
Retail Lumber Dealers’ Association. 


MICHAEL JOSEPH MONAGHAN, 67, for 
25 years northern Canadian representative 
for the Herman H. Hettler Lumber Co., Chi- 
cago, died Feb. 11 in an Ottawa hospital. A 
native of Arnprior, Ont., his first connection 
in the lumber business was with McLachlin 
Bros. Ltd. Surviving are four sisters. 


EDWARD C. CORDES, 71, for 35 years sec- 
retary-treasurer of the Hyde Park Lumber 
Co., Cincinnati, died Feb. 12. He was also 
a member of the board of directors of_the 
Westwood Planing Mills Co., and the Hyde 
Park Supply Co. Surviving are two brothers 
and two sisters. 


WILLIAM. HENRY _ BERKHEISER, 11, 
president of the W. H. Berkheiser Lumber 
Co., Corinth, Miss., died in a hospital there 
Feb. 15 of pneumonia. He had operated a 
furniture plant and planing miil at Corinth 
since 1910. 


JAMES ARTHUR SWEENEY, 52, founder 
of the Alki Lumber Co., Seattle, Wash., died 
Jan. 29 at his home. He was a member of 
the Lumbermen’s Club of Seattle and the 
West Seattle Commercial Club. Surviving are 
his widow, three sons and two daughters. 


MRS. EMMA HEINEMANN JUERGENS, 68, 
wife of Emil Jeurgens, president and treas- 
urer of the Devere-Schloegel Lumber Co, 
Milwaukee, died at her home Feb. 10. Surviv- 
ing, in addition to Mr. Juergens, are a son, 
a brother and a sister. 


MADISON LANE COLLIER, 86, Silsbee, 
Tex., retired a year ago after more than 40 
years as an employee of the Kirby Lumber 
Corp., died suddenly Jan. 31. Surviving are 
his widow, five sons, two daughters, 4 
brother and a sister. 


WILLIAM MILLARD, SR., 74, for many 
years superintendent of the Capitol Lumber 
Co., Indianapolis, died Feb. 13. He had been 
connected with the company for the_ past 
38 years. Surviving are. four sons and five 
daughters. 

OSCAR HERZIG, 58, president of the Her- 
zig Building Supply Co., London, Ky., died 
Feb. 9. A native of Switzerland, he has been 
in business in London for 26 years. Surviv- 
ing are his widow, sons and daughters. 


THOMAS HULLETT JUDSON, 76, president 
of the Doane & Jones Lumber Co., Elmira, 
N. Y., died Feb. 8 at a hospital in Ft. Myers, 
Fla. Surviving are three sons and two 
daughters. 


WILLIAM F. KERN, 58, president of the 
Columbus Builders’ Supply Co., Columbus, 
Ohio, died Feb. 12. Surviving are his widow, 
a daughter and two sons. 


CPR Orders Wood Linings in 


Steel Cars 


Monrreat, Que. Feb. 22.—Two thousand 
steel-sheathed box cars with wood linings and 
ceilings have been ordered by the 
National Railways, according to an announce 
ment here. They will be delivered in the 
spring. The Eastern Car Co. of Trenton, » 
S., and the National Steel Car Corp. of 
iIton, Ont., will each build 700, and the 
Canadian Car & Foundry, Montreal, will 
500. 





azz 


iia 


MLA SO” 
LL 
LCS 


KZ 


VSS 


o> 
xK< 


oe 
SEK 





